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HONORS GO TO J. J. SWEENEY 
ON THEIR CINDERELLA WINDOW 
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A recent window display of the J. J. Sweeney Jewelry 
Company,‘ Houston, Texas, featuring our Cinderella 
pattern, looked so good to us that we asked for the 
photo reproduced above. Note the simple artistic 
arrangement of the silverware and the effective use 


of the display cards. 


If you have a display that can beat this one—or 
for that matter, tie it—send us a photograph for our 


collection of good Gorham windows. 


THE GORHAM COMPANY 


SALES AGENT 
GORHAM MANUFACTURING COMPANY 
GORHAM-WHITING DIVISION, Providence, R. I. KERR DIVISION, Newark, N. J. 
DURGIN DIVISION, Concord, N. H. 
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The Fate of the Austrian Crown Jewels 








Translated Expressly for THE JEWELERS’ CIRCULAR 














HE notorious facts concerning the sale 
or sequestration of the Austrian crown 
jewels have been exposed by the press all 
over the face of the globe. For over a 
year the topic has died out from the “prints.” 
But last February the ex-Empress Zita 
placed her complaint before the Paris 
examining magistrate M. Glard together 
with the information he requested on the 
subject. A description, therefore, has now 
been filed of the individual pieces under liti- 
gation. NHereunder we give translation of 
the enumeration of the principal pieces as 
printed in Le Grand Négoce: 

A string of pearls 2m.50 long consisting 
of 196 homogeneous pearls the size of 
cherries, each weighing 6 carats. This 
wonder has become, for about two million 
Swiss francs, the property of an English- 
man, owner of a racing stable. A _neck- 
lace of two strings of pearls, which, ac- 
cording to tradition, could be worn only by 
the widow of an emperor. From the center 
the pearls diminish toward the extremities. 
It is unknown to whom this jewel passed. 
A string of old homogeneous pearls, each 
of 10 carats, which was valued at over 50 
million francs. The famous “Necklace of 
Roses,” a neck parure mounted with 13 roses 
of diamonds, in each of which is mounted 
a large diamond and small ones and 11 
pendeloques with great solitaire brilliants. 
With the necklace was a pair of ear 
pendants with two great diamonds in form 
of drops. 

The Grand Cross of the Order of the 
Golden Fleece with the enormous brilliant 
from which hung the Golden Fleece proper. 
The crown diamonds which were worn in 
the last case by the Empress Elizabeth had 
been valued at three million crowns in time 
of peace. The most lovely brilliants, re- 
markable both for size and purity as well as 
the old most careful cut of the Dutch, came 
from the jewel collection of the Empress 
Maria Theresa. The fate which was in 
store for this parcel is equally mysterious. 
There was realized for this treasure only 
about two and one-half to three million 
francs Swiss, that got into the hands of the 
Imperial family, who affirm and maintain 
that this price was in no way in accordance 
with the actual value of the jewels. 

We would also cite, among the private 
jewels of the ex-Emperor, which, according 
to the instructions of the last Grand Cham- 
berlain, were taken from the treasure and sent 
into Switzerland in 1918, a short time before 
the fall of the Austro-Hungarian monarchy, 
the following objects: The aigrette of the 


Hungarian national colors in emeralds, 
brilliants and rubies, which was confided to 
the treasure in 1766 as having to be worn 
by the titularies of the Order of St. Stephen. 
The garniture of 95 diamonds and six 
breloques each composed of one diamond 
in form of a drop, coming from the ribbon 
of the military Grand Order of Maria 
Theresa, worn by the Romano-Germanic 
Emperor Francis the First. The brooch of 
the national Hungarian colors in brilliants, 
emeralds and rubies, of which the mounting 
was remade 1867 for the Queen and Empress 
Elizabeth. The emerald garniture composed 
of several pieces, having belonged to the 
collection of jewels of the Empress Maria- 
Theresa. From the same provenance came 
the small Sévigné diamonds with a rose 
diamond in form of a drop (according to 
the examination of the Swiss jeweler, it 
seems that the stone, which had a very 
original rose color, was judged to have been 
artificially tinted). The garniture of 114 
great pearls with a solitaire of 30 carats and 
one solitaire brilliant of 14 carats as clasp. 
An embroidery in brilliants which was worn 
by the Empress Maria-Theresa with its 
muff, on official promenades with her train. 
The diadem of brilliants which supported, 
in its center, the stone called “Frankfurter” 
of the finest water. The solitaire was ac- 
quired in 1764 at Frankfort-on-Main by the 
Emperor Francis Premier and used as his 
hat buckle. The corsage of brilliants having 
380 diamonds of a weight of almost 267 
carats. The diamond bracelets with 494 
brilliants having a total weight of 330 
carats. The embroidery of emeralds, rubies 
and brilliants for the Cross of the Order of 
St. Stephen. The pearl necklace with three 
olives of diamonds belonging to the Empress 
Caroline-Augusta. The garniture of rubies 
derived from the trousseau of Queen Marie- 
Antoinette, was sold by her daughter, the 
Duchess of Angouléme, to the Emperor 
Francis II. The hair fan of brilliants with 
a triangular solitaire and two diamond 
pendants of drop form. 

Lastly, the famous “Florentine” of 133% 
Vennois carats, which, according to the 
legend, was the same which was lost by 
Charles the Bold, in 1476, at the Battle of 
Morat and which, after numerous tribula- 
tions, finished by becoming the property of 
Francis of Lorraine together with estate of 
the Medicis. This solitaire, which for the 
last time served as ornament to the 
Austrian crown at the coronation of 
Francis Stephen as Romano-Germanic Em- 
peror, was, it appears (the reports are con- 


tradictory, however) offered in vain in 
America to special buyers. The enormous 
diamond always bore the reputation of a 
hoodoo; it did not bring iuck to Emperor 
Charles. Will its new possessors be sub- 
jected to the action of an equally maleficent 
power ? 

Le Grand Négoce hopes that for the good 
of the reputation for honor of the corpora- 
tion of jewelers, first, as the newspapers say 
the matter has been discussed by the 
Parisian jewelers, and, in the interest of all 
concerned, that justice shall unravel the con- 
fusion. . It also expresses the hope that all 
the light possible shall be thrown on any 
reprehensible act that may have taken 
place. 








Classification of Metal Work 





(THE creative metal worker must ever keep 

in mind the general or prime principles 
of his field of endeavor. The fundamentals 
are too often slipping from the mind of the 
shop worker and designer. In a few words, 
Russell Sturgis sets forth.the first or intro- 
ductory facts in his work entitled “The 
Artist’s Way of Working’ (New York: 
Dodd, Mead & Co.) thus: 


“Decorative metal work is divisible into, 
first, that which is cast, and usually after- 
wards chased, chiselled, filed, and surface- 
finished in one or in all these ways; second, 
that which is wrought by the hammer, beaten 
to very thin plates, or beaten out into bars, 
strips or rods, which themselves may be at 
their extremities or elsewhere beaten out 
into leafage or the like; third, that which is 
drawn into very fine wire or thin narrow 
strips and then twisted and soldered into the 
patterns of what we call filigree; fourth, 
that which is struck as a coin is struck, 
powerfully compressed into a die of harder 
material. Under the first of these categories 
come nearly all the bronze work and a great 
part of goldsmiths’ work, silversmiths’ work, 
and some little work in iron. 

“Under the second head is repoussé work 
and all that goes with it, namely the chasing 
back or hammering back of the surface to- 
gether with so much engraving or cutting 
away of small parts as may be called for; 
and also wrought-iron work in the usual 
sense. Under the fourth head come all 
coins, medals and medallions except those 
that are cast; but the artistic part of this 
work is to be considered under Die Sinking. 
In like manner enamelling, niello work, 
damascening, and engraving may be con- 
sidered rather as work done upon metal as 
a foundation or background than as metal 
work proper. Work in wire, and all that 
done by spinning and drawing with rollers 
may be disregarded here. Artistic work is 
possible in each of these ways, but is 
rare.” 
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Precious Stones in the Russian Folklore 








By Albert Parry 

















— is the homeland of a great vari- 
ety of precious and semi-precious stones. 
Some of them were brought from the Ural 
mountains to Moscow and other cities of 
Central Russia centuries ago, and the early 
foreign travelers wondered at the richness 
of Moscow Czars’ robes covered with stones 
assembled together in most fantastic com- 
binations. One may expect to find the same 
richness in the Russian folklore of precious 
stones: legends, fairy-tales, folk-songs, prov- 
erbs, etc., about topazes, aquamarines, 
amethysts, agates and other gifts of Russian 
plains and mountains. 

But instead the most curious discovery 
greets the diligent searcher: the Russian 
folklore of gems is rich and colorful indeed, 
but it concerns itself almost exclusively 
with the two sorts of precious stones little 
or not at all found in Rassia, namely, dia- 
monds and pearls! 

Whatever mention of other than these two 
stones is found in the Russian folklore is 
rather vague and general. All stones outside 
of diamonds and pearls are called either 
samotsv'cti, meaning natural color stones, or 
yachonti, which term covers the following 
four stones: amethyst, sapphire, hyacinth 
and ruby. In the ancient legend of Solowey 
(Nightingale) Ivanovich, the merchant- 
highwayman with a wonderful gift of 
whistling (hence his first name), we are 
told that when overcome with wanderlust 
the hero would head a roving fleet of three 
ships “ornamented with samotzveti.’ The 
legend of Vladimir, the Red-Sun, the Grand 
Duke of Kieff, pictures a monster dragon 
Tugarin Zmievich, who warns the Duke that 
no samotzveti of his could save Vladimir 
from Tugarin’s wrath. A samotzveti stone, 
which suddenly lost its brilliancy, is likened 
in a folk-song to the lover’s heart, which 
suddenly lost faith and love to the girl. 

Of the songs where the word yachont is 
used, wedding songs are most typical. 
Yachont is likened to the bridegroom, while 
pearl represents the bride. 

“Pearl came to yachont, 

How great are pearl and yachont, 

How good are the bridegroom and bride!” 

In another wedding-song a girl addresses 
herself to the village blacksmith, asking him 
to make a wedding crown for her, “a crown 
of gold with yachont-stones.” <A similar re- 
quest is sometimes addressed to the bride- 
groom, who is told to present the bride “with 
a wedding ring of gold and with diamonds, 
and with a wedding crown of gold and with 
yachonts.” Still another song tells the 
bridegroom to bring “a pearl frontlet” to 
the dame of his heart, but sometimes the gifts 
are rejected by the girl, who sings: 

Your stones and pearls 

Are not needed by me. 

I am liked by my mother without them. 

As we have noted above, pearls occupy 
the foremost place in the Russian folklore. 
Even the Ural Cossacks sing of them, pre- 
ferring their pale hues to the riot of colors 
presented by the stones of their own moun- 
tains. There is a song which tells of a 


young Cossack who was wronged of his 
share of booty: his comrades took all the 
valuables and left him with a young girl as 
his share. Enraged, the Cossack wants to 
kill the girl, but she cries and begs for her 
life offering as a ransom her pearl necklace, 
“costing 1,000 rubles.” 

Usage of pearls or beads for necklaces 
was looked upon askance by many people in 
the old Russia. There is a proverb coined 
by the Old Believers, which reads: 

“Whoever wears necklaces will have 
snakes around the neck in the next world.” 

Another proverb maintains : ‘ 

“Beads are nice, but they do not make a 
girl any prettier.” 

Yet by still other proverbs, necklaces, 
especially those of pearls, were highly priced, 
and patience and obedience in women were 
likened to them: 

“Obedience is the girl’s necklace.” 

“The girl’s patience is a pearl necklace.” 

Pearls were sewn to women’s velvet and 
fur caps. A girl in a song tells her father 
of a strange occurrence. She was sewing 
pearls on her cap when a hawk appeared in 
her room and with its right wing had 
knocked from her hand the silver plate with 
pearl grains. The father promises to call 
princes and nobles who would gather the 
pearls from the floor for the girl. 

From an old Christmas carol we learn that 
pearls ornamented men’s hats as well: 


“Oh pearl round! Glory! 
Whither do you roll? Glory! 
It is time for you to go, Glory! 


To the princes’ and nobles’ hats! Glory!” 


Rich women’s shoes were decorated by this 
gift of the seas, too. In the fairy-tale of 
Ivan, the Merchant’s Son, and Princess 
Helen the Beautiful, the hero captures the 
heroine’s. heart by duplicating her dainty 
slipper studded with pearls and _ other 
precious stones. 

Pearls were linked to the name of Alex- 
ander the Great in the old Russian legends 
of XVI and XVII centuries. Alexander the 
Great, says one of the legends, came across 
“the Island of Provence” on his way to In- 
dia. There, in the open sea, he saw cliffs, 
“which swallow the sun rays and thus give 
birth to pearls.” It is quite difficult to find 
these pearls: the divers must throw agates, 
“and where the agate drops, there is the place 
of pearls; the divers dive and bring the 
pearls to the surface.” 

The Russians knew that pearls come from 
water. There is a song, in which a river 
“with crystal shores and pearl sands” is de- 
scribed. 

The famous quotation from the Bible: 
“Cast not pearls before swine” (Matt. vii 6) 
is popular in Russia among other countries; 
it took form of a folk proverb long since, 
but sometimes cocks take place of the swine. 
There is a Christmas carol of the cock who 
found a pearl grain in the mud, and this 
probably inspired I. A. Kryloff, the Russian 
ZEsop, to write his famous fable of the cock 
who found a pearl grain but expressed his 
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sorrow that it was not a barley grain.- 

Diamonds hold the second place in the 
Russian folklore. There are two words for 
“Diamond” in the Russian language: Almaz 
for uncut stones and brilliant for cut ones. 
It is the former which is most frequently 
mentioned. The old proverb tells us that 
“Almag cuts almaz, and a thief finds his 
end at another thief’s hands.” (Compare 
with the English proverb: “Diamonds cut 
diamonds”.) An old Russian song describes 
a pike which swam from Novgorod and 
which had “valuable almaz instead of eyes.” 
The word brilliant we meet in songs of a 
more recent origin, as in the one where a 
husband promises his wife a ring with “val- 
uable brilliance” in case she will give birth 
to a son. 

Rings with stones are often mentioned in 
Russian songs, but the nature of the stone 
is very seldom indicated. There is a touch- 
ing Volga song, which describes a girl, the 
sweetheart of the robbers’ chieftain and sis- 
ter of his lieutenant. She saw in a dream 
that her ring fell apart and the stone was 
lost. The dream is interpreted thus: the 
chieftain will be captured and beheaded, his 
lieutenant will be hanged and the girl will 
be put in jail. 

Shortly before his death in 1854 Ivan the 
Terrible told Sir Jerome Horsey, the am- 
of England, that 
“diamorid restrains fury, luxury and ob- 
stinacy.” If superstitions of a Moscow 
Czar--are indicative of general Russian be- 
liefs of the olden times, it is interesting to 
cite his other assertions regarding the pow- 
ers of precious stones. Speaking of dia- 
monds, Ivan the Terrible further said: “The 
least parcel of it in powder will poison a 
horse given to drink, much more a man.” 
The ruby “is most comfortable to the heart, 
brain, vigor and memory of man”; it “clari- 
fies congealed and corrupt blood.” The 
emerald “is an enemy to uncleanness.” The 
sapphire “preserves and increases courage, 
joies the heart, pleasing to all the vital 
senses, precious and very sovereign for the 
eyes, clears the eyes and straight- 
ens the muscles.” Corals and turquoises 
turn pale when put on the arms of a sick 
man—‘“they declare death.” 








Mithridates’ Wealth and Treasure 





OTHING should have more stimulating 

effect on the wearing of jewelry than 

to read of how the ancients reveled in such 

decoration. The historic incidents of Mace- 

don’s king make good reading, as shortly de- 

picted by Herbert Norris in “CostuME AND 
FASHION”: 

“The personal ornaments of Alexander de- 
scended to Mithridates, King of Macedon 
(120-63 B. C.), who was a great patron of 
the arts, besides being a very wealthy mon- 
arch. He was a serious opponent to Rome, 
and when his treasury became the spoil of 
his Roman conquerors, it contained immense 
stores of goldsmiths’ work—a golden throne, 
crown, sceptre, sword, and a chariot of gold, 
set with precious stones; royal mantles of 
purple encrusted with gold and jewels; a 
collection of precious stones, among which 
are mentioned: rubies, topazes, emeralds, 
carbuncles, opals, onyx, pearls and diamonds. 

“The last-named jewel was held in high 
esteem ‘because of its. great rarity.” 
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Foreign Clocks and Jewelry Produced by Cottage Labor 








Whole Families Devote Long Winter Evenings to Making Black Forest 
Clocks and “Diamond” Bracelets 

















OTH clocks and watches tend to become 

smaller and more finely, it might even 
be said, delicately constructed. While the 
demand is for the tiniest of tiny watches— 
they are not worn on the wrist, but carried 
in the handbag by the lady of fashion—is 
great, it also happens that in a modern house, 
people often have to depend on the neighbor- 
ing church clock for the time. This sounds 
almost absurd in a century of multiplication 
of timepieces, but is nevertheless true. 

Spending the week-end in a house, some- 
what “jerry”’-built, and put up at a time 
when there was much less traffic in that 
particular quarter than today, it was some- 
what surprising to find that nine clocks of 
one kind and another with three watches, 
one of them a chronometer worth $20, had 
all stopped during the night. The house 
stood at the corner of the boulevard where 
several tram lines and many autobuses 
stopped. Underneath the cellars of the house 
ran the metropolitan. The edifice shook and 
trembled at the passage of every train and 
the effect on delicately-made clocks and 
watches was unfailing. The best timepieces 
stopped after 48 hours of the treatment and 
the clockmaker called in to attend to the 
clocks said that he could only recommend 
their being moved, as it was not of the slight- 
est use repairing either clock or watch if 
it were to be subjected to such constant ill- 
treatment. 

In the flat below, there was no need to 
listen for the church clock. There a pre- 
war clock, from the Black Forest, still kept 
time. Originally costing 40 cents, the clock, 
constructed for hard wear, kept reasonable 
time. Now again these pretty clocks, with 
or without a cuckoo—the cuckoo is a costly 
addition—are being sold throughout Europe, 
at the price of 50 cents, or half a dollar. 
The carving at the top and bottom of the 
clock looks almost worth the money, while 
the fir cone, done very realistically in brass, 
that serves as a weight, is also worth it. 
With no complicated winding apparatus, the 
grossest of works, that can be seen when 
the little door is removed, the clock will 
stand much hard wear. The long brass 
chain with the weight at the end is simply 
pulled down, when the clock has run out, 
and unless the works are really ill-used, the 
clock goes for years. 

While no one for a moment supposes that 
the Black Forest clock will take the place 
of the beautifully constructed clock, every- 
one possesses one. A salesman told me that 
they are selling like hot cakes, for people are 
sadly aware that the fine, minute watch and 
clock are far from reliable. If given the 
choice between one timepiece, in all, for a 
long journey, for exile on a desert island, 
the majority would vote in favor of some- 
thing cheaper and hardier than the fashion- 
able timepiece. It is so small, so fragile and 
so unreliable under certain circumstances. 

The vogue of the Black Forest clock— 
although but a small thing—is indicative of 
much. It is a sign that in Germany at least 


prewar conditions are being restored. The 
mountaineers are returning to their cottage 
industry. By dint or much labor for little 
money they are making the small sums that 
they need for things not grown on the plots 
in front of the house. The long Winter 
evenings, when the light fails early in the 
afternoon are being used for carving the 
cheap clock case, while the very children, 
the grandmothers and everyone about the 
place helps with the work of picking out the 
minute pattern. 

The fashionable “diamond” braclet, is also 
the product of cottage industries, at Gablonz 
in Bohemia, at villages in the Black Forest 
and other places. Three inches in breadth, 
it is composed of fairly large “diamonds” 
sewn so as to make up a fabric. Hundreds 
of diamonds are required for a single brace- 
let of this description and no intelligence is 
required to know that only royalty could 
afford to wear a genuine bracelet of this 
description. The bracelet is worn some way 
up the forearm, not at the wrist and some- 
times on the arm, above the elbow, for 
evenings. It somehow recalls armor and 
although very beautiful has something prac- 
tical about it, as though the arm required 
protection. In some cases the women with 
bracelets of this description look as if their 
arm were bandaged. This “suspicion” as 
French say, of utility takes nothing from 
the beauty of the ornament, indeed it adds 
to it, as something must be done to explain 
away such a wealth of fine gems, if indeed 
they are real. While the “model” bracelet 
is three inches in width, there are smaller 
ones, running two inches to half an inch 
in width. The narrower the bracelet, the 
lower down on the arm it is worn, the very 
narrow model being worn over the wrist. 
In some cases several “diamond” bracelets 
of varving widths are worn, either together 
to form a sheath of diamonds, like a gauntlet, 
or with a strip of flesh showing in between. 
These diamond ribbons are very pretty espe- 
cially when kept on the narrow side. Occa- 
sionally they may be seen round the neck, 
the ends of the diamond ribbons, hanging 
loose, after - being fastened by a loop in 
diamonds, in platinum or gold. The im- 
portance of the introduction of what may 
be called “diamond” pasmenterie, to be worn 
instead of gems cannot be overrated. 

This jewelry manufactured by mountain- 
eers, in some remote region, where living 
is cheap and labor correspondingly inex- 
pensive, is just as much the “writing on the 
wall” and a sign of the times, as the sale 
of the half dollar carved clocks. There are 
no trade unions for the regulation of cottage 
industries. The people rise with the sun 
and go on working just so long as they 
can see, during the dark Winter days there 
is some kind of artificial lighting, electricity 
being general where there is a_ waterfall 
to provide sufficient energy. 

Diamonds are the “rage.” Evidently too 
costly for the multitude, the trade has pro- 
vided a substitute, and it is not easy to 
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ascertain the difference, the mounting being 
so cleverly done that one thing looks very 
much like the other. Then there is another 
side to the question. People on journeys, 
those at fashionable seasides, almost prefer 
substitutes to the real thing, so afraid have 
they become of robberies. There is no sort 
of doubt that the danger of losing jewels 
in Europe is greatly exaggerated. The 
police are not concerned in throwing light 
on certain types of fraud, and if a woman 
anxious to gain notoriety, if not celebrity, 
cares to complain that she has lost a quan- 
tity of jewels, that are not genuine, no one 
complains. If a cinema “star” or prima 
donna takes advantage of a similar oppor- 
tunity of making a short cut for fame, no 
one troubles. Thus it may be accepted that 
careful investigation would show that many 
of the expensive jewels lost in Europe 
either never existed at all, or that the 
originals were in the bank all the time, the 
hue and cry being made about replicas. 

This is more especially the case with 
jewels reported lost and about which no- 
thing more at all is heard. They just dis- 
appear and the police takes no further 
trouble. This is because these same police 
have more important affairs on their hands 
than to investigate the loss or thefts of 
jewels that have perhaps only existed in the 
imagination of the fair owner, anxious to 
have a free advertisement. Newspapers 
look twice at reports that may be advertise- 
ments. They are shy of reporting the loss 
of a star’s jewels, but unfortunately often 
fall prey to the bold advertiser, fearing to 
miss an item of news. 








An Expensive Advertisement 





oO course you can’t sub-lease,” the land- 
lord pointed out. 

“I understand that part of it,” the New 
York jeweler agreed, and the following 
clause was inserted in the lease: 

“The tenant hereby agrees not to assign 
this lease, or sub-lease the rented premises, 
or any part thereof, without the written 
consent of the landlord, under the penalty 
of damages and forfeiture.” 

This was a pre-war lease, at a pre-war 
rent, and with a valuable renewal privilege, 
containing a similar clause. The jeweler 
leased to an advertising company the priv- 
ilege of placing an advertisement on the side 
of the rented building, for $20 per year. 
The landlord objected and the jeweler 
promptly had the advertisement removed, but 
the landlord just as promptly sued for a 
forfeiture of the lease. 

“The rent of the advertisement for the 
time it was on would not be more than $1, 
and that is too small to justify the cancella- 
tion of a valuable long-time lease,” the 
jeweler contended, but the New York Sup- 
reme Court, in 210 N.Y.S. 539, ruled in 
the landlord’s favor. 

“We think there was a deliberate and 
wilful violation by the jeweler of the con- 
dition and covenant contained in the lease 
against placing signs upon the building in 
question,” said the Court—M. L. H. 








Samuel Kamroff, a jeweler at 405 State 
St., New Haven, Conn., died recently at his 
home, 204 Maple St., after an illness of five 
weeks. 
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Mr. H. Friedland, in charge 
of European Headquarters, 
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Paris Fashions and the Jewelry Trade 





Diamonds Being Worn with Black Gowns—Plain Gold Bracelets in Vogue— 
New Designs in Barettes—Diamond Pendants and Bracelets 

















. jowene is no sort of doubt that black is 
taking its old place for evening wear. 
At a big function recently a good third of 
the gowns worn by the ladies were in some 
light black tissue. Some 50 per cent. of 
these were trimmed with black or white 
lace. A black Chantilly flounce often 
finishes the modern gown, while there are 
white incrustations reaching the whole 
length of the dress. While the black lace 
is of a very fine variety, the white lace is 
of coarse make, and the jewelry worn is 
in strict keeping with the lace. A _ black 
lace robe calls for diamonds, while a black 
and white lace gown requires pearls to show 
up properly. The green evening dress—a 
light, vivid green—also needs diamonds, and 
this color shows them up very well. On 
the whole diamonds “have it” still. Flexible 
bracelets, often jointed, are worn, sometimes 
as many as six or seven bracelets, each with 
three lines of diamonds, set in platinum, are 
seen, worn on one arm, the other being 
innocent of all ornaments. The bracelets 
appear to form a solid mass, somewhat like 
armour, although quite separate. 
* Ok Ok 
A variation of this mode, is the wearing 
of bracelets in diamonds and black onyx, 
the onyx making a Greek Key or domino 
pattern that runs round the bracelet, the 
whole being kept very discreet. Sometimes 
emeralds are used to make a pattern of 
this kind, but black and white are first 
favorites. These bracelets are in “fine” 
jewels, naturally, and are often worn with 
a black lace-covered gown, the armholes 
outlined with “diamonds.” Sometimes the 
top of the shoulder straps was simply a 
line of 12 “diamonds,” naturally valuable 
stones cannot be used for this purpose, as 
the shoulder strap is likely to snap on very 
small provocation. This shoulder strap in 
precious stones is extremely effective, 
although it looks a somewhat fragile sup- 
port for the gown, which can only be in 
the very flimsiest of materials, otherwise 
an absurd impression would be produced. 
* * x 
A gown that was most successful, worn 
by a young woman, was very short, in black, 
the armholes, cut very wide and deep, were 
outlined with a line of “diamonds,” with a 
line of rubies and then another line of dia- 
monds, the decolleté being also outlined to 
match. At the bottom of the gown, that 
reached just below the knees, there was a 
six-inch embroidery of “diamonds” and 
“rubies” in the Greek Key pattern, the rubies 
standing out amid the background of dia- 
monds. 
x ok Ok 
Quite a number of women were wearing 
a single, plain gold bracelet on the upper 
arm and no other ornament, in the shape 
of bracelets. The bracelet of fine gold, 
slightly rounded, and very thick, looked 
extremely effective among all the more 
ornate jewelry. Others had a plain gold 
band, round the wrist, with large pearls at 


intervals, perhaps six pearls to the brace- 
let. The pearl was set in the top of the 
bracelet, standing out from it. Another 
pattern is the bracelet, flexible, in an “X,” 
with a pearl and two “X,” another pearl 
and an “X,” at least half a dozen fashion- 
able women were seen wearing this brace- 
let at the function. Others had a bracelet 
made up of three lines, two in pearls and 
the middle one in black onyx. 
* * * 

There is a great deal of scarlet to be 
seen this year. One woman in a scarlet 
chiffon dress, at the same function, had a 
bunch of scarlet poppies on the left shoulder, 
pinned in place by a broad barette of dia- 
monds. The barette was one and a half 
inches in length. It was the sole ornament, 
on the principle that if too much jewelry 
is worn, single ornaments are not effective. 
Great roses are worn with single “safety-pin” 
jewels, studded with pearls. An example 
of this was a pink rose, worn on a black 
frock, with four pearls, at intervals on the 
plain gold pin. The pearls, very large and 
“fine,” stood out only being set in the gold, 
looking like balls, producing the same effect 
as the pearls worn in bracelets. 

x * x 


Masses of scarlet poppies worn on black 
gowns, and being the only color relief, were 
pinned down by two barettes, each an inch 
in length, with diamonds standing out on 
the pin. Poppies and roses vie in popularity 
at this particular time, as a decoration worn 
on the left shoulder or at the waist, with 
the new shape frock, that is open on a waist- 
coat and closes at the waist. 

*x* * * 


With the pin-point diamond bracelets, half 
an inch wide, a diamond pendant is worn. 
In one case there was a circle, studded with 
tiny diamonds. Half an inch in diameter, 
there was a small round of diamonds just 
above, a still smaller one, higher still, the 
whole being suspended round the neck by 
a chain of platinum, which was almost in- 
visible. The bracelet and the pendant stood 
out wonderfully against the background of 
a black gown. Another pendant, that shone 
blue in the distance, was composed of an 
immense diamond with tiny diamonds around 
it. A ribbon made of pin-point diamonds 
held it to another circle of diamonds, but 
kept much smaller, the whole being held in 
place by a platinum chain. 

* * Ok 

Rings—plaques of pin-point diamonds— 
lozenge shape, set in platinum, are fastened 
to the diamond bracelet by two slender chains 
of platinum, that stretch down the back of 
the hand. Gold rings, beautifully wrought, 
with a lozenge in gold with a design, are 
held in place in the same manner. The two 
very slender gold chains are hardly seen on 
the hand. They are finished in this case 
with a wrought gold bracelet. Gold chains, 
beautifully wrought are worn with these 
ornaments, for watches, or in the place where 
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a watch would be worn, there being very 
often nothing at the end of the chain. This 
is on account of the flimsiness of the ma- 
terial of which the gown.is made. 

*k * x 

The newest thing in handbags, carried by 

a slender “diamond” chain, slung round the 
wrist, was made in material sewn with 
diamonds, which was shaped like a bottle. 
The “neck” of the bottle was formed by 
jagged pieces, making points, which when 
cloced, make a narrow neck of diamonds. 
When open they looked like the petals of 
a half-open flower, and inside there was the 
very tiniest, flimsiest of handkerchiefs in lace 
and China silk. The whole handbag did 
not measure six inches in depth and was an 
article de luxe. 

x ok x 

The white crepe de chine gown for the 

young married woman, embroidered with tiny 
seed pearls requires a pearl sautoir. Some- 
times it is worn with a large and somewhat 
complicated knot, just at the throat, or again 
at the waist, the pearls hanging still lower. 
Either one very good pearl lies on the lobe 
of the ear, for wear with toilettes of this 
description or there is a long earring made 
up of pearls. Some white chiffon gowns 
are embroidered with diamond and pearls, 
and in this case diamond and pearl parures 
are the proper wear. 

x ok Ox 


At the races recently a woman was wear- 
ing a white mantle, lined with black over a 
gown in black, green and gold brocade. Her 
jewelry was kept in black and white to 
match. The ensemble was very smart, al- 
though the black I'n’ng naturally made the 
cloak look something less than fresh al- 
though it was evidently the first time of 
wearing. 

* * x 

Much opaque white and pinky white 
pebble is being seen. Sometimes it is 
streaked in red, sometimes blue. Beads cut 
in this type of pebble are threaded between 
long-shaped pieces of crystal to make 
sautoirs. Small, round buttons are also cut 
in this material. The new fashion of wear- 
ing pleated white skirts—pleats very narrow 
—in woolens with a jumper reaching down 
far beyond the waist line and embroidered 
with beads, making a broad basque, calls for 
white bead jewelry, made of opaque pebbles, 
of cornelians, etc., as they match the opaque 
fabric. Sometimes turquoises are used to 
ornament pale blue tulle, in which case the 
beads are flat, circular discs, and turquoise 
ornaments are worn with this type of gown. 
The beads are naturally imitation, but the 
necklace made of discs of the same nature 
to match are genuine. 

* * * 


The long shaped, tapering off to a point 
brooches that are much worn with black 
gowns, come from Northern Africa or if 
imitated, the pattern is distinctly Moorish. 
In black and gold mingled, they are effec- 
tive. Studs and tie pins are made in the 
same material, the black pattern on the gold 
being very finely traced. 








At Waltham, Mass., Herbert W. Smiley 
has been succeeded by Edward A. Young, 
doing business as Smiley & Peters. 
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Artificial Pearl Necklaces 


a superior reproduction 


direct from France 


Made and Sold in Europe for 15 Years 





Worthy of a place among gems 





ALSO 


Earrings, Sautoirs, Scarf Pins and Bracelets 
Hand Made 18 K White Gold Mountings with our artificial pearls 





GATTLE & HUNTER 


576 Fifth Avenue, New York 


IMPORTERS OF 


Pearls, Diamonds and Other Precious Stones 
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The News from England 





Tanganyika Diamonds 





Conditions in the Diamond Market—Smuggling from the Diamond Mines— 

Ltd.—Auction Sales of .Pearl Necklaces at 

Christie’s—Jewelry from Palestine—Diamond Exports 
Gold Coast in 1925 


from the 

















Lonpon, July 7.—The tendency towards 
increased prices in certain grades of dia- 
monds that has become more marked the 
past few months is now culminating in a 
stiffening of values in such descriptions as 
mélées and small brilliants by as much as 
five per cent. on normal prices. These 
grades, diamond merchants think, may be- 
come even dearer since the rough goods 
are realizing top prices under the impetus of 
sustained demand for the raw material. 
There is decidedly more business passing 
and buyers are now far more numerous, a 
factor that is not without influence on values. 
The coal dispute is not making things any 
better for the industry generally but the 
position in the polished market is substan- 
tially better than it has been of late. 
Backes & Strauss, the Holborn Viaduct dia- 
mond merchants, confirm the general report 
of improving business. The firm says: 
‘For many months past a decided stiffening 
in the prices of ‘rough’ has been notice- 
able. While business in Antwerp and 
Amsterdam remained so quiet the rates ob- 
tainable for polished diamonds did not keep 
pace with the enhanced prices of the raw 
material. With the arrival of a large num- 
ber of buyers at these centers trade has im- 
proved very much of late and goods have 
changed hands in large quantities at de- 
cidedly higher quotations. This has been 
particularly the case as regards mélées and 
small brilliants, certain grades of which are 
quite five per cent. dearer than they were 
and the rise is likely to become more*ac- 
centuated, as manufacturers are still finding 
it difficult to make a profit, taking into con- 
sideration the higher prices they have to pay 
for the rough. Despite the fact that trade 
in this country continues to be adversely 
affected by the continued coal deadlock, busi- 
ness in fine large stones continues good 
though the demand for current goods is still 
unfortunately rather slow.” 


* *k 


Sir David Harris, president of the New 
Jagersfontein Mining Co., referred at the 
recent annual meeting of the company at 
Kimberley, to the millions of dollars lost 
to the diamond mining industry by the illicit 
diamond traffic organized in Europe and 
urged that vigilance must be redoubled if 
a continued drain on the profits of diamond 
mining concerns is to be arrested. Diamonds, 
he said, continue to be smuggled due to the 
clever organization of the European 
manipulators and producers of diamonds are 
suffering as severely as ever. The illicit 
diamond traffic constitutes one of the chief 
problems of diamond producers today, Sir 
David says. Although it is a penal offense 
for an employe to be found in possession 
of a diamond on the mining fields stones 
leave the mines daily by illegal means. 
These stones are sold in Europe. Accord- 
ing to the London director of a large diamond 


mond concern such large bribes are offered 
to employes to get diamonds through from 
the South African mines that natives have 
been known to cut small holes in their flesh 
and conceal the diamonds in the cuts. After 
leaving the mine the wound is broken open 
and the diamond extracted. X-ray apparatus, 
of course, has been used with good effect in 
detecting diamonds concealed under the skin 
but it is a costly and time-consuming process 
where thousands of employes are passed in 
and out. 
ee 

In compliance with the regulations of the 
London Stock Exchange the Tanganyika 
Diamonds, Ltd., is advertising details of the 
object of its formation. It is not seeking 
subscriptions for share capital which is 
around $750,000 divided into 600,000 shares, 
but seeks permission to deal in these shares 
on the market here. All the directors of the 
company are Johannesburg men, as are its 
bankers, auditors, attorneys and executive 
officials. It has a committee of London men 
with registered offices here. The concern 
was incorporated last August in the Trans- 
vaal and since acquired 14 precious stone 
claims of 20 acres each in Tanganyika ter- 
ritory. Besides prospecting and mining for 
diamonds the company cuts, polishes, buys, 
sells and deals generally in precious stones. 
‘Colonel James Donaldson, a director, was 
the vendor. He received $127,500 in cash 
and 344,000 shares of $1.24 each. The com- 
pany, which already is producing diamonds, 
is under the management of the Anglo- 
American Corporation which has an agree- 
ment whereby it will exploit the claims, 
dividing all profits between itself and the 
company. This agreement extends to the 
30th of June, 1927, during which period 
the corporation has the privilege to form a 
company with a nominal capital of $6,000,000 
to purchase the claims and assets for 
$3,000,000 cash. From the period of forma- 
tion to the end of 1925, 1,745 loads were 
washed and 440 carats found, averaging 
25.22 carats per 100 loads. The average 
price of this parcel of diamonds realized 
around $33.70 per carat. Plant capable of 
handling just on 600 loads per 24 hours, has 
been installed since the Anglo-American 
Corporation has taken over the manage- 
ment. 

* * * 


Exceptional prices for good diamond and 
pearl jewelry continue to be paid here by 
jewelry connoisseurs, this week’s sales at 
Christie’s producing some record figures. 
At yesterday’s auction a three-row pearl 
necklace of 147 graduated pearls of fine 
orient with a cluster brilliant snap sold for 
$62,500. A single brilliant having a bluish 
tint and mounted as a pendant, with dia- 
mond neck chain, realized $46,500. Several 
other articles of a like nature fetched big 
sums. 
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Jewelry from Palestine has become in- 
creasingly popular here since the British 
Empire Exhibition at Wembley brought to 
the notice of the buying public the rather 
pretty effects that can be obtained with 
carved mother-of-pearl and Hebron glass in 
conjunction with silver. Although not 
jewelry in the strict sense of the term many 
of these pieces, in which amber hundreds of 
years old is incorporated, cost up to $130, 
and include such items of personal wear as 
earrings, necklaces and pendants. A lot of 
this “bijouterie”’ is in bead form. Some of 
these lines take the lead just now in necklet 
decoration. There are strings of variegated 
“healing stones” in rich, unfadable and 
beautiful colors. Included in these are neck- 
laces of beads fashioned from Hebron glass 
of a delicate blue tint, each having an “eye” 
engraved on it as protection to the wearer 
from the influence of the “evil eye.” Ear- 
rings made from this glass which dates from 
Abraham’s time and from amber of great 
age, are threaded on silver. These cost from 
$21.to $150 a pair. Royalty is patronizing 
these “jewelry” shops and the Queen has just 
bought a tea service of this ancient glass, 
but without the “eye” imprinted on it. 

* * Ok 


Jewelry traveling representatives from 
Birmingham say that the trade “up north” 
continues very quiet and that manufacturers, 
where practicable, are adding new products 
to their various lines. One house, for in- 
stance, is turning out safety razor blades 
as an additional line than can be sold by 
jewelers and for which there is a steady and 
regular demand. There is more scope just 
now for utility goods in the jewelry industry 
than for just ornamental or decorative lines. 


* * * 


Exports by the Gold Coast in 1925 
amounted to nearly $55,000,000 which is an 
increase of nearly $5,000,000 on 1924 figures. 
A big item-in these exports was diamonds, 
their increased value on the previous year 
being nearly $66,000. The Gold Coast’s 
aggregate trade with America has risen from 
3.4 per cent. in 1913 to 16.79 per cent. last 
year. 

* Ok O* 

An exceptionally strong financial position 
is disclosed in the annual report of General 
Mining & Finance Corporation, Ltd., which 
held its annual meeting at Johannesburg 
three days ago. Chairman Arthur French, 
after detailing the progress of the concern, 
said that the vear’s profit was the largest 
since 1909. This profit was more than 
$1,200,000, or $449,000 more than in the 
previous year. An interim dividend of five 
per cent. and a final dividend of 10 per 
cent. has been paid, in addition to a dividend 
on founders’ shares last month. 








Market Prices for Silver Bars 


The following are the quotations for silver 
bars in London and New York as reported 


for the past week: 
Selling Price 


London U.S. Gov't New York 

Pate Official Assay Bars Oficial 
Do ae 5 See 30 67% 65% 
eT RG isxces 30% 67% 65% 
ana wais 30 67% 65% 
tae: | SOOT Er 2942 67% 64% 
OR ks 2932 67% 64% 
|. Seen 293%4 67 64% 
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EDWARDS ACQUITTED 





Lexington, Ky., Jeweler Charged with 
Issuing a False Financial Statement, 
Has His Day in Court 


CincinnaTI, O., July 16—The trial of 
R. S. Edwards, jeweler of Lexington, Ky., 
who had been charged with issuing a false 
financial statement to the Commonwealth 
Bank & Trust Co., has just concluded after 
a hearing of two days in which he was 
acquitted, Tuesday. 

The statement which Edwards is charged 
with having published represented that he 
had an inventory of $41,630.37 and fixtures 
of $11,845, together with $700 of additional 
small items, making total assets of $54,- 
175.37. His liabilities against the assets 
were listed by Mr. Edwards of accounts 
payable for fixtures of $1,144, accounts pay- 
able for merchandise of $6,600, notes pay- 
able to the Guaranty Bank of $2,193.20, 
leaving a net worth of $44,238.17. This 
statement was prepared by John R. Hum- 
phrey, who, according. to the testimony 
offered at the trial, was requested by the 
Commonwealth Bank & Trust Co. to in- 
vestigate the financial standing of R. S. 
Edwards at the time Edwards requested a 
loan from the Commonwealth Bank. John 
R. Humphrey advised Mr. Edwards of the 
purpose for which the investigation was 
being made, and asked to see his books and 
papers. Edwards, however, kept no books 
and gave to Mr. Humphrey all of the in- 
formation contained in the financial state- 
ment, and Edwards, after this statement was 
compiled by Mr. Humphrey, signed the 
same, it was alleged, as representing the true 
condition of his business on Sept. 30, 1925. 

It was also shown at the trial that the 
bank’s board considered this statement and 
ipassed the same for credit and recommended 
that Edwards be given $2,000 as he re- 
quested. 

Mr. Denton, however, the president of 
the Commonwealth Bank, because of his 
foresightedness, requested some collateral, 
which was subsequently furnished by Ed- 
wards before he obtained the loan, and at 
that time representations were made, it 
was alleged, that the collateral which he 
was putting up with the bank was worth 
some $2,400. It subsequently turned out, 
from the testimony, that the collateral was 
only worth about $880 to $1,000, and after- 
wards sold for $1,000. 

The testimony adduced by the Common- 
wealth Bank showed the statement false in 
two particulars. One, the accounts payable 
for fixtures of $1,144, was shown that at 
that time he owed the Grand Rapids Fix- 
ture Company more than $4,400; the other, 
the accounts payable for merchandise, which 
he listed at $6,600 was shown to amount 
to a little in excess of $28,000. It was 
further shown by bank witnesses that Ed- 
wards had knowledge of his true indebted- 
ness, which had existed for more than eight 
months previous, and that the money was 
ostensibly borrowed by Edwards for the 
purpose of paying a five per cent. dividend 
on his indebtedness to creditors. 

In January, 1925, R. L. Hinds, manager 
of the local office of the National Jewelers 
Board of Trade, was solicited by Mr. Ed- 
wards for assistance in working out his 
affairs. The Adjustment Committee of the 
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National Jewelers Board of Trade took the 
matter up and, after an audit being made, 
recommended that Edwards settle his affairs 
by the payment of monthly distributions of 
five per cent. each until the entire amount 
was liquidated. After paying three install- 
ments from June of 1925 to December, 1925, 
it became apparent that Edwards could no 
longer continue in business and that the 
assets were being wasted for creditors. At 
the insistence of Mr. Hinds his affairs were 
taken over in January, 1926, and liquidated. 

The case was prepared for the Common- 
wealth Bank by Burch & Peters, ‘attorneys 
of Cincinnati. At the conclusion of all of 
the evidence and the charge of the court, 
Maury Kemper, Commonwealth Attorney 
conducting the case, made a statement to 
the jury in which he said that he did not 
think that the defendant, Edwards, wilfully 
violated the law and did not think the jury 
would be justified in convicting Edwards, 
and recommended that they acquit him. 

The law under which Edwards was prose- 
cuted makes it a crime for any person, firm 
or corporation to make a false statement 
for the purpose of obtaining credit, and the 
court interpreted the statute as meaning the 
making and delivering of a statement to the 
hank for the purpose of obtaining a loan, 
and that it was not necessary for the com- 
pletion of the events under the statutes that 
money be received from the bank. 








REPORTS BEING ROBBED 





Dayton, O., Diamond Salesman Tells Police 
How He Was Held Up and $20,000 
Worth of Gems Taken from Him 


Cincinnati, O., July 14.—Another hold- 
up was reported by Jack Werst, diamond 
salesman of Dayton, O., according to dis- 
patches to Cincinnati. This time Mr. Werst 
was held up about two and a half miles 
south of Lima, O., by three bandits who 
forced his automobile into the early gloom 
of a cemetery. Mr. Werst reported to the 
Lima police that he was held up while en- 
route to St. Johns, O., and that the robbers 
were driving a black automobile. The ban- 
dits fired several shots at him and when he 
stopped two of them boarded his machine, 
seized his portfolio and fled. 

Mr. Werst said one of the bandits was 
a hunchback while the second man was six 
feet three inches tall. He was unable to 
describe the third man. This description 
was broadcast by the Lima Police immedi- 
ately after the report had been filed with 
them. Werst placed his loss at $20,000. 

Mr. Werst had desk room in an office in 
the Wiggins block, 5th and Vine Sts., Cin- 
cinnati, until several weeks ago, when he 
moved to Dayton. It was recalled that an 
attempt to rob him was reported in May, 
the attempted theft occuring just outside of 
Dayton. At that time Mr. Werst exchanged 
shots with a man thought to be a bandit 
but it later developed that he was the town- 
ship constable. 








Oscar Fliegauf, who purchased the S. L. 
Hart Jewelry Co., has rented a place of 
business and will conduct a jewelry store 
as a branch of the Flemington store at 


Washington, N. J. 
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COMPLAINT DISMISSED 





Federal Trade Commission Announces Final 
Action Regarding Double A Platinum 


WasuinctTon, D. C., July 16.—The Fed- 
eral Trade Commission announced yesterday 
the dismissal of its complaint against the 
Double A Platinum Works, Inc., of New 
York City, but stated that it does not, by 
dismissal specifically disapprove of the prac- 
tice of the respondent although it did not 
approve it. The complaint was dismissed 
“without prejudice.’ The Commission was 
informed at final argument of the case May 
31 that business had to be discontinued be- 
cause this proceeding hurt the respondent. 
Meyer Britwitz, attorney for the Double A 
Platinum Works, stated that the firm does 
not come before the Commission to fight for 
its existence but in support of a principle. 

The Commission’s contention in this case 
was that stamping as “Double A Platinum,” 
a platinum alloy of the proportions used by 
the Double A Works was deceptive and 
constituted misbranding. The respondent, 
however, contended that the stamp “Double 
A” had no significance to the purchasing 
public. The respondent also claimed on the 
other hand that the use of palladium and 
iridium in the percentages employed did not 
cheapen its product and that a metal com- 
posed of an alloy may be stamped and 
designated by the dominant metal that is 
present. The Double A Works also main- 
tained that in the alloy employed, platinum 
dominated in large proportions and the 
characteristics of platinum were retained, 
and at the same time superior to other al- 
loys especially because it was not so brittle 
and adaptable to machine work. 








Exports of Platinum During May 


WasHINGTON, D. C., July 15.—Figures 
just announced by tne Department of Com- 
merce show that during the month of May 
platinum valued at $81,879 was sent out from 
this country. Of this amount $60,687 repre- 
sented platinum ingots, sheets, wire, alloys 
and scrap, while the remainder of $21,192 
was the value of the manufactures of plati- 
num, except jewelry, exported during the 
month. 

The figures showing the amount and the 
countries to which the metal was sent 
follow: 

Manufacturers 
of Platinum 


Ingots, Sheets, 
Wire, Alloys 





and Scrap Except Jewelry 
a 

Countries Oz. Troy Value Oz. Troy Value 
COMIN sb ick 44 $5,035 205 $17,188 
yo a Ser cle 69 4,004 
Japan, including 

CHOSER 6 ces 530 55,652 
ROE iat oases 574 $60,687 274 $21,192 








J. F. House, a jeweler at Lincoln, IIl., 
has received a letter from the Gruen Watch 
Co., informing him that he has won one 
of the third prizes in a recent contest for 
all Gruen dealers in the nation. The con- 
test was on sales ideas and the judges based 
their decisions on originality and effective- 
ness of the plan submitted. Mr. House re- 
ceived a pocket or strap watch as a reward 
for his efforts. 
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UFLAND BEING EXAMINED 





Former President of Defunct Milton Watch 
Co. Who Pleaded Guilty to Conceal- 
ment of Assets Being Questioned by 

Counsel for National Jewelers 
Board of Trade 


Jacob W. Ufland, former president 
of the Milton Watch Co., Inc., who 
pleaded guilty a week ago in the United 
States District Court, New York, to con- 
cealing assets and who is out on bail pend- 
ing his sentence on Aug. 3, is being cross- 
examined at length by Herbert A. Wolff, 
of Greenbaum, Wolff & Ernst, general 
counsel for the National Jewelers Board of 
Trade and for a large number of creditors 
of the defunct concern. The examinations 
started on Monday of last week and it is 
expected they will continue for several 
weeks. 

Ufland claims that he only took about 
$30,000 of the assets of the concern and 
NS that this amount has long since been dis- 
sipated in the course of his two-year flight 
while he was eluding the authorities and 
the agents of the National Jewelers Board 
of Trade. In the course of his testimony 
Ufland has sought to implicate various other 
persons. 

Mr. Wolff stated to a JEWELERS’ CIRCULAR 
reporter that until further opportunity had 
been had to check up on the testimony he 
did not deem it expedient to give out for 
publication the names of those who have 
been mentioned by Ufland. 











Retail Jewelers at Gorham Mfg. Co.’s 


Sales Conference 


Shown herewith is a group photograph 
taken during the sales conference held under 
the auspices of the Gorham Mfg. Co., 
which was held recently at the company’s 
plant at Elmwood, R. I., and was in the 





nature of a sales conference of retail 
jewelers from all sections of the United 
States. Sixty-three representatives of the 


retail trade were in attendance as guests of 
the company and the initial gathering was 
so successful, it was understood that it will 
ss be made an annual feature. 

As reported last week in THe JEWELERS’ 
CircuLar, Edmund C. Mayo, president and 
general manager of the Gorham Co., wel- 
comed the jewelers to the Gorham plant and 





| 
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among those who were active in the conduct 
of the conference were a number of other 
officials of the company. 

Among those who made addresses were: R. 
L. Barrows, of Barrows, Richardson & Al- 
iey; Richard F. Bach, associate in industrial 
arts and secretary of the Metropolitan 
Museum of Art; Creighton J. Hill, director 
of management supplements in collaboration 
with C. N. Stone, director of business re- 
ports of Babson’s Statistical Organization, 
Inc.; Prof. Malcolm P. McNair, A.M., as- 
sistant professor of marketing at Harvard 
Bureau of Business Research at Harvard 
University; and Prof. Herbert W. Hess, 
Ph.D., professor of merchandising at Whar- 
ton School of Business and Finance of the 
University of Penssylvania. 








AUCTION LAW UPHELD 





Attempt to Upset Provision of Trenton, N. J., 
Ordinance Prohibiting Sales Between 
Certain Hours Fails 


PHILADELPHIA, Pa., July 17.—Determined 
attempts to upset regulation of jewelry auc- 
tions in New Jersey have resulted in the law 
being upheld by the courts of that State. 

In Trenton, Joseph Wagman failed in his 
attempt to upset the city ordinance prohibit- 
ing the sale of jewelry between certain hours. 
The ordinance was adopted by the city com- 
mission after many complaints had been re- 
ceived of the tactics of the auctioneers. 
\Wagman was arrested under the ordinance 
and convicted. He was fined $10 and ap- 
pealed the case to the Supreme Court on the 
ground that the city had no power to curtail 
business in such manner and argued that the 
limitation imposed was unreasonable. 

“The ordinance prohibiting any person, 
firm or corporation from selling jewelry at 
public auction between the hours of six 
o'clock in the evening and eight o’clock in 
the morning is not arbitrary or discrimina- 
tory,” said Justice Trenchard, who wrote the 
opinion, “but is a legitimate exercise of po- 
lice power.” 

As to the power of the city to pass such an 
ordinance, the court held that the right was 
well defined in the Home Rule Act. 








The style of Van Cleave & Reisz, Grant 
Falls, Mont., has been changed to Harry 
P. Reisz. 


GROUP PHOTOGRAPH. TAKEN DURING CONFERENCE OF RETAIL JEWELERS AT GORHAM MFG. Co.’s PLANT AT ELMWOOD, R. I. 
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Retail Jewelers: Make Merry at 
Annual Pienic at Glen Oak Park 


Peorta, Ill., July 17—Two hundred at- 
tended the annual picnic of the Peoria Re- 
tail Jewelers’ Association at Glen Oak Park 
yesterday and enjoyed the program of games 
and contests. 

A baseball game between the jewelers and 
their guests, students of the Bradley Insti- 
tute, horological department, was feature 
of the afternoon, with the spry students 
victors, 16 to 15. Tom Potter and J. 
Christman were batteries for the jewelers. 

The committee in charge included Weiting 
Becker, William Weiser, C. L. Crawford, 
Louis Singer and H. E. Kirchoff. 

A basket supper was served at 6 o’clock 
and dancing concluded the outing. 


Peoria 








Death of George L. Hepp 


LANCASTER, Pa. July 15.—George L. 
Hepp, 62, for many years a jeweler and 
optician of Lititz, and member of the Lan- 
caster Optical Society, died last week at 
a Lancaster hospital, following a_trans- 
fusion of blood. His daughter, Mrs. J. 
Francis Hagen, furnished the blood, but he 
was too weak to respond. 

He started in business in Lititz 40 years 
ago. He sold his business recently to 
Walter Fryberger, of Marietta, and since 
then had been engaged in the optical depart- 
ment. 








Death of Henry M. Swearingen 

West Terre Haute, Ind. July 16.— 
Henry M. Swearingen, 54 years old, well 
known jeweler here, was found dead re- 
cently after having been attended during 
the night by Dr. Coen L. Luckett, who left 
him apparently resting easy, following an 
attack of heart trouble. 

Mr. Swearingen was a native of Kentucky 
and had traveled a great deal. He had been 
in the jewelry business in West Terre Haute 
for the past 12 years. 

Surviving are the widow, Mrs. Lucy 
Swearingen; four sons, Clarence, of Poplar 
St., West Terre Haute; Arthur, at home; 
Lawrence, of Fort Wayne, and Luther, of 
Shelburn; and also one grand daughter, 
Eleanor Jean. 








Andrew Hanscn has engaged in the 


jeweiry business at Sacred Heart, Minn. 
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Golden Roosters Hold Summer Frolic 








Members of Chicago Social Organization Compete in Athletic Events at Glen- 
wood Park and Dine Like Kings 

















Cuicaco, July 14.—It was with reluctance 
that the 50 members of the Golden Roosters, 
“Fine feathers of the jewelry trade,’ wended 
their way along the path that led from the 
picnic grove of Glenwood Park to the station 
where a special car on the Elgin-Aurora 
third rail was standing ready to return them 
to Chicago last night after an all day’s out- 





retiring only a few years ago, was all of 
these. 

The finish of the game brought lunch time 
and arriving at the lunch tables the hungry 
“Roosters” found a most bountifully filled 
trough with two caterers ready to serve 
and keep the steins filled. When full jus- 
tice had been done in this event, and it 








HALLER’S “CHICKENS” 
Standing—Heckman, Schmidt, Vessel, Pisahl, Oppenheim, Whitney. Seated—Engelhardt, Ferrette, 


Lamb, Haller, Lenz. 


ing spent at this wonderful picnic grounds. 

The party left Chicago on a special car 
at 9:30 and in one hour were at the spot 
selected by the committee to enjoy the day's 
program arranged by Chanticleer H. Paul 
Juergens and his entertainment committee, 
of which Harry J. Bromley is chairman, 
The athletic events of the day were super- 
vised by Dick Maske, a Y.M.C.A. athletic 
director who acted in the same capacity last 
year. 

As soon as the party was settled and 
ready for the day the ball game was an- 
nounced and the two teams with their root- 
ers crossed the ravine to the baseball dia- 
mond on the bank of the Fox river. George 
Gubbins and Ernest Block were announced 
umpires and Wm. Vossell score keeper, 
while H. Paul Juergens with a megaphone 
called the batters and announced decisions. 
Only with a megaphone could these be heard. 
At times when George Gubbins announced 
some of his famous decisions not even the 
megaphone was equal to the occasion. 

The ball game was between Frank Moran’s 
“Roosters” and Fred Haller’s “Chickens.” 
There were nine spirited innings and while 
among Haller’s Chickens were the home run 
hitters, Fred Whitney and Martin Lenz and 
the almost invincible pitcher, Art Oppen- 
heim, the well balanced team of “Roosters” 
with Frank Moran pitching won a 11 to 10 
victory and for this victory ‘each man on 
the team received a prize. Of course there 
were the usual alibis and Gegrge Gubbins 
who has played first base on jewelry ball 
teams around Chicago for nearly 60 years, 


might be remarked right here that every 
one who participated in this event was en- 
titled to a prize, Dick Maske announced the 
events for the afternoon and rules governing 
the various contests. 

First came horseshoes. Thirty-two parti- 
eipated in this and by elimination games the 
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and Lenz first prizes while their opponents 
received the second.  § 

Space was cleared for the sack race. 
(Fourteen men took part in this and it was 
at this time Frank Moran started piling up 
points which easily won for him the title 
of best athlete and the championship prize 
offered by the Chanticleer. Second in this 
event was W. R. Ferrette with 
John Noonan a close third. 

In the broad jump Fred Whitney was 
easily the winner with Dave Newman and 
Walter Heckman taking second and third 
prizes. 

Tug of war was between the teams that 
played ball in the morning and Moran’s 
“Roosters” again proved their superiority by 
winning this event, with this difference, 
however, the decisions of the umpire were 
not questioned. 

The fat men’s race, over 200 pounds, 
brought forth three contestants, Fred Whit- 
ney, Harry Bromley and Art Oppenheim, 
who finished in the order named and were 
awarded prizes accordingly. 

Next was the golf approach and this 
event brought out a new star. It was so 
easy for Emil Schmidt that the other 
golfers looked like dubs. John Wagner 
was awarded second honor and “Billy” 
Lamb, third. 

hen came the putting contest and after 
several tied with three Emil Schmidt proved 
he is the real thing in golf by dropping the 
ball in two. However, he was barred, hav- 
ing won a first and the honors went in 
order to James Eppstein, Fred Haller and 
Victor Hume. It should be noted that in 
shooting off a tie for third place, Vic 
Hume made the only “hole-in-one.” 

The ball in bucket resulted in many ties 
but the honors were finally awarded to H. 
Paul Juergens, George Simmons and W. N. 
Jackson. 

When the circle formed for the corn 
cutter event more than 30 men were in. 
One by one they were retired until Fred 
Whitney and Arthur Pisahl remained. As 








MORAN’S “ROOSTERS” 


Standing—Boergerhoff, Noonan, Hilfer, Marshall, Simmons, Connor. 
Dahlman, Moran, Connelly. 


deciding game was played by Martin Lenz 
and Joe Hilfer opposing Art Oppenheim and 
George Boergerhoff. It took the last shoe 
to decide the game. This was tossed right 
up against the pin by Joe Hilfer giving him 


Seated—Hume, Newman, 


Whitney had received a first honor in a 
previous event the prize went to Pisahl. 

In the dart throwing contest Percy Mar- 
shall proved to be the real Indian and won 
first. Claud Wheeler and George Dahlman 


Thomas . 
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followed in second and _ third _ place. 
In the hop, skip, jump the honors went 
to W. R. Ferrette, John Wagner and Dave 
Newman. 
The strong arm pull appealed to only a 
few as by this time both the arms and legs 











SCRATCHER WHEELER AND CHANTICLEER 
JUERGENS 
of the “athletes” were about exhausted. 


However, it proved a good event and the 
honors were awarded in order to Walter 
Scott, W. J. Vassell and Ernest Block. 

The cockfight was the final event and 











HARRY J. BROMLEY, CHAIRMAN ENTERTAIN- 
MENT COMMITTEE 


this brought out 16 men but eight of them 
were soon retired. W. N. Jackson, the 
champion of last year failed to survive the 
elimination and the honors were given to 
Dave Newman and Walter Heckman. 


THE 
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The fishing contest brought a prize to 
Otto Heckman. As this event was not 
scheduled no referee or umpire was pro- 
vided. The Chanticleer stated that since 
Heckman was the only contestant and there 
were no witnesses he would award Heck- 
man first prize without asking for the score. 

At 6 o'clock dinner was served in the 
large dining room on the grounds and it 
was during the coffee and cigars that Chan- 
ticleer Juergens and Chairman Bromley 
awarded the prizes to the winners as listed 
in the various events. 

During the entire day George Englehard 


made movie films of those present and at 
the Fall frolic in October the “Roosters” 
will be able to see themselves as others 


saw them and as the showing of the films 
will be private there will not be any cut- 
outs by the city censors. 

One more frolic will round out the sixth 
year of the Golden Rooster organization 
and each succeeding year, each frolic justi- 
fies more and more the need of such an 
organization in the trade. It is the play 
organization of the jewelry trade of Chicago 
but their readiness to co-operate in the 
serious affairs of the trade has gained for 
them a worthy prestige with all members 
of the trade in the city. 








Members and Guests of Maiden Lane 
Fishing Club Enjoy Annual 
Invitation Outing 
The annual invitation outing of the Maiden 
Lane Fishing Club, New York, was held on 
Tuesday, June 13th, on board the fishing 
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early morning and began the journey to 
their homes, well satisfied with the day’s 
sport, and well provisioned with fish. 








FLAXMAN INDICTED 





New York Jeweler Must Answer Charge of 
Concealing Assets 


Abraham Flaxman, jeweler at 56 Chrystie 
St. New York, was indicted recently 
by a Federal Grand Jury under Section 
29B of the National Bankruptcy Act, charg- 
ing the defendant with concealment of as- 
sets. On Monday the jeweler was brought 
hefore Federal Judge Edward Holmes, and 
after pleading not guilty was released in 
$2,500 bail. 

On Aug. 11, 1925, Flaxman was petitioned 
into bankruptcy and the following month 
the jeweler’s assets were advertised for sale 
Sept. 10. The latter part of November 
Flaxman filed schedules listing his liabilities 
at $104,519 and assets at $29,500. Investiga- 
tions followed with the result that the 
jeweler was indicted. 

The case against Flaxman was worked up 
by Herbert A. Wolff and Newman Levy, of 
Greenbaum, Wolff & Ernst. | Assistant 
United States District Attorney Mintzer is 
in charge of the government’s case. 

Herbert A. Wolff, in an interview with a 
JEWELERS’ CiRCULAR reporter, said: “The in- 
dictment of Flaxman is another accomplish- 
ment for the National Jewelers Board of 
Trade in its war against fraudulent bank- 
rupts. It is expected that the defendant will 
be brought to trial in the near future, and 








MEMBERS OF 


launch Nahant IV. Those who left Lundys 
wharf, Sheepshead Bay, at 8.30 A. M., in- 
cluded: James Wiggmore, Jack Seltzer, 
Howard Hetherington, Fred Wehrenberg, 
George Frey, Harry Booth, Harry McKay, 
Garnet Hunt, “Gus” Hauser, Irving Eck- 
stein and L. Tallman. 

The boat anchored off Rockaway, where 
several blackfish and sea bass were taken, 
and then moved to the porgy and fluke 
grounds where the “boys” caught several 
fish of the latter variety. At about 3.30 
Pp. M. it was decided to navigate the 18 miles 
back to the dock, where the fish were cleaned 
and divided. The members and their guests 
then entered the automobiles which had 
brought them to the starting point in the 








MAIDEN LANE FISHING CLUB PROVE THEIR SKILL 


it is believed that the evidence against Flax- 
man is unusually strong.” 








The jewelry business of Andrew Dunn, 
Ft. Plain, N. Y., has been sold to Kenneth 
Bowman and Martin A. Pickard, who will 
continue it under the firm name of Bowman 
& Pickard, taking possession as soon as the 
stock can be inventoried and the necessary 
details arranged. Mr. Bowman has been 
with A. Dunn & Son for the past 16 years 
in the capacity of watchmaker. Mr. Pickard 
has been employed as an electrician with the 
General Electric Co., at Schenectady, N. Y., 
and recently attended a watchmaking school 
in Philadelphia for the purpose of familiariz- 
ing himself with the trade. 
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Russian News Notes 











New Soviet Rules Regulate Imports of Jewelry—Russian Mineralogist Hopes 
Larger Artificial Diamonds May Be Produced in Future—Silver Board 
from Czar’s Table Stolen from Moscow Museum—Soviet Police 
Arrest Worker for Stealing Ex-Capitalist’s Diamonds 














The Central Custom Office of the Soviet 
Union issued new regulations concerning 
personal effects, which could be brought to 
Russia by travelers from abroad. In the 
list of things, which can be brought in 
without applying for a special permit, ob- 
jects made of platinum, gold and silver are 
mentioned, but their number is limited to 
two of each kind per person. Same regu- 
lations apply to parcels mailed from abroad 
but those addressed to firms, or, in excessive 
quantities, to private persons, will not be 
delivered but shipped back to senders by the 
government authorities in following out the 
new regulations which have been adopted. 


*x* * * 


Poslednia Novosti (“The Last News”), 
a Parisian organ of Russian exiles, pub- 
lished recently a lengthy article by J. 
Delevsky, a Russian ~ mineralogist-emigré, 
entitled “Poetry and Prose of Diamonds.” 
Among other statements of the author, we 
note his assertion that the artificial dia- 
monds, the result of scientific experiments 
of H. Moissan and other savants, may in 
time to come constitute competition to natu- 
ral diamonds. Mr. Delevsky admits that 
“nature had its revenge” when the experi- 
ments produced nothing bigger than very 
microscopic stones, but he expresses hope 
that “with more perfect methods of experi- 
menting,” stones of larger sizes may be 
produced in commercial quantities some 
day. 

x *k * 


Theft of a silver board, which once orna- 
mented the Czar’s table, and since the Revo- 
lution was placed in the Historical Museum, 
is reported. Disappearance of valuable ob- 
jects of art from Russian museums, prac- 
tically unknown during the severe period of 
militant communism, have become a_ fre- 
quent occurrence of late. While prior to 
the New Economic Policy era, the thief 


‘ could hardly find any customers for his 
‘valuable loot, now numerous dealers and 
-even private collectors, Russian and foreign, 


offer a ready market to him. 


*x* * * 


The period of militant communism with 
its fear and terror is a thing of memory in 
Soviet Russia now, but now and then this 
memory is revived and refreshed by legal 
cases arising from sdme curious situations 
brought about by that era. Recently a for- 
mer employe of Michailoff, an ex-capitalist, 
was arrested in Moscow. He is accused 
of breaking the wall, in which, during the 
reign of terror and requisitions, Mrs. Mi- 
chailoff immured secretly her diamonds 
valued at several tens of thousands of dol- 
lars, and: making away with them. The 
State holds the man as an ordinary crzmi- 
nal now, though.a few years earlier he, as 
a worker taking his former employer’s 


valuables, would hardly have been molested. 
Russia is indeed changing. 








DEATH WARRANT SIGNED 
Governor Ritchie Sets Aug. 13 as Day for 
Hanging of Richard R. Whittemore, 
Notorious Jewelry Bandit 

BattimorE, Md., July 17.—Machinery of 
the law moved a cog nearer the execution 
of Richard Reese Whittemore yesterday 
when Governor Albert C. Ritchie signed the 
death warrant and set Friday August 13 as 
the day for the hanging of the notorious 
jewel bandit and highwayman. Whittemore, 
aged 26, in excellent health, is confined to 
the death house in the Maryland Peniten- 
tiary. The robberies of the Whittemore 
“mob” in New York cost jewelers and dia- 
mond merchants over half a million dollars 
within a year. 

Whittemore was sentenced to be hanged 
for the murder of Robert H. Holtman. 
Holtman, a prison guard, was slain by 
Whittemore when he made his sensational 
escape from the Maryland Penitentiary, 
Feb. 20, 1925. The death warrant was read 
to Whittemore yesterday by Warden Patrick 
J. Brady. Day and night Whittemore has 
been under guard in the deathhouse. His 
wife, Margaret M. Whittemore, has been 
permitted: to visit him twice during each 
week, : 

Up until this time Whittemore’s iron 
nerve has not deserted him. He is a great 
reader of the newspapers and he learned that 
Governor Ritchie had signed the death war- 
rant before the document was read to him 
by the warden. When Warden Brady began 
to read the warrant to him yesterday, Whit- 
temore ejaculated: “Oh, that’s all right, 
Warden, I know all about that paper; it 
says that I’m to be stretched!” Warden 
Brady’s fingers trembled as he held the war- 
rant, but the prison executive finished read- 
ing the official paper, which will send 
Whittemore to his death. 

Mrs. Whittemore has obtained ‘hundreds 
of names to a petition, which will be pre- 
sented to Governor Ritchie a few days be- 
fore the day set for her husband’s execution. 
The petition prays for executive clemency, 
and will request Governor Ritchie to com- 
mute the sentence to life imprisonment. Mrs. 
Whittemore declares that her husband had 
no intention of killing Holtman when he 
struck him with the iron pipe, and argues 
that other murderers who killed in colder 
blood. escaped with life sentences. It is the 
consensus of opinion here, however, that 
Governor Ritchie will not interfere and that 
Whittemore will expiate his capital offense 
on the gallows. 

There will be but 12 witnesses to the pass- 
ing of Whittemore. The execution will take 
place at 12:05 a. m., according to the present 
plans. 
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NOTORIOUS CROOK KILLED 





Jules Portugese, Identified as Gem Robber, 
Shot as He Sat at Wheel of His Car 
by Unknown Assailant 

Cuicaco, July 15.—Jules Portugese has 
paid in full—whether on account of his 
activities as a bootlegger and “hijacker” or 
a difference in opinion on the split of the 
loot taken from Wilbur R. Brown of New 
York at the Congress Hotel, Monday 
morning—Portugese was “taken for a ride” 
during Tuesday night and his body was 
found at Milwaukee Ave. and Glenview 
Road early yesterday morning by two boys 
returning home from fishing. Evidence 
established the fact that he was shot three 
times in the back of his head as he sat at 
the wheel of the car. 

Police are working on two theories, either 
that of revenge for “hijacking” activities or 
that he made away with more than his 
share of the Brown gem loot. When the 
body was identified as that of Portugese 
detectives were seeking him for the Brown 
hold-up. Later he was positively identified 
as one of the three men who by a ruse 
entered Brown’s room Monday morning 
with revolvers and robbed him. 

Starting as a third rate prize-fighter, 
Portugese has crowded much excitement into 
his young life, being in the early 20’s at 
the time of his death. He has been accused 
of every major crime and was shot down 
in the street last September, but recovered. 
For reasons known only in gangland and 
among their attorneys and official friends 
he escaped conviction until the Good and 
Welfare Committee of the Chicago Jewelers’ 
Association assisted in his prosecution for 
holding up Arthur Silberfeld, a New York 
diamond man, on Dec. 17, 1925. He was 
sentenced in January to serve from 10 years 
to life for his part in this. He was thought 
to be safely stowed away at Joliet until the 
police picked him up here a few weeks ago 
and it became known he was free on $10,000 
bond while his writ of supersedeas was be- 
fore the Supreme Court of the State. 








LOOK OUT FOR HIM 


Confidence Man Obtains Diamond Rings 
Valued at $1,000 from Boston 
Jeweler 
Boston, Mass., July 17.—A_ confidence 
man, who appeared to be an unusually 
smooth worker, is being hunted by the 
police as a result of a complaint of John 
Ramsay of the Province building that he 
had been robbed of diamond rings valued 

at $1,000. 

Ramsay said that the thief called at the 
store and asked that a salesman be sent with 
him with sample rings to the home of his 
sister, who, he said, lived in East Boston. 

Ramsay was instructed to accompany 
the stranger, and opposite 703 Bennington 
St. the man stopped and said his sister lived 
there and he would like to show her some 
of the rings. Ramsay gave the man a large 
diamond ring and three smaller ones. The 
stranger went into the house and failed to 
return. 

The thief was described as 5 feet 2 inches 
tall, as weighing 135 pounds, and about 25 
years old. He has a sandy complexion. 
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WATCH IMPORTS AND EXPORTS 





Statistics of Shipments to and from This 
Country During May Made Public 
by Department of Commerce 


WASHINGTON, D. C., July 15.—According 
to the figures just released by the Bureau of 
Foreign and Domestic Commerce, the value 
of the watches and movements imported dur- 
ing the month of May was $609,351. The 
value of the cases, dials and parts imported 
during the same time was $88,226 and that 
of the jewels for clocks, watches and other 
purposes, $136,019. How thoroughly Switzer- 
land dominated the market may be seen 
from the fact that from that country we 
imported watches and movements valued 
at $582,759, cases and dials of $79,060 and 
watch and clock jewels of $109,549. 
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During the same month, we exported 
watches valued at $62,489 and parts of 
watches valued at $44,856. Of the watches, 
the value of those without jewels amounted 
to $31,142 and those with jewels, $31,347. 
Our largest customers for cheap watches 
were Australia and the United Kingdom, 
the first country taking watches worth 
$10,739, the second, shipments of $8,875. 
Strange to say our largest customer for 
watches with jewels was British South 
Africa to which we sent shipments valued 
at $9,834. 

As usual the largest customer for parts 
of watches was Canada, which absorbed 
almost three-quarters of the imports of the 
month, taking shipments reaching a_ total 
value of $28,373. 

The full list of countries and the amounts 
sent to each is given by the department as 
follows: 


Domestic Made Exports 
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YOUNG BANDITS AT WORK 





Clerk in Detroit Jewelry Store Held Up 
by Crooks Who Escape with Loot 
Worth About $10,000 


Detroit, Mich. July 14——Two young 
bandits held up the jewelry store of Samuel 
J. Gross, 677 Gratiot Ave., Monday, and 
escaped with $125 in cash and jewelry esti- 
mated by Mr. Gross to be worth about $10,- 
000. 

The youths entered the store about 12:45 
o'clock and asked Samuel Burke, 20 years 
old, a clerk, to show them a traveling bag. 
As he turned, one of the robbers pressed a 
revolver to Burke’s side and ordered him to 
lead the way to the safe. 

“When I showed them where the safe 
was,” said Burke, “they tied my hands with 
a necktie and then ordered me to stand at 
the head of a flight of stairs leading to the 
basement.” 

From this position Burke watched the two 
men as they ransacked the cash register and 
secreted a number of diamond rings about 
their clothes. When one of the bandits saw 
Burke watching, he pointed a revolver at 
him and gave command to turn around, add- 
ing, “One break out of you and you'll be 
dead.” 

Although the robbers took the entire con- 
tents of the cash register, they did not touch 
a loaded revolver, which was lying in one of 
the compartments. The rings and other 
pieces of jewelry were torn from small en- 
velopes which held them. 

After finishing their work, the bandits 
forced Burke down into the basement, say- 
ing, they would shoot if he attempted to fol- 
low. Later, Burke worked his hands loose, 
returned to the store and sent in a call to the 
police. 

The robbers quickly disappeared, and when 
the police arrived, they were unable to find 
any trace of them. 

In describing the robbers, Burke said they 
appeared to be about 21 years of age, five 
feet five inches tall, weight about 145 pounds 
and both of dark complexion. They were 
well dressed and spoke good English. 

The police believe the two thieves will not 
leave Detroit and later will make an attempt 
to dispose of their loot, which eventually 
may lead to their arrest. For this reason 
the police are watching pawnshops very 
carefully in the hope that a clew may result 
which will lead to the capture of the 
bandits. 

[Ses 


A bill called the “Commercial Property 
Bill” has been voted by the French Parlia- 
ment after long delays and much debating 
between the “Chambre” and the “Senat,” 
that disagreed on the various clauses. It 
was published in the Journal Officiel July 2 
and thus will be applied without further 
parley. It affects the jewelry and silver- 
smiths’ trade very deeply. Very democratic 
in tendency, it acknowledges the right of 
the tradesman to a kind of vested interest 
in the premises he occupies, without his 
having any legal right to such an interest. 
The whole situation with all its paradoxes, 
is a result of the war, but as the law just 
voted may be regarded as a precedent in 
other lands besides France, it has more than 
a local interest. 
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Empire State Jewelers in Annual Session 





Seventeenth Convention of Members of New York State Retail Jewelers’ 
Association at Cooperstown, July 12, 13 and 14, Characterized by Deep 
Interest and a Splendid Program—Officers Re-elected, Reso- 
lutions Adopted and Banquet Enjoyed 




















CoopeRsTOWN, N. Y., July 15.—The 17th 
annual convention of the New York State 
Jewelers’ Association which was held at the 
Otsega Hotel, Cooperstown, N. Y., July 12, 
13 and 14, was characterized by a deep 
interest and a splendid program while the 
reports from all the officers and committees 
well substantiated the opening words of 
the president's address to the effect that 
“the jewelers who have organized to raise 
our industry to the highest standards have 
been. growing every year in every way and 
becoming better and better jewelers and 
citizens.” The attendance was not as large 
as it has been at some former conventions 
but it was regarded as fairly representa- 
tive of the retail jewelry trade of the State. 
The discrepancy in numbers may have been 
due to some extent to the fact that the 
gathering was held this year at a resort 
rather than in a large city. The opening 
sessions of the convention were reported in 
last week’s issue of THE JEWELERS’ Cir- 
cuLAR in brief. A more complete report of 
the addresses is included with this report. 


Monday 


The convention was called to order 
Monday morning at 10.30 o’clock by Presi- 
dent Emil J. Scheer of Rochester and after 
the invocation by the Rev. C. E. Brown, 
pastor of the Baptist Church of Coopers- 
town, the address of welcome was given by 
M. J. Multer, principal of the Cooperstown 
High School and president of the local 
Rotary club. Mr. Multer not only extended 
a hearty welcome to the jewelers but also 
took the occasion to acquaint them with 
some of the historic and literary associations 
of the meeting place. The response was 
given by William D. McNeill, Utica, a 
member of the executive committee. 

The address of President Scheer followed. 


ADDRESS OF PRESIDENT SCHEER 


When we lock back over the years that have 
Passed and review the accomplishments of associa- 
tions local, State and national, we should rejoice 
and be proud that we have had a small part in 
building up the good will among all branches of 
our trade. From a small beginning with a handful 
of members, we have grown in numbers and _ in- 
fluence until we are recognized to be of much im- 
Portance and a powerful body of merchants organ- 
ized for the purpose of raising the standards of 
trade. 

We strive for nothing short of the ideal in our 
code of ethics, our calling being a highly special- 
ized one, we command the highest respect of the 
Public.. To merit this respect calls for the highest 
degree of integrity, and it is our aim as association 
members that we violate not this confidence. 

The accomplishments of the past year have been 
most gratifying. The most important has been the 
Tepeal of the jewelry excise tax. After many 
years of increasing efforts on the part of our 
national officers and special excise tax elimination 
committee, assisted financially and otherwise by 
members threughout the country, we have been suc- 
cessful in having this unjust tax entirely re- 
moved, he 

This one accomplishment has saved the jewelers 
of this country 25 million dollars this year (and 
by jewelers’ I mean all those who are in any 
Wey engaged in the jewelry business, members and 


non-members). This means so much to them all 
that they owe a debt of gratitude to the American 
National Retail Jewelers’ Association they should 
never forget. - 

The object of our association is to bring about 
results that are for the betterment of our industry 
as a whole, and to concentrate most forcefully on 
the problems that effect the retail jeweler. Wita 
this end in view we must review the past and 
look into the distant future. Conditions are con- 
stantly changing, and we must meet these changed 
conditions with preparedness. 

First—We must build up confidence and close 





EMIL SCHEER, PRESIDENT 


friendship among ourselves. This sheuld be our 
first and unceasing effort. 

Second—We should establish the most friendly 
relations with the manufacturers, wholesalers and 
importers and their various associations, to secure 
a mutual benefit. 

Unfair business practices are always indulged in 
by some. The beginner uses it often as a means 
of getting trade away from the established dealers. 
The folly of this has been proven time without 
number. Not all those who embark in business as 
beginners use unfair business practices. Many of 
the older ard so to speak established concerns re- 
so:t to unfair and often dishonest methods. 

The price cutters (and all the price cutters are 
other words overcharge 


also price raisers), in 
as often as they undersell if they possibly can, 
but unfortunately for most of them the end of 


the vear finds them without profit, and the manu- 
facturers and wholesalers who supply these dealers 
with goods have learned to know they are a poor 
risk as the majority of them end in bankruptcy. 
As association jewelers we believe in honesty in 
2ll things, in our advertising the gocds we sell 
and the service we give. We believe in a fair 
price for our goods and our service. We believe 
in an established resale price of all standard 
goods and the protection of the same. Unfortunately 
too much of our goods that should be distributed 
through the channels of the legitimate retail jeweler 
are otherwise distributed. We can see no ad- 
vantage to the manufacturers of high grade goods 
to allow their goods to be peddled and sold by all 
sorts of individuals who often have no place of 
business, no knowledge of the goods and are utterly 
unable to give the smallest amount of service. 
The unfair practice of wholesalers selling at 
retail is called to the attention of our members. 
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The time has arrived when the jewelers should 
ask protection from the manufacturers, and I 
recommend a resolution be passed requesting the. 
national association to prevail upon the manufac- 
turers of goods that rightfully should be sold in a 
legitimate retail jewelry store, watches especially, 
to distribute their product through only known non- 
retailing jobbers. 

The suggested resale price has now become the 
established custom by all the leading manufacturers 
in all lines of trade. Leading watch, clock and 
silverware manufacturers advertise their wares at 
the resale prices and supply the retailer with these 
articles with the invoices at resale prices less the 
dealer’s discount, or the price is plainly printed on 
a tag with each article, also a resale price list is 
furnished each dealer. The Federal Trade Com- 
mission has upheld the right of manufacturers to 
refuse to sell their product to dealers who do not 
uphold their suggested resale prices. 

The proper profit is most essential to success. 
An excessive profit is unwise and unnecessary if 
the once price policy is pursued. However, the re- 
sale price on standard goods must be sufficient to 
pay the average cost. of doing business and a 
reasonable return on money invested and service 
given. Manufacturers realize that standard goods 
must have a standard resale price both for the 
protection of themselves and the retailers. 

I wish to call special attention to a very im- 
portant accomplishment by the Sterling Silversmiths’ 
Guild in co-operation with retail jewelers and the 
co-operation and approval of the Department of 
Commerce. <A _ policy of simplified practice was 
adopted which limits the number of Sterling flat- 
ware patterns and the number of pieces to each 
pattern. This is a saving to the industry ot 
several million dollars each year. 

Several of the leading manufacturers have cast 
their lot with the retail jeweler through whom 
they distribute their products exclusively. To give 
the public intelligent service the retail jeweler is 
the best prepared, and these well known makers 
of high grade goods believe that the established 
retail jeweler will endure for all times as the 
distributor of quality goods and quality service. 

The pleasant co-operation of the Sterling Silver- 
smiths’ Guild and other groups of manufacturers 
with the retailers is worthy of special mention. 
These manufacturers realize that the legitimate 
retail jeweler is the proper channel through which 
their goods should be distributed to the public. 
They are vsing every means to assist the retailer 
in increasing his business and make it a profitable 
ove. Realizing as they do, as the retailers prosper 
they prosper likewise. 

The Horological Institute of America is now 
firmly established and shows a growth in certified 
watchmakers and subscribing members each year. 
This institute puts our industry in a class with 
the professions and sciences, and increases the 
prestige we have with the public as being engaged 
in a highly specialized business. 

The National Jewelers’ Mutual Fire Insurance 
Co. offers our members fire insurance of the 
safest kind at a saving of 40 per cent. This in- 
surance covers every kind of fire insurance for 
the members and employes. On June 1, 1926, 
$11,200,000 insurance was in force. The saving 
to members is many times their membership dues 
each year. You owe it to yourself to carry insur- 
ance in tke Jewelers’ Mutual. 

The Harvard Research Bureau has recently dis- 
continued its surveys of the jewelry business as 
the special Harvard fund subscribed to within the 
trade had become exhausted. The national secre- 
tary has mailed to each member a_ subscription 
card with the suggested amounts for each jeweler 
to subscribe according to his volume of business. 

The reports of the Harvard Research Bureau 
are of great importance to every jeweler. It was 
the concrete evidence of the jewelry business as 
reported by this bureau when presented to Con- 
gress that convinced them that the tax was a 
burden to the jeweler and represented most of his 
profit and should be removed. 

Information secured from the Harvard Bureau, 
I am safe in saying, has turned many jewelers’ 
business from that of an unprofitable to a profit- 
able one. I strongly urge every member to take 
advantage cf the opportunity offered him of send- 
ing to the bureau a complete report of his business 
and have them analyze it for him. This is done 
in strict confidence. There is no one outside of 
the bureau who can see the reports in the hands 
of the bureau, and I am told there are but few 
in the bureau who know the name of those making 
reports as they are all keyed by number. I speak 
of this as I fear many hesitate sending reports 
not wishing their private affairs known by others. 
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resentation has manifested itself, how- 
ever, to cause French and English mer- 
chants to warn their clients to purchase 
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Such advice is extremely timely at this 
juncture for the “Trade” in general and 
manufacturing jewelers in particular. 
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I am heartily in favor of continuing the work of 
the Harvard Research Bureau, and hope all our 
members will subscribe to this fund. 

Our field secretary, Wm. S. Hughes, Jr., has 
been in the service of our association for one year, 
and I am pleased to say that the results have been 
very satisfactory. This was a new undertaking 
for ourselves and Mr. Hughes. Coming to us 
without knowledge of our business or a definite 
plan for work, he has under the able direction of 
our worthy past president, Edward Hufnagel, 
studied the problems of our business and _ the 
objects of our association. eS 

{ will not dwell further on the Field Secretary’s 
activities, as he can tell you in an address he is to 
give at the convention about his work. 

The jeweler of today must be a merchant and 
adopt modern methods of doing business. The old 
fashioned business man who does not keep abreast 
of the times will fall by the wayside. There is 
no excuse for the average jeweler not being suc- 
cessful. Valuable information on improved business 
methods are to be had without cost if we are will- 
ing to accept it with an open mind. 

Many jewelers spend so much of their time in 
their own stores that they do not know what is 
going on in other stores. Everyone should go away 
from home a few times every year and visit other 
cities and call on their brother jeweler and get all 
the new ideas they can. <A few improvements 
every year will be a very profitable investment. 
The very fact that a man never leaves his own 
docrstep makes him feel satisfied with his own sur- 
roundings. In my visits to our members’ stores 
I have taken the liberty of offering suggestions 
for improvements where I think it will assist them, 
as well as gathered much valuable  informaticn 
which I profit by and pass on to other members 
to do likewise. ; 

Laws have been passed in the State dealing with 
the crime situation making the punishment more 
severe and giving the police and the judges more 
power to deal with confederates of criminals and 
unethical attorneys. Auction laws have been passed 
in some cities that quite effectively stop the fake 
auctions, and more cities will soon have organiza- 
tions such as the Better Bus’ness bureaus who will 
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make it a part of their duties to see that the law 
is enforced. 

There are more “fake” jewelry stores, auction 
houses ana unreliable credit jewelers than at any 
other time. Jewelers should take action in their 
cemmunity and put the faker out of business and 
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expose the practices of the unreliable credit houses 
whose advertising is misleading and untruthful, 
and who charge the public exorbitant prices for 
infericr quality goods. 

The Naticnal Jewelers’ Publicity Association is 
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on the way to a successful campaign, and within 
a short time our trade will be brought to the at- 
tention of the entire country with the result that 
our rightful share of trade will be realized. This 
campaign should be taken seriously by all, and con- 
tributions to this tund should be liberal. The 
publicity association is assured of success in rais- 
ing the first $800,000 of the $2,000,000 four year 
advertising campaign. 

*“Modernize your old jewelry’’ should be the 
slogan cf every jeweler. Never in all history was 
jewelers’ wares as beautiful as at the present time. 
We have a double market. First, that of selling 
new goods to the young and those of all ages. 
Second, the remodeling of the old style diamond 
jewelry into the modern. The latter is almost an 
untouched market, and the possibilities are almost 
unlimited. n 

Our mission in this life is that of service to 
mankind, and our greatest deeds can be rendering 
the best possible in the business in which we are 
engaged. 


Following the president’s address which 
was received with hearty applause the rest 
of the morning was taken up with the re- 
ports from the principal cities and associa- 
tions. In general it may be stated that the 
reports indicated that while Spring and the 
month of June had been dull in the trade the 
jewelers entertain a confident and sanguine 
view of the business situation and there 
was not a note of pessimism heard. Many 
cities reported marked advances along the 
line of co-operation for improving the ethics 
of the trade and the elimination of unfair 
practices and frequent expressions of con- 
fidence in the work of the field secretary, 
William S. Hughes, Jr., were given. 

Albert Kamp, reporting for Ossining, 
stated that he was proud to state that not 
only in that city but in Westchester county 
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E announce a change in the corporate name ‘of 
SHIMAN-MILLER Mre. Co. 


to 


SHIMAN MFG. CO., INC. 


Effective July 1, 1926 


The personnel of the business remains the same. The policy of the 
firm, maintained for the past twenty-one years of distributing its 
product through the wholesale trade only, will be continued. 


We invite inspection of our new building, pictured above, which has 
over 30,000 square feet of floor space and is modern in every detail. 


Our representatives are, as heretofore, namely, 
Nathan Hayman, Michael Peyser and Louis Federman. 


SHIMAN MEG. CO., INC. 


ABRAHAM SHIMAN, President 


Sales Rooms: Factory: 
15 Maiden Lane 113-119 Astor St. 
New York City Newark, N. J. 


Telephone—Cortlandt 4214 Telephone—Terrace 4630 
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100 per cent. of the jewelers were members 
of both the county and State associations. 
Samuel Feldman brought the news that the 
Brooklyn Down Town Association, which 
was organized last year with eight members 
had now grown to a membership of 108 
and excellent reports were also made by 
Lee Van Kobald for the newly formed asso- 
ciation at Albany, Charles S. Green for 
Utica, S. Dershunsky for the United Retail 
Jewelers of New York City, A. Landau 
for the Bronx and Jerome A. Scherer for 
Buffalo. 


MONDAY AFTERNOON 


The afternoon session was taken up with 
two splendid addresses and the report of 
the activities of the field secretary for the 
past year. The first address was given by 
John J. Lynn of the Metropolitan Life In- 
surance Co. of New York, who spoke on 
“Jewelers’ Group Life Insurance,” explain- 
ing in detail the operation of the plan and 
the saving effected thereby. This runs as 
high as 40 per cent. and bears the stamp of 
approval of the association. 

The second address was given by Edward 
Leininger of Buffalo, the vice-president of 
the association. His report will be published 
in a later issue of THE JEWELERS’ CIRCULAR. 

Field Secretary William S. Hughes, Jr., 
next submitted his report. 


REPORT OF FIELD SECRETARY HUGHES 


It is with pleasure that I present to you my 
report of the work done in the field this past year, 
and also my observations and recommendations 
regarding trade association work. 

Whether or not this past year has been success- 
ful regarding the work done, does not rest with 
me to say. The answer must be given by the 
officers and members of the association. However, 
I feel that much good has been accomplished. 
This morning you were told by many members 
of the association of many things which my office 
has werked for. 

It is needless to use your time to review these 
things again. It has been my pleasure during the 
past year to bring together the officers of the 
various associations in New York city, so that 
at the present time they are in reality functioning 
as one organization under the government of the 
executive board of the Retail Jewelers’ Association 
of New York city. This board has brought about 
a spirit of co-operation never before known to the 
retail jewelers of New York city. 

Not alcne in New Yerk city, but in Westchester 
County, Albany and Utica kas much been accom- 
plished in bringing together the jewelers in ce- 
menting friendships, in co-operation and in raising 
the standards and conditions of the retail jeweler. 
Much work remains to be done in other parts of 
the State, and recently the first organization on 
the West Side of New York city was effected. 

Three national organizations closely affiliated with 
the trade have received my support at all times. 
I refer to the National Jewelers’ Publicity Asso- 
ciation, the Horological Institute of America and 
the National Jewelers’ Mutual Fire Insurance Co. 
The work of these three organizations is of such 
vital importance to the rtail jeweler that in my 
work I feel that they play a large part. 

The question of membership is one which has 
been discussed a great deal during the past year. 
I recommend that the presidents of the various 
local asscciations throughout the State submit to 
me from time to time names of retail jewelers 
who they believe to be eligible for membership. 
In my opinion this is logical and the only way to 
settle this controversy. The officers of the local 
associations are familiar with the requirements of 
the State and national associations regarding mem- 
bership. These men know the members of their 
local organizations and are best qualified to pass 
judgment on the applicant for membership in the 
great trade organization. 

_I would further recommend that local associa- 
tions be organized in every community, and that 
jewelers co-operate with the better business bureaus 
in the cities that have such organizations. Much 
good has been accomplished through such co- 
operation. Also that the retail jewelers support 
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such bills as the Capper-Kelley bill, Resale bill 
and the Watson bill, which would eliminate the 
_— of unsolicited merchandise through the 
Tieus. 

In reviewing the work of the past year and 
from study and observation of trade associations, 
I find that the two most important functions of 
an association are: 


1. To educate its members to elevate the stand- 
ing of the trade. 

2. To improve the service given by the trade 
to the public because business prospers 
from the character of service rendered. 


These two functicns consist of many, but they 
should serve tc guide the organization which 
wishes to furction effectively. 

The trade association has only one work to 
sell—that is service. This may be eitker tangible 
or intangible, and in mest cases is the intangible 
of more importance than the first. 

Too often are members of a trade guided by 
“What can I get out of it from a monetary stand- 
point?” They fail to see the saving to an in- 
dustry of such accomplishments as the war tax 
elimination and the standardization and simplifica- 
tion policy adopted by the silverware manu- 
facturers. 

The service rendered by a trade association mani- 
fests itself in many ways, among which are: 


Co-operation and promoting the welfare of the 
industry. 

Adoption of a code of business ethics. 

Education of members. 

Presenting an united front in all matters of 
serious importance to the trade. 

Making for a better understanding among mem- 
bers, increasing confidence through personal 
acquaintance and co-operation. 


This work appeals to those who think in terms 
of the industry, and fortunately the jewelry in- 
dustry is blessed with many who have sacrificed 
wordly gain for the elevation of the trade. You 
men gathered here this week typify the spirit of 
co-operation and advancement. You are men of 
vision whe are glad to give of your time and ex- 
perience for the benefit of others. 

Unfortunately all jewelers do not see as you do. 
Many are too self-centered and we must realize 
that self-interest is still an impelling motive in 
human life. Such a man can see only for his 
own personal gain, always ready to receive but 
slow to give, always ready to talk but says nothing, 
and does less. Such a man is lacking in co-opera- 
tion and cannot see where an association is of 
benefit to him. “* 

The ability and privilege to organize under the 
laws of our country is a great blessing, be it em- 
ployer or employe. In trade association, men of 
all types and experience are brought together, 
problems thrashed out, differences settled and the 
trade elevated. Trade associations bring about 
faith in each other and lead to a better under- 
standing and co-operation among members. 

It is the duty of the trade association to elevate 
the industry, to serve the public better and to 
eliminate for all time from our business world 
two well known expressions, “the public be damned”’ 
and “let the buyer beware.’”’ Honesty, uprightness 
and service are the foundation of success. 

Men know they must work together. Under 
our laws they are privileged to do so and to 
preserve their personal individual liberty. Many 
times men co-operate to do evil, but such an exist- 
ence is short. 

The science of human relation nevér changes, 
and yet, as in economics, it is not an exact science. 
[Iuman relations are governed by two well founded 
and established laws, namely: 


1. The law of equal reaction—that we get the 
same kind of treatment we give that 
“with what measure ye mete, it shall be 
measured unto you” and “for every debit 
there is a credit.” 

2. The law of co-operative competition, that 
as long as the wheels of business move. 
men must and will compete, but for the 
benefit of business, for the elevation of 
our industry, let it be co-operative com- 
petition. 


You as an individual may go contrary to these 
laws, for a long time you may not wish to recog- 
nize them, but you cannot break these laws very 
often or for a long time without meeting disaster, 
leaving yourself a human as well as a business 
wreck, a liability to yourself and to your business 
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instead of an asset and a worthy member of your 
chosen trade or profession. 

Gentlemen there are two kinds of competition. 
Cut-throat and co-operative. The first is always 
resulting in disaster, the second in success. It is 
healthy and it is the kind practiced by business 
men who support their trade associations. 

In closing allow me to express my thanks and 
appreciation to all who have assisted me this past 
year in my work and to the officers and members 
of the New York State Retail Jewelers’ Associa- 
tion for their many courtesies extended to me 
during my two months illness last Winter. I 
thank you. 


Following adjournment the members and 
their families enjoyed a stroll about the 
beautiful grounds of the hotel which border 
the southern shore of Otsego Lake, the 
Glimmerglass of the tales of James Feni- 
more Cooper, and which takes its name as 
does the great hotel from the Indian word 
meaning “meeting place.” Dinner was 
served as were all the meals in the jewelers’ 
section of the main dining room after 
which the celebrated Otesaga orchestra 
under the personal direction of Lucius 
Hosmer, New York, furnished music for 
dancing which followed the dinner concert 
both Monday and Tuesday evenings. 


Tuesday 


ye 


Alexander Vincent, secretary of the 
Sterling Silversmiths’ Guild of America 
gave the opening address of Tuesday 
morning on the subject, “Progress in 
Sterling Silver,’ mentioning the reduction 
in the number of patterns and other lines 
along which the silversmiths were working 
for the advancement of the trade. His 
address created much interest and contained 
a great deal of valuable information. 


Mr. Vincent was followed by L. H. 
Buisch of the National Cash Register Co., 
Dayton, O., who spoke on “Business Prob- 
lems and How to Solve Them.” Mr. 
Buisch gave a truly inspirational address 
graphically illustrating his points with a 
chart. He placed special emphasis upon the 
value of courtesy toward every customer 
who comes into the store advising the re- 
tailer to treat “the plain old lady” with 
the same manner as the young woman in 
the mode of 1926. “Remember, she is 
somebody’s mother,” said he, “and you never 
can tell up what seemingly blind alley her 
influence may reach.” He also told his 
hearers that if they expected their cus- 
tomers to wear up-to-date jewelry they 
should make a practice of doing so them- 
selves. 

TUESDAY AFTERNOON 


These addresses occupied the time of the 
morning session. By the time luncheon was 
finished a steady downpour had developed 
out of the leaden skies of the morning and 
the entertainment features provided by the 
program committee for the afternoon were 
postponed until Wednesday, when fortunately 
the skies smiled once more. 


A group photograph was taken on the 
Lakeside porch of the hotel after which an 
afternoon session was held which was at- 
tended by 100 per cent. of the delegates 
as those with a penchant for the links and 
tennis courts were irretrievably routed and 
driven indoors. 

An interesting paper on the activities of 
the American National Retail Jewelers’ 
Association forwarded by Past President 
Charles T. Evans of Buffalo was read by 
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Mr. McNeill at the opening of the session. 
This address was as follows: 
ADDRESS OF CHARLES T. EVANS 


In presenting the work of the national associa- 
tion for your consideration, I shali try to briefly 
mention some of the high spots in our association 


activity, and will not go into details, unnecessarily,. 


for I realize that the group of men to whom I am 
talking have been actively in touch with the asso- 
ciation movement for many years; some from its 
inception. I shall keep this fact in mind and not 
elaborate unimportant matters, nor try to recite 
every accomplishment of the association. 

The great outstanding accomplishment of jewelry 
associaticn co-operation was the complete elimina- 
tion of the war excise sales taxes from which we 
had suffered for a period of nine years. The atti- 
tude of the jewelry trade during war times was 
that we were willing to be taxed, as a war measure, 
if in the wisdom of our Congress it was necessary. 
We objected to unfair discrimination, such as the orig- 
inal floor tax of 10 per cent., which was removed 
from the original bill of 1917 before passage. But 
during the war we settled down to what was an 
evident duty, paid strict attention to our business, 
and paid our sales taxes monthly, as due. But, 
wher. the war was over and peace once more ruled 
over the land, we asked that our burden of taxa‘ion 
be removed. A partial elimination was obtained in 
1924, followed by a complete elimination in the 
carly part of this year. For this relief we are al! 
thanktul, and all feel the great debt which we owe 
to the association officers and excise tax committee 
who have labored incessantly for the repeal of this 
tax. The splendid organization which had been de- 
veloped by our early leaders and workers, made 
possible the consistent and insistent campaign 
which was carried on under Presidents Hufnagel 
and Brotherly, and the war excise tax elimination 
committee, which functicned under their direction, 
and which was under the active chairmanship of 
Ralph Reessler, and to which was given the splen- 
didly organized assistance of Secretary Anderson 
and his otfice force. ‘To my mind this feature of our 
work, which is so easily appreciated by our mem- 
bership because it is in plain figures of dollars 
and cents, has amply justified the existence of the 
asscciation movement and made secure for the 
years which are to come the life and activity of 
the American National Retail Jewelers’ Association. 

One of the greatest helps in convincing our com- 
mittees of congress that the jewelry trade was en- 
titled to relief from special taxation was the average 
cost of doing business, which were able to present, 
and which carried unusual weight, because these 
figures were assembled, classified and analyzed by 
the Harvard Bureau of Business Administration, 
a distinctly uninterested party. These figures in- 
dicated that it was unjust to a great and honorable 
trade to subject it to a discriminatory tax, which 
worked such a hardship cn those engaged in the 
business that few were making any money, many 
were standing still, and still others were on the 
verge of failure and bankruptcy. 

The orginal fund for research work was secured 
by subscription from manufacturers, importers, 
wholesalers and retailers during the years 1916, 
1917 and 1918, and it was possible to carry on 
this work for a period of mcre than six years. 
However, the year 1925 found it necessary for the 
American National Retail Jewelers’ Association to 
pay the final $2,600 to finish out that year. 

The beginning of this year the president of the 
national association, acting under instructions from 
the executive committee, directed that this work be 
discontinued, and word to that effect soon reached 
our membership, and resulted in suggestions, re- 
quests and demands that the work be resumed just 
as soon as possible. Many of our members who had 
used the facilities of the Harvard Bureau and had 
their figures analyzed had learned the wonderful 
value which these comparative figures possessed, 
and also realized the important part which they 
had played in the tax elimination fight. They felt 
that it was a mistake to drop the work, even 
temporarily. After due consideration it was re- 
solved te ask our membership for another series 
of subscriptions as a sort of thank offering for 
the tax elimination, and the national secretary 
has already begun his campaign for the new re- 
search fund. While it has not been positively de- 
cided that we will not go to the other branches 
of the trade, we are making our first appeals to 
our own branch of the business, for we feel that 
it ought to be possible for us to “finance such a 
worthy work ourselves. 

I am sure that you will all agree with me that 
the one great fault with our association movement 
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is that it was started with the dues too low. This 
was done with the idea that by having the dues 
nominal that everyone would join, thus giving the 
association just that much more prestige because 
cf its size. Our members have been wonderfully 
respensive to our various appeals, such as research, 
tax elimination, upholding and so on. Our officers 
dislike the making of any more special appeals, 
but it is entirely out of the question to carry on 
the work of the association, as at present outlined 
and conducted, and also pay for the work of the 
research department. Our membership all agree 
that the work of the Harvard Bureau has been 
splendidly helpful in our various campaigns before 


Congress, and if it had not been that some of our- 


leaders of years ago had the vision to plan and 
provide for this work we would have been entirely 
without support to our arguments for a reduction 
or elimination of the tax. 

let me urge upon you, therefore, that you sup- 
port this newest campaign fcr funds. You do not 
realize perhaps, but the fact that we are temporarily 
relieved from the sales tax does not necessarily 
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mean that we are guaranteed that we will never 
have such a tax again. In fact there is a feeling 
in certain quarters that certain luxury taxes are 
perfectly justifiable, and if the Government should 
have tronble in adjusting its budget and its tax 
receipts we might again be the subject of special 
taxation. Hence, the necessity of continuing the 
Harvard Bureau of Business Research in our em- 
ploy. But, if that reason did not exist, the fact 
that its figures will help to make us bigger and 
better business men should be a sufficient justifica- 
tion tor the necessary subscriptions which will 
justify the resumption of this work at the earliest 
possible date. 

In the absence of Secretary Anderson I want to 
say just a word for the fire insurance company. 
You who have used its privileges realize the value 
of your association membership, which makes possi- 
ble the saving of 40 per cent. of your premium 
on all insurance placed with the Jewelers’ Mutual. 
The fire insurance company also pays to the A. N. 
R. J. A. annually a commission on new business, 
and also makes possible the attendance of Secretary 
Anderson at some of the conventions where repre- 
sentation by a national officer would involve ex- 
pense which the associaticn could not always afford. 
If you are not using this valuable adjunct of 
your association membership you are losing an im- 
portent part of your membership, and I urge upon 
you thst you investigate thoroughly this proposition 
and then take advantage of this saving. Very few 
jewelers are fully insured, and almost always have 
a need for more than they are carrying. This 
makes it possible for you to patronize your own 
association without dropping any of your local 
agencies if you feel that this is undesirable or im- 
possible. Why not drop a line to Secretary Ander- 
son and learn how you can effect a saving of 
your dues many times over, as well as making it 
possible for ycu to subscribe to the research fund 
in a liberal manner. 
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Through the work of the silverware committee 

of the A. N. R. J. A., of which our honored 
president, Emil J. Scheer, is the active and efficient 
chairman, we have scen brought to pass the vol- 
untary suggestion by the manufacturers that silver 
patterns would not be brought out oftener than 
once in two years hy any individual manufacturer 
and that all unnecessary pieces and unnecessary 
weights of standard articles would be eliminated 
While our committee has been active in suggesting 
certain desired improvements, many changes have 
heen brought about through the Bureau of Stand- 
ards of the Department of Commerce. 
_ An association, national in scope, properly of. 
ficered and with committees functioning along 
proper lines, is of greater value than can be esti- 
mated in presenting for consideration by other 
branches of a trade certain changes in manufacture 
or distribution which are thought to be desirable 
and beneficial. Imagine, if you please, the difficyl. 
ties which existed in the old days before trade 
organization, and the difficulties which presented 
themselves to anyene desirous of bringing about 
a change in existing conditions. Trade associations 
today occupy a desirable position in the public 
mind, and we find organizations like International 
Rotary urging its members to be active in their 
various trade associations, and to assist in the de 
velopment of codes of ethics which help to bring 
about better understandings between employer and 
employe, between buyer and seller, between manu- 
facturer and distributor, and between men in the 
same walk of life. 

There is jvst cne other phase of association ac- 
tivity to which I wish to call your attention, and 
here again the retailers have acquitted themselves 
in a splendid way, and we can all feel proud of 
our calling and its present standing in the business 
world. I refer to the campaign for funds which 
is being carried on by the National Jewelers’ Fub- 
ticity Association, and to which more than $750,000 
has been subscribed, and of which the retail brauch 
of the business has subscribed more than one-half. 
Of this amount subscribed. about $150,000 has 
now been paid in, and it is safe to prophecy that 
Sept. 1 or before will see the campaign of ad- 
vertising well under way. 

It has been a hard, up-hill fight from the incep- 
tion of the movement in April, 1918, and in which 
the retailers have always borne their share of the 
burden incident to the work, and in which we have 
always beer represented by some of our best men. 
Matters drifted along for several years during 
which funds totaling $260,000 were subscribed and 
the ground work laid. During these early days 
it was possible to obtain much valuable publicity 
which was of material benefit to the industry. 

After the election of P. J. Coffey as chairman 
in April, 1923, a survey of the trade was made, 
and through voluntary workers an attempt has been 
meade to put over a fund $1,000,000, and as 2 
result cf the drive in March, 1924, $309,000 was 
the total of the pledges. 

During this period the association secured many 
thousands of lineage through its publicity efforts, 
furnishing the dealer with a complete advertising 
and wirdow display service, fashion reports and 
other merchandising helps, co-operating with the 
Government officials and publishers in supplying 
authentic information regarding our industry, and 
concentrating on theatrical and motion picture pro- 
duction in bringing about jewelry and_ silverware 
consciousness. 

While the trade may not generally know, it is 
a fact that the association is co-operating in many 
ways to bring the thought of jewelry, silverware, 
watches and kindred articles, prominently to the at- 
tention of the public, and much effort has been 
put forth in the last year in developing contacts 
through the stage, screen and local fashion show. 

In doing this work the association, as such, has 
been satisfied to remain in the background, pre- 
ferring to work through the local jewelers or the 
local committee, such as the Junior League Fashion 
Show recently held in Hartford, Conn. 

The recent release of the first national picture, 
“Too Much Money,” shows interesting scenes 0 
silverware and jewelry. The picture in process ot 
making, “Men of Steel,” shows an attractive wed- 
ding scene, where the bride is examining her pres 
ents of silverware, diamonds and jewelry. In one 
recent magazine a stcry, “The Romance of Rings, 
was published, and there are many other similar 
instances of publicity of the best type, which has 
been procured through the efforts of our publicity 
association. 

The publicity association stands read 
any service that it may be called upon to perform— 
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whether it be the supplying of merchandise ideas 
or personal co-operation. 

At the present time a systematic canvass of the 
industry is being carried on by the Millis Adver- 
tising Co. of Indianapolis, Ind., and as previously 
mentioned it looks as the success will shortly 
crown their efforts. 

No one has as yet disputed the fact that the 
jewelry trade needs publicity, and we are proud 
of the fact that retailers generally have been so 
prompt in their co-operation. . . . 

Thinking men advocate this publicity campaign 
2s a means of saving the business, and as an illus- 
tration of the fact that they are not alone in their 
thought that something drastic needs to be done 
we have but to cite you the campaigns being car- 
ried on in England and Canada to raise funds for 
jewelry publicity. : 

I am sure that we are all agreed that the accom- 
plishment of those trade betterments so much de- 
sired and sc earnestly hoped for can best be 
brought about by the formulating of definite policies 
by the central organization, which in this case is 
the American National Retail Jewelers’ Association. 
That this is true reflects no discredit upon the in- 
dividual State or Iccal association, but is due in 














CHARLES E. SUNDERLIN, SECRETARY 


a large measure to the fact that a national organ- 
ization is able te set up the machinery necessary 
to conduct a campaign much easier and also much 
better than a State association, which is limited as 
to funds for such work; alsc its officers ordinarily 
operate the association on so-called “spare” time, 
whereas the national secretary’s office is well or- 
ganized and thoroughly equipped to handle any 
sort of an emergency that may arise. 

Then again, if certain well defined policies are 
laid down for the work of the association year by 
the national executive committee, and every State 
and local associaticn gets back of the movement, 
it is certain that more pronounced strides in the 
right direction will result than is possible with 
each State association working out its own prob- 
lems in its own way. 

Please understand me, I believe thoroughly in the 
local association as a means of harmonizing differ- 
ences which cften exist; for the developing and 
carrying out of group advertising plans; for the 
formation of that co-operative spirit that can and 
will take the place of competition. It.is surprising 
how quickly one’s ideas regarding those. in his 
same line of business change decidedly and for the 
better when he comprehends that his real competi- 
tion comes from those engaged in other lines of 
business. Truly the local association has an im- 
portant work to do, ard it is unfortunate that 
every city or county does not have its community 
jewelers’ club, and through its functions develop 
a fraternal spirit which will place the craft as a 
whole on a higher plane in that neighborhood or 
locality. 

Then the State association, through its meetings 
and its activities throughout the year, brings to 
its membership the results of national association 
effort, and thus keeps them in touch with associa- 
tion activities. Every jeweler can attend his State 
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convention, although it is not always possible to 
get to the national. Here, too, he meets the man 
he knows so well from the nearby city and com- 
pares notes on business conditions, advertising and 
show window plans, the relative value of different 
lines; in fact the three days of a State convention 
like New York is in the nature of a university 
extension course in a small way, and results in 
urtold benefits to those in attendance. 

When all is said and done, however, we come 
to the national association for those great and last- 
ing benefits which are possible through the com- 
bined efforts of all the State associations working 
in bstmonyv and under effective leadership, such as 
the American National Retail Jewelers’ Association 
is enjoying at the present time. 

It is always customary for State associations to 
pass a resclution complimenting the national of- 
ficers on their work and pledging anew the support 
and co-operation cf the State association in the 
year which is to come. Many who read these reso- 
luticns may consider them perfunctory and perhaps 
passed because it is customary, but as one who 
has had an unusual opportunity to view at close 
rage the working of the various associations, it 
is very gratifying to me to say that these resolu- 
tions carry with them the good will, good wishes 
and hearty co-operation of the various State asso- 
ciations, and thus is the national association of- 
ficers encouraged te go forward and do their very 
best for the welfare of the membership. Particu- 
larly do 1 appreciate the sincere and continued co- 
eperation vouchsafed me at all time. 


H. L. Tuers, Cincinnati, O., next spoke 
on how to recover business lost to the 
installment jewelers. This subject was also 
given considerable attention in the trade 
discussion which followed, led by Vice- 
President Leininger. Briefly summarized 
the suggested solutions consisted in the ex- 
tention of certain terms of credit by retailers 
who conduct their stores on a cash basis. 
Some members of the trade already are 
extending three to six months’ credit to 
customers, some charging interest of five 
and six per cent. and some making no 
interest charge at all. At the close of the 
discussion the secretary was instructed to 
forward a telegram to Mr. Evans thanking 
him tor his paper. 

Another topic was presented in the ques- 
tion, “How can the established jeweler meet 
unfair competition of manufacturers and 
jobbers selling at retail?” The problem 
proved to be a knotty one and it appeared 
to be the opinion of the majority that the 
number of manufacturers and jobbers who 
do not offend in this particular is very 
limited. A resolution was offered to the 
effect that the manufacturers of all jewelry 
be requested to sell only to jobbers who 
bind themselves not to retail, but this resolu- 
tion was withdrawn and one adopted re- 
ferring only to the makers of watches. 


Wednesday 


Jacques LeRoy, of the Horological In- 
stitute of America, who has recently re- 
turned from an extended inspection of the 
watch industry in Switzerland, was the first 
speaker of the session Wednesday morning. 
Mr. LeRoy gave a very absorbing talk on 
the watch-making industry which was 
characterized as the backbone of the 
jewelry trade, told of recent developments 
being made by the watchmakers both at 
home and abroad and said that as a result 
of his trip he was more deeply interested 
in the work than ever before. 

Mr. McNeill, who was scheduled to lead 
the trade discussion, read a paper written 
by Edward H. Hufnagel, of Mt. Vernon, 
who was unable to be present, listing the 
amount of insurance and what kind a 
jeweler should carry. Sol L. Levy, of 
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Buffalo, who was to discuss the question of 
the crime situation and the best protection 
against it, was also unable to be present 
and there was practically no attention given 
to the topic as it was evident that the con- 
vention agreed with President Scheer when 
he said that the matter was adequately 
covered and needed no discussion. 

The report of Secretary Sunderlin was as 
follows: 


REPORT OF SECRETARY SUNDERLIN 


The 16th annual convention of the New York 
State Retail Jewelers’ Association was held in 
Albany, July 20th, 21st, and 22nd, 1925 with head- 
quarters at Hotel Ten Eyck. Although the 
attendance was not so large as some previous con- 
ventions, one could not well afford to miss it, as 
its sessions were most educational and instructive, 
and everybody felt well repaid for attending. One 
cf the pleasant features of the convention was the 
continuing by the Albany Committee of the coupon 
meal tickets, enabling all attending the convention 








ALBERT KAMPF, MEMBER OF THE EXECUTIVE 
COM MITTEE 


to dine together, thus enjoying a social time, singing 
from the jewelers song book, dancing and listening 
to short addresses. 

The regular delegates representing the New York 
State Retail Jewelers’ Association at the American 
National Retail Jewelers’ convention held in Rich- 
n.cnd, Va., Sept. 15 to 18th, 1925 were: Fresident 
E. J. Scheer, Vice President Edward Leininger, 
Wm. D. McNeil and Albert Kamp. There were 
alsc in «attendance: Past-President Charles T. 
Evans, Treasurer L. M. Campbell, Jacques LeRoy 
and Mr. Streeter of Mt. Vernon. 

The complete elimination of the War Revenue 
excise tax justifies the existence of National and 
Siate Associations .as is evidence of the value of 
co-operation. All members carrying fire insurance 
with the National Jewelers’ Mutual Insurance Co. 
are certainly gratified at the saving of 40 per cent 
oi their premiums and why not save at least one- 
third on your automobile premiums. It is gratifying 
to know that the National Jewelers’ Publicity 
Association are making such satisfactory progress 
towards reaching the goal set towards stimulating 
the Jewelry trade at large. All the local Associa- 
tions throughout the State as you have heard 
through the reports, are in a most flourishing con- 
dition. We have at present on our rolls 450 
members cf whom 250 have paid their 1926 dues. 

An executive committee meeting was held in 
Utica at Hotel Martin, March 18, 1926 and many 
matters to be brought before this convention were 
discussed. The Albany convention is to be con- 
gratulated upon the appointment of a Field Sec- 
retary, Wm. S. Hughes, of Wellesley, Mass., 
whose report speaks for itself of the service he 
has rendered the Association, the past year. 


It is most gratifying to note that the executive 


committee of the National association has taken up 
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the work of raising funds to finance payment for 
the services of the Harvard Research Bureau and 
I feel sure our members will give them our whole 
hearted and enthusiastic support. Progress has 
been made during the past year towards correcting 
some of the evils in the recail jewelry business, such 
as misleading advertising, price cutting, misrepre- 
sentation in quality and time guarantees and the 
elimination of the unfair auctioneer. 

The final business of the convention was 
then transacted with dispatch including the 
reports of the standing committees and the 
election of officers. 

The nomination committee recommended 
the re-election of all the officers of the 
association and the motion that the secretary 
cast one ballot was unanimously adopted. 
The officers are as follows: President, E. 
J. Scheer, Rochester ; vice-president, Edward 
Leininger, Buffalo; secretary, Charles E. 
Sunderlin, Rochester; treasurer, L. M. 
Campbell, Canandaigua. 


Executive Committee—S. D. Burritt, 
Rochester; William D. McNeill, Utica; 
William G. McDougall, New York; A. 


Landau, New York; Albert Kamp, Ossin- 
ing, and J. Henry Hepp, Troy. 

Messrs. Scheer, Leininger, Sunderlin, 
Kamp, Landau and McNeill were elected 
delegates to the annual convention of the 
American National Retail Jewelers’ Asso- 
ciation at Philadelphia. 

Following the election and just before 
adjournment the re-elected officers were 
called to the front of the hall and given a 
most enthusiastic greetings. 


WEDNESDAY AFTERNOON 


In the afternoon the delegates and their 
families enjoyed a two-hour trip on Otsego 
Lake on one of the steamers. Refreshments 
were served on board and a delightful 
social time was reported by all. Upon the 
return to: Cooperstown the delegates were 
escorted to the large museum where they 
inspected the extensive collection of Indian 
and colonial relics which it houses and then 
a tour was made about the vicinity which 
included a stop at Christ churchyard where 
a moment was spent at the grave of James 
Fenimore Cooper, America’s foremost 
author of pure romance, and his father, 
Judge William Cooper, who founded the 
village, and other points of interest with 
which the place abounds. 

The convention closed with the annual 
convention ball at the Otesaga, a special 
feature of the occasion being the appear- 
ance of Miss Valerie Deuscher, well known 
vocalist. 








The first issue of “The Guild Emblem” is 
off the press. It is a beautiful hand 
pamphlet or booklet published by the 
Gruen Watch Co., and is dedicated to service 
for jewelers and all those identified as mem- 
bers of the Gruen Watch Guild. In its 
foreword the booklet says: ‘This is the first 
issue of a paper committed to the interests 
of the jeweler members of the Gruen Guild 
and their store people. It is intended to 
serve as the clearing house for the exchange 
between jeweler members, ot the many new 
and constructive sales and merchandising 
ideas originating in Gruen stores.” While 
it is a pocket-size booklet, it has the large 
purpose of being useful not only in jewelers’ 
watch departments but in their entire store 
activities. The booklet is devoted primarily 
to the theme of advertising. 
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Imports of Platinum and Allied Metals 
During May 

WasHiIncTon, D. C., July 15.—Figures 
just compiled by the Department of Com- 
merce, showing the imports of platinum and 
allied metals during May, indicate that the 
value of iridium brought in during that time 
was $14,741, while osmium and osmiridium 
imported amounted to 445 troy ounces valued 
at $51,582. The rhodium and ruthenium 
received here from other countries was worth 
$10,513, while the amount of palladium 
brought into this country reached 150 troy 
ounces worth $8,030. The value of grain, 
nugget, sponge or scrap reached $434,069. 
Ingots brought here were valued at 
$1,107,412. 

The figures showing the imports by coun- 
tries are as follows: 


Ores of Ingots, 
Platinum Grain Bars, Sheets 
Metals Nuggets, or Plate, Not 
(Platinum Sponge Less Than 
Countries Content) or Srap % In. Thick 
PTRUOE Acavcccass 1,030 Bes 
Germany 2.6046. ae 895 
United Kingdom. . 1,603 10,000 
PROBNE: Cccvnee sce 5 te 17 + 
le cy i 18 : 
BEPROND Fae k cow s% = Se 2 
Golombia .........% 1,852 1 
SEMA on ee csccass 
AmstTAlA s.. 5605 
Total-—Quantity .. 18 4,502 10,898 
Total—Value ....$1,572 $434,069 $1,107,412 
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actually labeled Bakelite, they were, never- 
theless, encouraging the jobbers to buy the 
imported material instead of Bakelite. After 
the sale had been transacted, it was stated, 
there was then nothing to prevent the job- 
bers from reselling the imitation under the 
genuine trade-mark name. Such transac- 
tions, being of a secret and verbal character, 
are almost impossible to prove in any one 
instance; and the great number of such deal- 
ers in and importers of cigar and cigarette 
holders and small items of jewelry makes it 
equally impossible to check the alleged vio- 
lations of trade-mark rights by means of in- 
dividual suits against jobbers or dealers in 
this country. 

Section 316 of Title III of the Act of 
1922 extends to the import trade practically 





Osmium Rhodium 
” and and 
Iridium Osmiridium Palladium Ruthenium 
Or. Troy Oz. Troy Oz. Troy Oz. Troy 
32 56 or 44 
39 229 150 143 
“19 
150 
71 445 150 187 
$14,741 $51,582 $8,030 $10,51; 





Charges of Unfair Competition in Impor- 
tation of Synthetic Resins Made 
Before Tariff Commmission 


“What in many ways is the most impor- 
tant case to come before the Tariff Com- 
mission since the passage of the Tariff Act 
of 1922,” according to an editorial in the 
July issue of Chemical and Metallurgical En- 
ginecring, involves charges of unfair compe- 
tition in the importation of synthetic resins. 
The petition of the Bakelite Corporation to 
make permanent the temporary embargo on 
the importation of these resin products is- 
sued last April by President Coolidge, marks 
the first outstanding attempt to use a means 
of defense previously overlooked by Ameri- 
can industry. 

At the hearings before the Tariff Commis- 
sion held in Washington during May and 
June, testimony was offered to show that 
business in transparent cigar and cigarette 
holders and various forms of jewelry is be- 
ing seriously injured by the importation of 
low-priced imitations from abroad. These 
imitations are being sold in the United 
States at from one-half to two-thirds less 
than the genuine Bakelite articles. They are 
imported chiefly from Austria and Czecho- 
Slovakia, where lower wages make cheaper 
production possible. In these countries the 
manufacture is often a house industry, the 
various members of a family making their 
individual specialties, such as _ necklaces, 
cigarette holders, and so on, at home. The 
imported goods are quite similar in appear- 
ance to those made in this country. It is al- 
leged that they are being sold in such a man- 
ner as to take unfair advantage of rights of 
trade-mark, patents and the good-will which 
the Bakelite Corporation has built up in the 
United States. 

It was pointed out that even though the 
importers did not always import material 


the same prohibition against unfair competi- 
tion as the Federal Trade Commission Act 
provided for interstate commerce. Such prac- 
tices as counterfeiting and imitating goods, 
commercial bribery, concealed and _ open 
bounties, full-line forcing, and false and mis- 
leading advertising thus came under a ban, 
which provided the penalty of additional 
duties, or in extreme cases, the absolute ex- 
clusion of the imported product. It was 
under this act that the Bakelite Corporation 
filed its suit. 

Final briefs were submitted by both the 
manufacturers and the importers on July 3, 
and a decision by the Tariff Commission is 
shortly to be expected. 

In commenting on the case, Chemical and 
Meallurgical Engineering concludes as fol- 
lows: “The outcome will be awaited with 
interest, not alone because of the significance 
of the American chemical industry involved 
but the case may establish a precedent that 
will help to rid business of unfair practices 
and thus remedy the ills from which many 
other of our domestic industries are suffer- 
ing.” 








Business Troubles 





E. E. Smith, Charleston, W. Va., is re- 
ported to be in bankruptcy. 

An involuntary petition in bankruptcy has 
been filed against William R. Grainger, 
Detroit, Mich. A compromise offer is being 
made of 35 cents on the dollar. 

H. P. Wolf & Co., Philadelphia, Pa., are 
offering 20 per cent in cash and 5 per cent. 
payable in six months. The assets consist 
of merchandise, $600, accounts receivable, 
$4,500, and furniture and fixtures, $100, 


totaling $5,200, while the liabilities are made 
up of $7,900 owing for merchandise and 
$2,600 for borrowed money, totaling $10,500. 
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Green Bay Jewelers Hosts to State Association 

















Twenty-first Annual Conclave Marks Another Milestone in Progress of Wis- 
consin Retailers—Presidents of A. N. R. J. A. and National Wholesale 
Jewelers’ Association Guests of Honor—Addresses and Trade 
Discussions Prominent on Excellent Program—Offi- 
cers Re-elected 














GreEN Bay, Wis., July 15.—Jewelers 
should wear jewelry, they should supply 
their wives and daughters with jewelry, and 
thus create in the minds cf others the de- 
sire to wear jewels. 

Jewelry worn by a jeweler or his wife 
costs nothing as the mere wearing of it will 
frequently sell duplicate pieces enough to 
more than pay for the cost of the original. 

This bit of philosophy was laid down by 
Conrad J. Brotherly, president of the Amer- 





H. F. VANDERBIE, PRESIDENT 


ican Naticnal Retail Jewelers’ Association, 
at the 2ist annual convention of the Wiscon- 
sin Retail Jewelers’ Association, held here, 
July 13 and 14. The advice of Mr. Broth- 
erly on wearing jewelry was a prelude to a 
lengthy statement on the value of proper 
publicity and subsequently a plea for the 
support of the fund being raised at this time 
for the national publicity campaign by the 
jewelers. 

The annual meeting was called to order 
at the Hotel Northland by President H. F. 
Vanderbie, and after an address of welcome 
by O. E. Wernig, director of the Green Bay 
Association of Commerce, President Van- 
derbie delivered his annual address. It fol- 
lows in part: 

ADDRESS OF PRESIDENT H. F. VANDERBIE 


In making out this renort I have made some 
notes that IT am going to read, otherwise I might 
he rambling along from A to Z and take up a lot of 
time that could be used to better advantage. 

When this asscciation so kindly elected me as one 
of your delegates to the convention of the American 
National Retail Jewelers’ Association held at Rich- 
mond, Va., I] felt that a great responsibility had 
been placed upen me and wondered if I could do 
Justice to the importance of a meeting of this kind. 
_The people of the south are noted for their hos- 
Pitality, and should the national convention be 


held in Milwaukee in 1927 I am in hopes we can 
reciprocate in a way for the kindness shown us, 
and speaking of the national convention I would 
like to have this association extend an invitation 
to the national association, which will have its con- 
vention in Fhiladelphia next August, to hold their 
1927 convention in Milwaukee. 

Conrad J. Brotherly, president of the American 
National Retail Jewelers’ Association, called the 
meeting to order, and as soon as he commenced 
speaking you realized that he was a leader, a 
worker and a man whe has at heart the welfare 
of the jewelry industry. A splendid man to meet, 
and J am very glad that we are so fortunate to 
have him with us. I am sure you will enjoy him. 

A great many things were taken up at the ses- 
sions and splendid reports made by the regional 
vice-presidents who cover territories in all sections 
of the united States. There were also reports from 
different committees telling of the work they had 
accomplished. 


When Ralph Roessler made his report he was 
given an ovation that would make any man feel 
well repaid for the immense amount of work that 
he and the tax elimination committee had given 
for the benefit of the retail jewelers throughout 
the country. 


One thing that must be mentioned in regards to 
the work done by the tax elimination committee is 
the fact that they were so well supported by the 
actual statistics that were presented to them by 
the Harvard Bureau of Business Research, which 
should that the jewelry industry stood among the 
lowest in regards to turnover, prefits and returns 
on the investment. With these facts in hand that 
had been shown by so reliable an organization as 
the Harvard Bureau of Business Research, which 
carries such a prestige and influence, it gave this 
cominittee a firm focthold to present our griev- 
ances to the Ways and Means Committee at Wash- 
ington. You are aware of the results of their 
efforts, so it is not necessary for me to dwell 
further on this tax subject. 

It has heen a heavy expense to carry the mem- 
bership of the national association for this research 
service, and as there were no further funds for 
this purpcse in the national association treasury 
they were forced to drop it. However, it is of so 
much importance to our trade that they have de- 
cided to fut on a financial campaign, and are 
esking the retail jewelers to contribute as near as 
they can the ameunt that has been apportioned 
them. I am in hopes it will receive a very hearty 
respouse, and that the resolutions will be passed 
by this asseciation endorsing this move. 

Another matter that was endorsed at the national 
convention was the publicity program as mapped 
out by President Brotherly and the executive com- 
mittee. After spending a great deal of time look- 
ing over the various propositons it was decided to 
place the matter in the hands of the Willis Syn- 
dicate. These people are putting on this campaign 
at their own expense, sending field men throughout 
the country and meeting with splendid results. 
Their compensation is not paid till a certain amount 
has been subscribed, then it is settled on a com- 
mission basis. 

As Mr. Brotherly is with us he will dwell more 
on the details of the plans under which the cam- 
paigr. for Harvard Bureau of Business Research 
and publicity funds are used. ‘Ihe quota for Wis- 
cousin fer publicity is $23,560, of which $19,748 
has already been subscribed and only 161 jewelers 
have been called on. I feel sure that we are going 
cver the top 100 per cent. 

In April L. M. Nelson and myself attended a 
meeting of State organizations at Madison that was 
held for the purpose of discussing tax problems 
of the State, and present suggestions to the in- 
terim committee of the State legislature; out of 
15 organizations that were invited to attend 12 of 
them sent representatives, which shows that the re- 
sponse was very Satisfactory. 

Several meetings were held since that time, and 
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we were ably represented by L. M. Nelson, who 
is chairman of our legislative committee. 

Perhaps Mr. Nelson will have some further re- 
marks to make on this subject. 

During the past year since last July there has 
not been a single absence of a member of the 
board of directors of the association. Most of these 
men have been on the board for 12 to 18 years, 
and I feel that we should congratulate ourselves 
for being so fortunate in having men of this type 
wke are so loyal to our organization; they have 
given their time freely at a sacrifice to their own 
business for the welfare cf others. 

I am in hopes they will consent to serve us 
zegzin, I feel grateful to them for the help they 
have given, and wish to thank them and the 
officers for their splendid services. 

During the first half of 1926 business conditions 
have been picking up, the clouds are showing a 
gold and silver lining, and I fell very optimistic 
over the outleok for the balance of the year. 


Then came the report of Secretary Ander- 
son. It follows: 


REPORT OF SECRETARY A. W. ANDERSON 


It is a pleasure to report that our membership 
is in a healthy condition. Two hundred and twenty- 





CONRAD J. BROTHERLY, PRESIDENT OF THE 
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five Wisconsin jewelers are carried as members of 
this organization, and of this number 210 have 
paid their dues for the current year, and it i3 
reascnable to assume that the balance will pay up 
before the close of 1926. 

Wisconsin has taken a favorable position among 
the States supporting the great advertising project, 
fostered ty the National Jewelers’ Publicity Asso- 
ciation, oi which ycu will hear more from speakers 
at this convention. A very large share of the 
quota given this State has been subscribed. 

Wisconsin jewelers are taking an active interest 
in the work of raising a new research fund, 
which actually took form only within the past three 
months. As usual Wisconsin jewelers were amonz 
the first to turn in subscriptions. While it is too 
early in the work to predict what will be raised 
for the continuance of the great work done by the 
Harvard Bureau of Business Research in hehalf 
of the jewelry trade, yet the officers of the Amer- 
ican National Retail Jewelers’ Association feel 
confident that this work can be resumed at an 
early date, in time to report on the business done 
in 1926. 

TAXES 


Taxes have occupied a large share of our atten- 
tion in the past few years as you well know. The 
fact that the war tax on jewelry has been entirely 
removed through the efforts of your association’s 
efforts is an old story to you now, but as it has 
been off nearly six months you have had an op- 
portunity to figure the savings that have come as 
a result cf this tax removal, and to appreciate 
the work that was done to bring about this 
beneficial result, but taxes in any other form are 
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burdensome when unduly heavy, and jewelers in- 
dividually and in an organized way have sstili 
much work to do to bring about a betterment of 
taxing conditions. 

In January, 1927, another session of the Wis- 
consin legislature will meet, and in anticipation 
of the event the business men of Wisconsin have 
attended interim hearings of the committee on 
taxation and have given suggestions as to changes 
in tax laws which they feel should be enacted. It 
will be up to our members to give support to such 
recommendations as our committees may see fit 
te offer to the next legislature, and members can 
assist in this work by taking up the question with 
their assemblymen and senators, and will be advised 
in due time as to the program mapped out by the 
business interests of the State. 

The problem of taxation is not popular to Wis- 
consin. Other States have it also. There is a 
demand that is nationwide for a reduction in local 
and State taxes. Business men have scen the Fed- 
eral Government appreciably lower the tax burden 
since 1¢20, and at the same time they have seen 
local and State taxes mount as never before, and 
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they are beginning to inquire why State and city 
taxes cannot he reduced from present burdensome 
figures. 

Our committee on legislation is as follows: Len 
M. Nelson, Madison; Anton Kuckuk, Shawano; 
A. C. Hentschel, Milwaukee; A. FE. Harte, Evans- 
ville; R. W. Bayley, Beaver Dam. 

The special committee attending the interim legis- 
lative hearings at Madison this Spring consisted 
of President H. F. Vanderbie and Len M. Nelson 
They will be able to tell of the work accomplished 
at these hearings. 

The Federal Bureau of the Budget reports that 
five years ago, the national Government got 60 
cents cut of every dollar collected in taxes, while 
the other taxing powers got 40 cents. Today the 
United States Government gets 25 cents out of 
every dollar paid as taxes, while the State and 
municipal governments get 75 cents. 

Nearly 2C0 chambers of commerce all over the 
country are studying this tax question. and it ap- 
pears that some relief must come as a result of 
the research that is being made as to the: why and 
wherefor of high State and local taxes. In this 
work the jewelers, as well as othcr leading busi- 
ness men, must take a prominent part. 

Green Isay jewelers have worked hard to make 
this convention a success, which it no doubt will 
be, and they deserve the thanks cf this convention. 

President Vanderbie and his fellow officers have 
been most attentive to the business of the organiza- 
tion, and this 21st annual convention reminds me 
that several of our present State officers have 
served as leng as the association has been in ex- 
istence, and others have served for several years. 
Wisconsin has the unique record of being of- 
ficered largely by men who helped to found this 
association 20 years ago, which is certainly an in- 
dication of their deep interest in the work. 

We are fortunate to have with us today Presi- 
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dent Conrad J. Brotherly, of the American National 
Retail Jewelers’ Association, and President Wm. 
R. Cooper, of the National Wholesale Jewelers’ 
Association, and with these men, assisted by able 
speakers on various subjects and members gen- 
erally taking part in the discussion, we should have 
the best convention in cur history. 


Later during the convention Mr. Brotherly 
was cheered by the 200 Wisconsin jewelers 
when he urged them to continue to pay their 
dues in the national organization and to con- 
tribute to the publicity fund. The Wisconsin 
jewelers are not a little proud of their or- 
ganization which reached its majority with 
the 21st annual meeting in the oldest city in 
the State this year. In membership it is the 
second organization in the United States in 
size. However, the question of, “What is 
wrong with the jewelry industry?” asked 
and answered by Mr. Brotherly, appeared 
to be a matter of real concern at the meet- 
ing. 

There was apparently a general agreement 
with Mr. Brotherly’s belief that it needed 
more publicity, but some clung to the idea 
that jewelers’ conventions, if not the industry 
itself, could be greatly improved by less golf 
and more business. 

“The luxury war tax on jewelry has been 
repealed, due to the efforts of the American 
National Retail Jewelers’ Association, but it 
may not be off to stay, and to some it seems 
that the fight against this tax has just 
begun,” Mr. Brotherly said. “While many 
retail jewelers are thinking of dropping 
their membership in the national association, 
on the logic that the tax is off, why pay 
dues, the members of the national legislation 
committee are not at all sure that the tax 
will not be returned despite their efforts to 
prevent it. 

“When the fight to eliminate the tax was 
started we found that the attitude of the 
average senator and representative was that 
jewelry was a luxury that could be taxed. 
We had to explain to them that the alarm 
clock that sends the worker to his job, the 
silver-plated spoon that makes for sanitary 
conditions, and the watch that aids the legis- 
lator to reach Washington on time, con- 
stitute the great bulk of the jewelry store 
sales the country over and that the average 
sale is $8 or $9 instead of $150,000 for pearl 
necklaces such as the legislators thought.” 

Then getting down to the new fight to re- 
store the tax Mr. Brotherly pointed out that 
the United States Chamber of Commerce 
had appointed a committee to study taxa- 
tion which had recommended a tax on arti- 
cles of wide distribution not of first neces- 
sity. Copies of this recommendation, he 
said, were sent to the members of the ways 
and means committee, and the finance com- 
mittee of the House and Senate and dis- 
tributed to all members of the association 
asking their support. 

The National Retail Jewelers’ Association 
protested against this action by the associa- 
tion as being contrary to the referendum 
vote of the members of the National Asso- 
ciation advocating the repeal of all excise 
taxes. The protest was of no avail and Mr. 
Brotherly said “We concluded that the mem- 
bers of the United States Chamber of Com- 
merce are just as selfish and self-seeking 
as the average, and that there are those who 
wish to use the organization for their own 
benefit.” 

“A fund was raised by the national asso- 
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ciation several years ago for the purpose of 
teaching standard accounting methods jn 
jewelry stores, and eliminating cut-throat 
competition, was spent in the fight against 
the sales tax,” Mr. Brotherly declared. 

Then he turned to his favorite subject of 
publicity with the question, “What is the 
matter with the jewelry industry ?” 

“It is no use to smile and think that things 
will adjust themselves. We must face that 
problem knowing all of the facts. A few 


- years ago, when a man accumulated a little 


money he naturally turned to jewelry as a 
means of showing his standing in the com- 
munity. Then there were no automobiles, 
radios, player pianos and what not in com- 
petition with jewelry. 

“Your competitors are not the jewelers in 
the next block or in the next town. Every 
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other industry is your competitor, and the 
sooner you men can learn that the better 
you will be off. The grocer, the meat 
dealer, every industry is your competitor. 
Now, what is the matter with the jewelry 
business? Why are the other businesses 
going forward while the jewelry business ts 
standing still? You can count on your hand 
the articles that are moving in the trade, 
and those include silver-plated ware and 
watches which are nationally advertised. 

“Last year the amount spent in national 
advertising of jewelry was $2,761,000. It 
seems like a large amount, but it is not 
when compared with the $21,483,000 spent in 
national advertising for automobiles. The 
radio industry alone spent over a million 
more than the jewelry industry. The talcum 
powder and cosmetic manufacturers spent 
$10,337,000 teaching ladies that it is the 
proper thing for them to put those articles 
on their faces. 

“The movement to secure the proper pub- 
licity for the jewelry industry is now under- 
way and is going to succeed. We have 
pledged that the retailers will raise their 
share of the fund, and contracts have been 
made with advertising agencies for raising 
the money and placing the advertising. Al- 
ready we are within a few thousand dollars 
of our goal for the retailers.” 

Later when W. R. Cooper, president of 
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the National Wholesale Jewelers’ Associa- 
tion spoke, he declared that the campaign 
for funds for the national publicity cam- 
paign was within $20,000 of the goal, ac- 
cording to a recent telegram, and that many 
firms in the trade were increasing their sub- 
scriptions.” 

Both speakers urged all retailers to ask 
their wholesalers and manufacturers and im- 
porters, or their salesmen, if they had con- 
tributed to the publicity campaign to show 
that they were interested in the work under- 
taken. 

Later, Prof. D. O. Kinsman of Lawrence 
College, Appleton, spoke on “Taxation.” 
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Prof. Kinsman traced the history of taxa- 
tion down from the days when the roving 
tribes attempted to set up government, to 
the present when the general principle of 
contributing according to one’s ability is 
generally accepted. 

The Wisconsin Retail Jewelers’ Associa- 
tion re-elected all officers and directors at 
the closing business session just as the pol- 
icyholders of the. National Jewelers’ Mutual 
Fire Insurance Co. did at an earlier busi- 
ness session. 


All of the delegates appeared to be con- 
tent to let the present officers carry on so 
that there was no balloting until the time 
came to select the delegates to the national 
convention in Philadelphia in August. The 
selection of a convention city for next year 
was left to the board of directors in view 
of the fact that the convention voted to join 
the Milwaukee Association of Commerce in 
inviting the national convention to that city 
next year. 


Officers and directors of the association 
for the next vear were returned to office as 
follows: 

H. F. Vanderbie, Eau Claire, president ; 
A. C. Hentschel, Milwaukee, vice-president ; 
A. W. Anderson, Neenah, secretary; Henry 
F. Stecher, Milwaukee, treasurer, and W. H. 
Upmeyer, Milwaukee, Gustave Keller, 
Appleton, J. R. Chapman, Oshkosh, T. J. 
Dale, Kenosha, and Len M. Nelson, Madi- 
son, directors. 

The convention voted to send three dele- 


THE JEWELERS’ CIRCULAR 
gates to the national convention in Phila- 
delphia, and in view of the fact that the 
president-elect is one of the delegates, the 
convention voted on the election of two 
more delegates and three alternates, electing 
Henry F. Stecher, Milwaukee, and Anton 
Chapman, Oshkosh, delegates, and John 
Hess, Fond du Lac, Antone Nidle, Kenosha, 
and A. CC. Henschel, Milwaukee, as 
alternates. 

A lively discussion arose during the final 
session as to whether or not the convention 
should occupy three days instead of two as 
it is now conducted. Those who favored 
the three-day convention plan pointed out 
that while the golfers in the organization 
are in the minority, they are able to make 
their presence, or rather their absence, felt 
in the convention. Consequently, it was the 
opinion of some non-golfers that a certain 
time should be allowed for this game. 

It was proposed to open the convention 
a day earlier, that day to be devoted en- 
tirely to golf. This was objected to on the 
ground that if delegates started playing golf 
they would leave the sessions the following 
days to pursue the game. 

Finally the question, was referred to the 
board of'directors for settlement. The ques- 
tion was regarded as a serious one by both 
the golfers and the others in view of the 
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fact that many of the men are taken out of 
the convention by this game, and sessions 
are delayed by it. The non-golfers were of 
the opinion that one full day devoted to this 
game would, or should, satisfy anyone, while 
the golfers appeared to believe that a por- 
tion of each day should be devoted to the 
game. 

Prior to the discussion of golf, Prof. Fay 
H. Elwell, Madison, spoke on “Business 
Ethics,” and Arthur B. Chapman, Oshkosh, 
explained the Double-A Alarm Co.’s method 
of burglar prevention. Mr. Chapman is as- 
sociated with a company that manufactures 
and installs burglar alarms. 


Professor FElwell’s address was largely a 
discussion of the code of ethics of the Na- 
tional Jewelers’ Association, through making 
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comparison with other codes of ethics by 
business organizations. 

“Some codes of ethics are merely high 
sounding phrases that mean nothing nothing 
and are not understood nor practiced by the 
rank and file of the trade or profession, 
though still others are taken seriously by 
business organizations that practice the prin- 
ciples laid down in the codes of ethics,” he 
declared. “A good code should contain the 
best practices and principles of the trade, 
the principles that the leaders have found to 
be sound business practices, the rules of 
conduct, or rules of business methods to be 
followed in connection with the dealer in his 
relation to the community, the competitor, 
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the customers, the employes, and the credit- 


On Wednesday evening the convention 
was brought to a close with an enjoyable 
banquet. 








Handsome bronze medals have just been 
received by the Commission on Racial Co- 
operation, with headquarters in the Palmer 
building, Atlanta, Ga., to be awarded to 
sheriffs who “exercise notable diligence in 
the protection of prisoners threatened by 
mobs.” All nominations for the award of 
the medal will be passed upon by a com- 
mittee composed of Governor John W. Mar- 
tin, of Florida; Governor Henry L. Whit- 
field, of Mississippi; ex-Governor Hugh M. 
Dorsey, of Georgia; George B. Dealey, 
editor of the Dallas News; Marshall Bal- 
lard, New Orleans, and Mrs. J. H. McCoy, 
president of Athens College. The medal, 
which was authorized by the Inter-racial 
Commission at its annual meeting in 1925 
as part of a definite campaign for the elimi- 
nation of mob violence, was designed by a 
leading sculptor, and is a beautiful work of 
art. It is of bronze, and on the front is 
the figure of an armed justice, holding the 
scales in one hand and a sword in the other 
with the words “In defence of law and 
civilization,” while on the reverse side is 
space for the name of the recipient, sur- 
rounded by a palm wreath with the words 
“Commission on Inter-racial Co-operation.” 
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FIRE INSURANCE MEETING 


Policy Holders of National Jewelers’ Mu- 
tual: Fire Insurance Co. Hold Annual 
Session July 14 at Green Bay, Wis. 

Green Bay, Wis., July 16.—The annual 
meeting of the policyholders of the National 
Jewelers’ Mutual Fire Insurance Co., with 
President W. H. Upmeyer presiding, was 
held Wednesday morning in connection with 
the annual convention of the Wisconsin Re- 
tail Jewelers’ Association. 

After President Upmeyer opened the meet- 
ing, he delivered his annual address, which 
was as follows: 


ADDRESS OF PRESIDENT W. H. UPMEYER 


Another year has passed and again the National 
Jewelers Mutual fire Insurance Co. can show a 
nice increase in ,remiums. 

A year ago, our company had $9,715,000 in- 
surance in force and now I am glad to announce 
we have $11,300,000 showing a substantial gain of 
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almost $1,600,000 in business in force in 12 months. 
That seems a big gain but if the jeweler would 
only realize that we return 40 per cent of ail 
premiums received, we give as good protection as 
any company can give, make the most reasonable 
settlements of all claims, we are prompt in paying 
claims and Icok cut for the best interests of those 
that heve the misfortune of having a fire. We could 
easily double our business if the jewelers would only 
stop to think 15 minutes seriously about insurance. 

Dividends returned to policy holders this year, 
will amount to cver $40,000. We don’t ask any- 
thing of you, but we give good big dividends on 
your investments. 

Take my édvice, carry as much insurance as your 
investments in merchandise, or houses, will honestly 
allow. There is no sense in carrying only a small 
policy and then when a fire occurs you find that you 
were the insurance company that carried the biggest 
share of your risk and you make the sorrowful 
discovery that you are the biggest loser. 

Keep a complete record of all the merchandise 
that you insvre, study the booklet on fire insurance 
which was mailed to you, carefully. You can get 
many -gocd pointers there. Our experience has 
shown that too many pcelicy holders take their in- 
surance toe lightly. You must give your fire 
insurance the same careful attention that you give 
to other important business matters. 

Your company now also writes tornado or wind- 
storm insurance. It is not expensive and all should 
have it. You can never tell when it may hit you 
next. 

My firm has had two losses by windstorms and 
our experience has been that most of the goods in 
the show window are badly damaged by broken plate 
gla-s when the window is blown in by a heavy 
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storm. The investment is small and the returns 
may be large. 

I will not go into further details. Our good 
secretary will give you a lot of information that he 
has prepared for you. 

Our company is a good one and is managed as 
economically as any fire insurance company in this 
country. Every jeweler should be proud of his 


fire insurance company. 


This was followed by the annual report of 
Secretary A. W. Anderson, which went into 
detail as to the progress of the Mutual Fire 
Insurance Co. His report was as follows: 


REPORT OF THE SECRETARY, A. W. ANDERSON 


From $138.500 of insurance in force on June 1, 
1914, to over $11,350,000 at the present time, is the 
record of your company. 

It is indeed a great pleasure to report on the 
work of the National Jewelers’ Mutual Fire In- 
surance Co. for the reason that it is a story of 
progress and prosperity. 

In every year there has been a substantial gain 
ever the previous 12 months, and in fact there 
has not heen a single month since we started busi- 
ness June 1, 1914, that we have not shown an in- 
crease in business. 

Since we met a year ago we have increased the 
insurance in force $1,610,000, and since the first 
of the present year the gain is the substantial 
amount of $600,920. 

The Icss ratio since we started business has been 


almost exactly 20 per cent. of the premiums 
charged, which is very low compared with the 
Iesses in other lines of business, and this low 
ratio permits us to return the very handsome 


dividend of 40 per cent., which all policyholders 
have been enjoying for several vears past. 


- We started June 1, 1914, with 202 policies in 


force, and we have at the present time 3,670. 
The average size of our policies when we started 
was $685, and teday that has increased to $3,090. 
The largest policy in force then was $1,500, and 
this has increased to $30,000 at the present time. 
Mur assets Tune 1, 1914, were $1,800, and at 
the present time they have reached the high figure 
of $140,000. 
Losses paid since we started in business amount 


to $136,189, or 21 per cent. of the premiums 
charged. 
Premiums received in 1914 were $2,004. and 


this year they will reach the large total of $135,000. 

Dividends returned to policyholders since 1914 
amount to the very handsome sum of $168,500, 
and will be over $40,000 in this year alone. 

The surplus in 1914 was nothing, but today we 
feel secure in our position because over all liabili- 
ties we have a surplus of $85,000, an amount 
equal to over 6G per cent. of the losses we have 
sustained in 12 years. 

We have settled 249 losses in 12 years, and the 
average loss has been $536. 

Tkese losses have been scattered over many 
States, and proves that we are able to effect ad- 
justments anywhere without a loss of time. 

On March 1 of this year we started writing 
tornado insurance, and we now have in force 
$188,000 of such coverage, $50,000 more than ovr 
fire insurance in force amounted to when we 
started June 1, 1914. 

We urge more tornado insurance for our mem- 
bers. Statistics show that when a tornado strikes 
the losses are usually much greater than when a 
fire rages, because people do not prepare for 
tornadces and windstorms as they do for fires. 

After a fire starts there is a very good chance 
of stopping it hefore much damage is done, hut 
nothing can be dene ta prevent the awful work of 
a tornado or cyclone once it starts, and insurance 
is the only protection against such damage. 

Again your secretary urges careful annual in- 
ventories of stock and fixtures, and while annual 
inventories of household gocds are not necessary, 
there shculd be an inventory made and filed away 
for use in a possible emergency. 

Careful inventories mean quicker settlements for 
policyholders and mean satisfactory adjustments. 

Protect yourselves with adequate fire insurance 
also, which is an investment rather than an expense. 
It purchases peace of mind and security of finances, 
and when offered at the savings possible in the 
jewelers own company there is no excuse for not 
carrying the amount necessary to cover at least 75 
per cent of the value of the property insured, and 
such proportion is good protection. 

Your company is on a sound and sane basis and 
your officers promise their best efforts to continue 
it in this way that it may become still more of an 
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institution in which jewelers can find protection 
against the ravages of the elements at a price that 
will save them each year many times the cost of 
their small annual dues. 

The treasurer’s annual report showed the 
company to be in excellent financial stand- 
ing. The accountant’s report, giving de- 
tailed figures as of Dec. 31, 1925, was pub- 
lished in the convention program. 

The officers of the National Jewelers’ 
Mutual Fire Insurance Company were re- 
lected as follows: 

W. H. Upmeyer, president, Milwaukee: 
Gustave Keller, Appleton, vice-president: 
A. W. Anderson, Neenah, secretary; Mary 
C. Anderson, Neenah, assistant secretary, 
and Henry F. Stecher, Milwaukee, treasurer, 








Silo Silver Mfg. Co., Inc., New York, Files 
Voluntary Petition in Bankruptcy 


A voluntary petition in bankruptcy was 
filed on Tuesday of last week in the United 
States District Court by the Silo Silver 
Mfg. Co., Inc., engaged in the business of 
manufacturing silver plated ware, 443 
Greenwich St., New York. The silver con- 
cern in its schedules claims to owe $16,134; 
including wages, $900; unsecured claims, 
$12,474, and notes and bills which ought to 
be paid by other parties thereto, $2,759. 
The assets amount to $3,143 and represent 
stock in trade, $400; machinery, tools, etc., 
$1,000; other personal property, $15, and 
deposits of money in the banks and else- 
where, $10. 

Among the largest unsecured creditors 


are: All Metal Stamping Corp., $3,084; 
Daniels & Arben Co., $352; Egyptian 
Lacquer Mfg. Co., $305; Eastern Metal 


Spinning Co., $1,670; S. Goodstein & Sons, 
$375; T. E. Conklin Brass & Copper Co., 


$233; Ike Surmner, $300; L. Lelong & 
Bros., $201; Scheffenhouse Bros., $410; 
United American Metals, $214; Leonard 


Raskin, $675 and Harry Cohen, $2,195. 








It has remained for a 75-year-old jewelry 
master craftsman to duplicate with even 
greater success than his first, a notable piece 
of novelty jewelry he made for the Cen- 
tennial Exposition in honor of American 
independence here in 1876. He is F. X. 
Zirnkilton, manufacturer of rings and mount- 
ings at 214 S. 12th St., Philadelphia, Pa., who 
has designed for the Sesqui-Centennial the 
the Declaration, the “Sesqui-Centennial 
Rose,” in gold, platinum and diamonds, 
which leading jewelers here pronounce one 
of the finest specimens of novelty jewelry 
they ever have seen. Not only did Mr. 
Zirnkilton design the piece but he made every 
bit of it, even to the setting of the diamonds. 
The jewelry, designed to be worn as a flower 
pin on a lady’s shoulder, represents a rose 
on its stem. The stem and leaves are faith- 
fully copied from the flower, every vein 
and lamination being shown. The leaves 
are of green gold on which red gold has 
been fused to give a striking effect while the 
thorns are of platinum. The rose is of fine 
gold and in the center of 13 petals are 13 
diamonds clustered indicating the 13 original 
States. To avert any superstitious influence 
a 14th diamond, of 30 to 35 points is placed 
in the center of one of the leaves to simulate 
a dew drop. One of these pins is entirely 
in platinum. 
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Tentative Program for Annual Convention of the American 
National Retail Jewelers’ Association at Philadelphia 
Aug. 9-13—President Brotherly Extends 
Invitation to Convention 

















The tentative program for the convention 
of the American National Retail Jewelers’ 
Association at Philadelphia, Pa., Aug. 9-13 
inclusive, has been arranged and is published 
herewith as follows: 


Monday, Aug. 9 


9 a. M. tc 9 p. M.—Registration, The Roof, Hotel 
Bellevue-Strat ford. 

8 p. M.—Meeting cf executive committee, A. N. 
R. J. A., Hotel Bellevue-Stiatford. 


Tuesday, Aug. 10 


9 a. M.—Registration, The Roof, Hotel Bellevue- 
Stratford. 

9:50 a. m.—Convention called to order in Con- 
vention Hall. 

10 a. M.—Invocation, by the Reverend Augustus 
Pohlman, pastcr, Christ Lutheran Church, Phila- 
delphia. 

Address of Welcome—The Honorable W. 
Freeland Kendrick, Mayor of Philadelphia and 
chairman, Sesqui-Centennial International Expo- 
sition. 

Address of Welcome in behalf of Pennsylvania 
Jewelers—Frank L. Davis, President, Pennsylvania 
Retail Jewelers’ Association, Philadelphia. 

Response—J. P. Archibald, Past President, 
A. N. R. J. A., Blairsville, Pennsylvania. 

President’s Address—Conrad J. Brotherly, New- 
ark, New Jersey. 

12 Noon—Adjournment. 


TUESDAY AFTERNOON 


2:30 Pp. M.—Joint meeting of retailers, wholesalers, 
and manufacturers in A. N. R. J.. A. Convention 
Hall. 

Address—‘‘Economics of the Jewelry Industry”, 
Dr. Herbert W. Hess, professor of merchandising, 
Whorton School of Business and Finance, of the 
University of Pennsylvania. 

3:30 pe. m.—dAddress: “Window Dressing 
Demonstration’’, Arthur Cuff, Displayologist, 
Toronto, Canada. 

(Note—All of the demonstrations presented by 
Mr. Cuff will be illustrated by a full reproduction 
of a jewelry store window, dressed to suit various 
types of displays). 

4 ep. m.—Adjournment. 


Wednesday, Aug. 11 


9:25 a. m.—Convention called to order in con- 
vention hall. 

9:30 a. m.—Address: ‘Present-Day Criminal 
Activities in the Jewelry Industry’, H. S. Mosher, 
Superintendent, Pinkerton’s National Detective 
Agency, New York City. 

10 a. M.—Address: “Safeguarding the Future”, 
Richard F. Lennihan, Director of Research, 
Harvard Bureau of Business Research, Cambridge, 
Massachusetts. 

10:30 a. m.—Address: ‘‘Accomplishments of the 
National Jewelers’ Publicity Association”, P. J. 
Coffey, chairman, National Jewelers’ Publicity 
Association, Newark, N. J. 

1] a. m.—-Address: “Ways that Win’, Dr. 
Stanley L. Krebs, president, Institute of Mercantile 
Art, Indianapolis, Ind. 

12 Noon—Address: ‘‘Window Dressing Demon- 
stration”, Arthur Cuff, Toronto, Canada. 

12:30 p. m.—Adjournment. 


WEDNESDAY AFTERNOON 


1:50 ep. w.—Convention called to order in Con- 
vention Fall. 

2:00 p. m.—Report of Ellis Gifford, regional 
vice president, Fall River, Mass. 

2:20 p. w.—Report cf Ed. O. Little, regional 
vice president, Auburn, Ind. 

2:40 Pp. m.—Report of James A. Cayce, regional 
vice president, Nashville. Tenn. 

_3 Pp. M.—Report of Chas. P. Woodbury, regional 
vice president, Kansas City, Mo. 

3:20 p. m..—Report of Armand Jessop, regional 
vice president, San Diego, Calif. 





3:46 Pp. m.—Report of A. W. Anderson, sec- 
retary, Neenah, Wis. 

4:10 p. m.—Report of Chas. T. Evans, treasurer, 
Buffalo, N. Y. 

4:30 Pp. m.—Address: “Window Dressing 
Demonstration”, Arthur Cuff, Toronto, Canada. 


5 p. M.—Adjournment. 


Thursday, Aug. 12 


8 a. M.—Breakfast Conference, The Clover 
Dining Room, Hotel Bellevue-Stratford. Address: 
“Developing the Market for Sterling Silver’, Alex- 
ander Vincent, Secretary, Sterling Silversmiths 
Guild of America. 

9:25 a. mM.—Convention called to order in Con- 
vention Hall. 

9:30 «a. m.—Address: 
Problem”, Bartley J. 
Philadelphia. 

10:30 «a. m.——Address: “The Hallmark of 
Fashion”, or, ‘‘Determining the Influence of Style 
Upon the Sales of Jewelry’, Miss Margaret Casc, 
Associate Editor, Vogue, New York City. 

11:30 a. m.—Address: “Window Dressing 
Demonstration’, Arthur Cuff, Toronto, Canada. 

12 Noon—Adjournment. 


“Our Greatest Present 
Doyle, The Keystone, 


THURSDAY AFTERNOON 


1:5 Pp. M.---Convention called to order in 
Conventicn Hall. 

2 pv. m.-—Report of Legislative Committee-— 
Wilson A. Streeter, chairman, Mount Vernon, New 
York. 

2:20 vp. m.—Address: “The Truth About the 
Installment Plan,” Creighton J. Hill, Babson’s 
Statistical Organization, Babson Park, Mass. 

3:26 Pp. m.—Report of Silverware Committee. 
Emil J. Scheer, chairman, Rochester, N. Y. 

3:40 Pp. m.—Report of Watch Inspection Com- 
mittee. W. L. Jones, chairman, Martinsburg, 
W. Va. 

4 p. m.—Report cf Special Excise Tax Elimina- 
tion Committee. Ralph Roessler, chairman, Marion, 


Ind. 
4:20 pep. m.—Address: “Window Dressing 


Demonstration”, Arthur Cuff, Toronto, Canada. 
4:50 p. m.—Adjournment. 


Friday, Aug. 13 


9:25 a. M.—Convention called to order in Con- 
vention Hall. _ 

9:3G a. mM.—Report of auditing committee. 

9:45 «a. M.—Report of resolutions committee. 
Edward H. Hufnagel, chairman, Mount Vernon, 
New York. ; 

10:15 a. M.—Elections. 

10:45 a. m.—Reports will be received from State 
secretaries. 

Unfinished business. ; 

Invitations will be received for place of next 


national convention. 

12:30 pv. m.—Adjournment. : : 

1 p. m.—Meeting of National Executive Com- 
mittee in Convention Hall. 


Entertainment 


In addition to the opportunities that will 
be afforded for attending the Sesqui-Cen- 
tennial International Exposition, an elaborate 
program of entertainment for members, 
delegates and visitors has been arranged. 
This includes a motor trip to Valley Forge; 
a vaudeville entertainment and dance; a 
boat ride on the Delaware River, with 
luncheon at Camden; luncheon and musicale 
recital at Wanamaker’s; and an evening 
devoted to attending the great spectacle, 
“Freedom,” in the Stadium of the Sesqui- 
Centennial. In this schedule, ample pro- 
visions have been made for the daytime en- 
tertainment of ladies who will visit the con- 
vention, while men are in attendance at the 
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bus.mess sessions. The evening features 
iave been planned for the entertainment of 
Leth ladies and gentlemen, as no evening 
business sessions have been devised. In 
addition to the above, other forms of enjoy- 
ment have been planned. The dates and 
hours on which these events are to take 
place will be noted on the programs which 
will be distributed in the convention hall. 


Prizes for Attendance 


It has been arranged that attendance 
prizes will be awarded during each business 
session of the convention. These prizes 
will be worthwhile, and will be distributed 
at some time during each session, beginning 
on the morning of Wednesday, Aug. 11; 
prizes for each morning and afternoon ses- 
sion, up to and including Friday, Aug. 13 
will be given. 

Note :—AlIll social events will be informal. 





President Brotherly Issues Invitation to 
Attend Convention of A. N. R. J. A. 


The 21st annual convention.of the Ameri- 
can National Retail Jewelers’, Association 
will be held at the Bellevue-Stratford Hotel, 
Philadelphia, during the week of Aug. 9. 
It is a genuine pleasure tu extend a cordial 
and hearty invitation to all members of the 
jewelry industry to meet with us on this 
occasion, which promises to be one of the 
best attended and most successful gatherings 
of its kind in the annals of our organization. 

We have been successful in securing a 
number of most -interesting speakers who 
will ably present topics which are upper- 
most in the minds of the jewelers today. 
Our business program has been devised for 
the purpose of placing before our members 
and visitors the most urgent. needs of the 
industry and suitable recommendations for 
their solutions, which can be immediately ap- 
plied not only through co-operation by the 
association, as such, but by the progressive, 
farseeing individual, who is constantly seek- 
ing to better his own business, and thus add 
to the development of the whole. During 
the past year, the A. N. R. J. A. has been 
very active in promoting and co-operating 
in those movements which have been de- 
signed to make the industry greater, not 
only in the stimulation of its production and 
distribution, but in its scope of necessary 
enterprises. We anticipate that a large 
representation of our membership will be 
present to learn of the association’s activi- 
ties and to participate in the features of the 
convention. 

The week of Aug. 9 has been properly 
characterized as “Jewelry Week” in Phila- 
delphia. The National Wholesale Jewelers’ 
Association will also hold its convention at 
the same time and place. The Pennsylvania 
Retail Jewelers’ Association has taken ad- 
vantage of the opportunity to hold its annual 
meeting during the early days of “Jewelry 
Week.” All organizations have made 
arrangements so that there will be no con- 
flict in their programs and in such a way 
that all may meet together at various times 
to hear the addresses of the speakers and 
participate in the activities of the joint 
gathering. 

It is fitting and desirable that we com- 
memorate this anniversary of our associa- 
tion by meeting in Philadelphia. We will 
be helping to celebrate the 150th Anniversary 
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of the birth of American Independence. The 
occasion of our convention affords an ex- 
cellent opportunity to those who will tour 
by automobile or other form of transportation 
to visit the great Sesqui-Centennial Exposi- 
tion in which American and foreign govern- 
ments are participating on such a wide and 
interesting scale. Our program has been 
planned with a view to full attendance at 
the business sessions, but allowing ample 
time for trips to the Exposition grounds. 

Committees of those representing the 
jewelry industry of Philadelphia and the 
State of Pennsylvania, headed by Bartley 
J. Doyle, and assisted by outstanding 
members of the industry, have _ pre- 
pared a program of entertainment that is 
second to none. Excellent provisions have 
been made for the care and pleasure of ladies 
who will accompany the delegates, members 
and visitors to the three conventions. Phila- 
delphia and its environs are rich in historic 
lore, fine mercantile ‘establishments and 
beautiful scenery. The boat trips and auto- 
mobile tours afforded by the Entertainment 
Committee allow for visitation to these sites. 
In addition, all the social features cannot fail 
to arouse the enthusiasm of those who will 
be with us. 

As has been stressed so often before, the 
merchants in other lines of business have 
been rapidly awakening to the fact that 
modern business has outgrown the competi- 
tion between individuals in the same lines of 
endeavor. These individuals in each industry 
have banded together in great active groups 
which battle against other industries for a 
greater share of the consumer’s dollar. 
Associations have been formed for the pro- 
motion of those legitimate enterprises which 
will enhance the progress and welfare of 
their members. The A. N. R. J. A. has 
taken its rightful place among these groups 
and has demonstrated its ability to be of 
true worth to its membership. I, therefore, 
hope that those of our members who are 
planning to visit Philadelphia will bring with 
them jewelers who do not belong to the 
organization so that they may learn of its 
undertakings. 

There are many important things to be 
accomplished in the future, and particularly 
during the coming year. I am confident, 
therefore, that those who join us at this 
forthcoming convention will feel well repaid 
for their trip, and that the occasion will be 
one which will be long remembered by all. 


Cordially yours, 
ConrapD J. BRoTHERLY, President. 








Marking merchandise with the legend 
“Made in U. S. A.” or similar designations 
of origin may have some stimulating effect 
in domestic trade but does not tend to 
promote export trade and, in some cases, is 
the cause of resentment in foreign coun- 
tries, in the opinion of Secretary of Com- 
merce Hoover. Leaving tariff regulations 
out of consideration, it is evident from the 
statement made by Secretary Hoover that 
he attaches little significance to legends dis- 
closing the origin of merchandise as a factor 
in sales. Secretary Hoover said that there 
is no measuring rod for appraising the ap- 
peal to the American public of. imported 
labels. His opinion is that there is a wide 
diversity in reaction to such labels. 
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Bandits Hold Up and Rob New York Gem Dealer 








Diamonds Valued at $75,000 Taken from Abraham W. Faigin by Three 
Crooks Who Elude Police 

















Maiden Lane, New York, was in an up- 
roar for a few minutes last Monday after- 
noon when it became known that three 
bandits had held up and robbed Abraham 
W. Faigin, dealer in diamonds, 15 Maiden 
Lane, of $75,000 worth of loose diamonds. 
Two of the bandits made their escape un- 
noticed but the third man was compelled to 
use his gun before he succeeded in making 
his getaway. E. Sidney Hyman, wholesale 
dealer in watches and jewelry, who occupies 
part of the office with Mr. Faigin and who 
was in the place at the time the robbery 
occurred, suffered no loss. It is reported 
that $60,000 of the stolen diamonds were 
owned outright by Mr. Faigin while the 
balance of $15,000 were in his possession on 
memorandum. 

The bandits used a somewhat unique 
scheme to trick their victim and the actual 
robbery represented several months of 
effort. About 90 days ago, Mr. Faigin re- 
ceived a telephone communication from a 
man who said he was in the market for a 
diamond. He told Mr. Faigin that he was 
acquainted with a friend of the diamond 
dealer and that he had been recommended 
by this friend. For several weeks thereafter 
the same man continued to telephone Mr. 
Faigin making appointments but it was not 
until three weeks ago that he actually ap- 
peared at the office in 15 Maiden Lane, 
accompanied by another man. 

One of the men represented himself as a 
Mr. Goldberg while the other was intro- 
duced to Mr. Faigin as Mr. Simmons. They 
said they wanted to purchase a three carat 
marquise diamond and opened negotiations 
for the purchase of such a stone. For 
three weeks they continued to call on Mr. 
Faigin and talk over the deal. On Monday 
they came in to tell the diamond dealer 
that they were ready to close the transaction. 

They arrived in the office shortly after 
1 p. M., and after talking over the proposi- 
tion, the man who represented himself as 
Simmons drew a check for the price of the 
stone. When Mr. Faigin refused to accept 
the check, Mr. Goldberg volunteered to go 
out and get money. In a few moments, Sim- 
mons received a telephone call, evidently 
from Goldberg, and after telling him to be 
sure and get the money, waited a few 
minutes longer when another telephone call 
came for Simmons. 

After he hung up the receiver, Simmons 
appeared nervous and got up from the chair 
which he had been occupying in Mr. Faigin’s 
office and pulled a gun from his pocket, 
commanding the diamond dealer to remain 
quiet. At the same moment, two other men 
came into the office carrying a black bag. 
They told Mr. Hyman, who was in the 
front office, that they were from a jewelry 
concern uptown and had come for some 
watches. As Mr. Hyman turned to go into 
his inner office to get the watches, he was 
told to throw up his hands. 

Just then a motorman who wanted to pur- 
chase a scarf pin from Mr. Hyman came 


into the office. He was also confronted 
with guns and the three were then placed 
in one of the small offices. There they were 
bound, hand and foot, and gagged with 
adhesive tape. 

As soon as the men were bound securely, 
one of the thieves went directly to Mr. 
Faigin’s inside coat pocket from which he 
took a wallet containing loose diamonds. 
This was apparently the only thing the 
bandits were after as they touched nothing 
in the safes or the showcases, but started to 
leave the office. Just as they reached the 
door, one of the men was heard to shout 
“down,” and it is believed that two of them 
boarded an elevator which stopped at the 
ninth floor just at that moment. The third 
man apparently becoming panic stricken, 
ran down the stairs. 

Within a few moments after the trio had 
left the office, the three victims gave an 
alarm, one of them pushing a button which 
registered in the hall on the ground floor, 
indicating the office in ‘which the robbery had 
taken place and ringing a gong. It is be- 
lieved that just before the alarm was set off, 
the elevator carrying the two men reached 
the ground floor and these two bandits 
escaped. 

Claud Benedict, the superintendent, upon 
hearing the alarm, ran to the stairway where 
he noticed a man somewhat excited coming 
down the stairs. He grabbed the man and 
started to tussle with him and at the same 
time Miss Thurman, the elevator starter, 
went to the assistance of the superintendent. 
They struggled with the man and when it 
appeared that they were overpowering him, 
he drew a gun from his pocket and struck 
the elevator starter over the hand with 
the butt end of his revolver. He then jerked 
himseli loose from Mr. Benedict’s grasp and 
fired a shot at the superintendent which 
fortunately hit the floor. The man then fled 
through the arcade into John St. and dis- 
appeared into a building from which he 
evidently made his escape. 

The ringing of the bell and the firing of 
the shot attracted the attention of police and 
detectives as well as hundreds of pedestrians. 
The building into which the man had dis- 
appeared was surrounded by police but the 
crook succeeded in some manner in making 
his escape. 

From the description given by Mr. Faigin 
the man who ran down the stairs is believed 
to be Simmons. The police have a good 
description of Goldberg and Simmons and 
the pair which came in later with the black 
bag. Detective Martin J. McKeever, of the 
First Squad, assisted by several other de- 
tectives of the same station, were imme- 
diately detailed on the case. 








After more than 35 years in business, 
Henry S. Gordon, Portland, Me., has an- 
nounced that owing to the present high 
rental he will be forced to quit business at 
Portland and is now selling out his entire 
stock. 
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P. E. Schwarz, Pittsfield, has sold his 
business to the Gold Shop, which also has 
another store in that city. 

S. C. Case, Barry, has returned from 
Lake Worth, Fla., where he went for the 
Winter. While there he found suitable 
property for a jewelry store. 

The Marblehead One-Design class yacht 
race was won by Lawrence F. Percival, 
Jr., with his yacht Barracuda III, by nearly 
a minute and a half at Marblehead, July 13. 

W. B. H. Dowse, president of the Reed 
& Barton Corporation, was one of the 
honorary pall bearers at the funeral of 
former Secretary of War Weeks in West 
Newton, July 15. 

Green & Ratzkoff, manufacturers of fine 
platinum and diamond jewelry, have re- 
moved their factory and office to larger and 
better equipped quarters at 333 Washington 
St. They were formerly at 387 Washington 
St. 

A charter of incorporation has been 
granted to the Penfield Jewelry Co., Inc., 
Boston. The capital is $10,000 and the in- 
corporators are William Penfield, Quincy; 
Alice A. Penfield, Quincy, and Solly Meyers, 
Boston. 

The establishment of the Hanover 
Jewelry Co. has just been doubled in floor 
space and several new showcases and other 
fixtures added. A large diamond office has 
also been installed and the whole premises 
redecorated. 


Herbert M. Warshauer, of the Jewelers’ 
building, has taken over the loose ring de- 
partment formerly carried on by his father, 
I. Warshauer. The latter retains the dia- 
mond end of the business. The son also has 
acquired the Standard Ring Co., with him- 
self as president and his father as treasurer. 

Edward Turner, New York chauffeur, 
who was arrested in Springfield, June 20, 
with C. Walter Worthy, charged with the 
theft of diamonds and jewelry valued at 
$26,000 from the Lynch store, waived ex- 
amination and was bound over to the grand 
jury in $30,000. Worthy escaped from a 
New York jailer after arrest for partici- 
pation in the break in Springfield and is 
still at large. 

Funeral services for Edward H. Frary 
of Weymouth were held at his home in that 
town July 14. The Rev. J. C. Justice of 
the Union Congregational Church of 
Braintree officiated at the services. Burial 
took place in Village cemetery. He was a 
native of Haverhill and had lived in Wey- 
mouth for half a century. He is survived 
by his widow and a daughter. He was well 
known to the trade in Boston where he 
was a frequent visitor. The sympathy of 
the trade is extended to the bereaved. 


Royal Robbins, Brookline, treasurer and 
chief stockholder of the Waltham Watch 
Co., has announced that he is a candidate 
for the Legislature as Representative from 
Brookline. Mr. Robbins declares that his 
Principal aim is to bring more forcefully 
before the Legislature the benefits of old 
age pension. For more than 20 years he 
has been an officer in the Waltham Watch 
Co. He is a former member of the Legis- 
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lature and served on the commission on 
employers and employes following the pass- 
age of the workmen’s compensation act as 
well as on the old age pension commission. 











George R. Weber, of Louis Weber & Son, 
wife and son and daughter, sailed from New 
York on Saturday for a two months’ visit 
to Europe. 

Eugene L. Wilson, foreman of the motion 
department of the Hamilton Watch Co., 
died last week, aged 60 years. He was 
connected with the Hamilton company many 
years. 

R. L. Hawkins, Andover, O., stopped in 
Lancaster recently to see old friends. Other 
visitors were Oscar Smith, of Hamrick & 
Smith, Lexington, N. C.; R. D. Friedline, 
Somerset, Pa., jeweler, and Thomas Owens, 
with Julius C. Walk & Son, Indianapolis. 

Harry (Chick) Trommatter, notorious 
crook, wanted in Lancaster county for rob- 
bery at the Bowman jewelry store, Lan- 
caster, and J. M. Shooker’s store at Eliza- 
bethtown, now in the Chester county, Pa., 
jail for robberies in that county, where. he 
was captured several months ago, nearly 
added another jail-break to his record last 
week. He had nearly worked his way from 
his cell by using a knife when a vigilant 
guard foiled him. 

Lancaster’s Liberty Bell, which rang 
from Trinity Lutheran Church when news 
of the signing of the Declaration of Inde- 
pendence reached Lancaster, was taken on 
July 14 to the Sesqui-Centennial Exposi- 
tion by a large delegation from Lancaster. 
It received an ovation on the streets of 
Philadelphia and at the exposition, where it 
was placed in the Pennsylvania State build- 
ing. The bell was cast in 1745. Frank K. 
Sener, a director of the Hamilton Watch 
Co., is custodian of the bell. 








Allentown, Pa. 





During the heavy wind and rain storm 
which passed over Lehighton on Saturday 
afternoon, the heavy plate glass window of 
Rex’s jewelry store was blown in and con- 
siderable damage done to the stock. 

E. Keller & Sons are using displayed space 
in the papers announcing the fact that during 
July and August they will close their store 
at six o’clock on Saturdays. They were the 
first in town among local jewelers to inau- 
gurate the early closing of their store on 
Saturdays during the warm weather period. 
Faust & Landes, the jewelers, are likewise 
closing their store Saturday evening at six 
o’clock during the Summer. 

The following traveling men are calling on 
the trade in this locality: Fred Wilson, E. 
I. du Pont de Nemours & Co., pyralin divi- 
sion; Paul M. Stern, Louis Stern Co.; H. 
M. Brison, Farrington Case Co.; E. B. 
Downs, N. H. White & Co.; I. Witsen- 
hausen, Michael Levy; Louis Bojar, Bojar 
Co.; F. L. Avery, Louis Manheimer & Bros., 
Inc.; K. Eldredge, International Silver Co., 
and Arthur Veit, B. & L. Veit. 
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Emil Fryer, Samuel Weinhaus Co., spent 
last week in New York and in Providence, 
buying merchandise for the Weinhaus com- 
pany. Mr. Fryer has recovered from 
his recent indisposition. 

Creditors have filed a petition in bank- 
ruptcy against Harry T. Myers, Pittsburgh. 
The petitioning creditors and the amounts 
follow: Samuel Weinhaus Co., $522; Mar- 
tin Gluck & Sons, $575, and M. Wolfson, 
$257. 

An involuntary petition in bankruptcy 
has been filed against William Cohen, Pitts- 
burgh, these petitioners starting proceedings . 
against him: Samuel Weinhaus Co., $582; 
Martin Gluck & Sons, $466, and Harry A. 
Gordon, $1,550. 

Edward R. Fuhr died last week in his 
home on the North Side. He was 78 years 
old and until some years ago was engaged 
in the jewelry business for a long period. 
He had been a lifelong resident of Pitts- 
burgh. He is survived by a son and two 
daughters. 

H. H. Hofmann, vice-president of the 
Heeren Bros. Co., and his family, are leav- 
ing.next week for Conneaut Lake to spend 
their vacation. George W. West of the 
same firm and formerly of the old firm of 
West, White & Christy, is visiting relatives 
in the Monongahela Valley. 

Creditors of Jacob A. Brasley, McKees- 
port, trading as the Brahel Jewelry Co., of 
that place, have filed a petition against 
him. The petitioners are the Samuel 
Weinhaus Co., $135; Landaw Bros., $72, 
and Rocco DiPippa, $1,000, the last named 
sum being for borrowed money. 

Pittsburgh jewelers declare that Pitts- 
burgh must be given the proper rapid 
transit if the city is to progress, J. Alex- 
ander Hardy, of the Hardy & Hayes Co., 
being one of the city’s biggest boosters in 
that respect. Mr. Hardy contends that im- 
provements of any kind which tend to help 
traffic, improve roads and otherwise helps 


“business and the convenience of the automo- 


bilist, enables his firm to do considerable 
business with customers from out of town 
who find driving to Pittsburgh enjoyable 
and profitable. 

Another jewelry store window was 
smashed in Pittsburgh last week, but the 
smashers took good care to stay away from 
the downtown section of the city which is 
being patroled by detectives in an automo- 
bile equipped with riot guns. The window 
broken was that of S. Mallin, 729 E. Ohio 
St. The thieves pitched a brick through 
the plate glass window about 5:30 o’clock 
in the morning and helped themselves to 
gold watches, rings, cuff links, novelties and 
silverware. The police are of the opinion 
that the same gang that has robbed so many 
stores downtown committed this theft. Some 
Smithfield St. establishments which have 
been robbed on numerous occasions are tak- 
ing the extra precaution at the present time 
of keeping anything of value out of their 
windows. In fact some stores do not dis- 
play anything in their windows, simply 
clearing the display space of anything of 
value at night. This is proving helpful in 
the drive against window smashers. 
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ree ASURE 
SOLID SILVER 


WE modern Americans are turning 
again to our past for a new period 
of design for our homes and their 
furnishings. 


That American women may have for 
their tables, silverware in all the 
decorative charm and beauty of our 
early American days, we have de- 
signed and wrought this new pattern 
in “TREASURE” Solid Silver. 


Going back to the very silver itself 
Bs for its inspiration, the EARLY AMERI- 
Hf “‘ aN CAN STYLE, which embraces the 
/ | — \ a a delightful and distinctive features of 
J the spoons made by our early silver- 
smiths, provides the ideal design 
for the many who are demanding 
house furnishings of Early American 
traditions. 
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Jewelers’ Week Retail Jewelers’ Asso- 


ciation and the conventions of the 
National Wholesale Jewelers’ Associa- 
Association are now less than three weeks’ 
away and jewelers should begin now to plan 
to be in Philadelphia during ‘Jewelers’ 
Week,” Aug. 9, 10, 11, 12 and 13. The 
conventions will be held at the Bellevue- 
Stratford Hotel and the fact that the Sesqui- 
Centennial Exhibition will be an added at- 
traction will undoubtedly mean the greatest 
gathering of representatives of the various 
branches of the industry that has ever been 
held. 

The official program of the American 
National Retail Jewelers’ Association, pub- 
lished on page 77 indicates that it will repay 
every retail jeweler who can possibly arrange 
to be on hand for the discussions and ad- 
dresses that will take place. Many sub- 
jects of importance connected with the retail 
jewelry business will be carefully considered 
and the addresses which will be delivered 
will be filled with helpful suggestions which 
will, in themselves, be an education to any 
jeweler no matter how long he has been in 
business. What has been said of the con- 
vention of the American National Retail 
Jewelers’ Association applies also to the 
convention of the National Wholesale 
Jewelers’ Association and the meeting 
of members of the various bragtehes of the 
industry will afford opportunity for the dis- 
cussion of questions of vital’importance to all 
and is sure to result in much benefit to the 
trade at large. 

These conventions will be essentially 
business conventions for business men and 
that will be the dominant note but there 
will also be opportunity for social events 
which, of course, will include visits to the 
exhibits at the Sesqui-Centennial Exhibition. 
Philadelphia also has many historical points 
of interest and the committees in charge 
are arranging for trips which will be both 
educational and interesting. The A. N. R. 
J. A. program is so arranged that there will 
be no evening session this year and the same 
plan will probably be followed by the whole- 
salers. 





Diamond Imports T HAT the impor- 
tation of diamonds 

Increase , ‘ z 
: is keeping up is 

in May indicated by the fig- 

ures for the month of May when the total 
value of the gems entering this country 
amounted to $4,442,861, according to a re- 
port which has just been made public by 
the Bureau of Foreign and Domestic Com- 
merce. Of this amount, $3,791,370 is given 
as the value of the cut diamonds and 
$631,446 as that of the rough or uncut gems. 
A comparison of these figures with the dia- 
monds imported in April show that during 
the previous month the total reached 
$4,263,912 of which the cut stones amounted 
to $3,336,259 and the rough $927,653. The 
May figures confirm the prediction that the 
importations for the fiscal year ended June 
39 were unusually heavy. For the 10 months 
ending with April, the total of cut and uncut 
diamonds reached $54,492,272 as against 
$49,837,433 for the 10 months ending April 
1925. The addition of the figures now avail- 


89 


able for May swells the total importations 
for the 11 months of 1926 ending with May 
to a total of $58,835,133. The figures for 
June which are not yet available will un- 
doubtedly drive the total of the rough and 
cut diamonds for the fiscal year to well over 
$60,000,000. 

A review of the figures showing the value 
of the cut diamonds which came from the 
various countries during the month of May 
discloses that the Netherlands lead the list 
with gems valued at $2,000,687 and that 
Belgium comes next on the list with a total 
of $1,650,346. France sent cut diamonds 
valued at $67,624 and England, shipments 
of $60,838, while the only other country to 
send us cut diamonds during May was 
Brazil with a total of $3,369. 

Of the rough imported, the London syn- 
dicate contributed gems valued at $275,741, 
the Netherlands, $78,059 and Belgium, 
$40,988. Brazil contributed rough stones 
valued at $4,972. Of the shipments direct 
from the diamond fields those from British 
South Africa reached the large sum of 
$231,686. 





HE new Mederal 
mercial Disputes _ Arbitration Act 
. 3 which became effective 
by Arbitration Jan. 1 last is in- 
creasing the settlement of commercial disputes 
by trade tribunals and according to a bulletin 
issued by the American Arbitration Asso- 
ciation, notable progress has been indicated 
in the past two months. The use of the 
new act for the settlement of commercial 
disputes was urged by Secretary of Com- 
merce Hoover in pointing out that the law 
is of much benefit. The law itself, Mr. 
Hoover said, represents “an important step 
toward the elimination of business waste” 
and was passed with the general support of 
the business public. 

Arbitration cannot take place without the 
willingness to arbitrate by both or all par- 
ties to a dispute. There ‘is no such thing 
as compulsory arbitration, for the moment 
arbitration can be compelled without the 
previous voluntary assent of the parties, the 
act ceases to be arbitration. The erroneous 
belief that arbitration can be compulsory 
arises chiefly from the fact that the volun- 
tary act is sometimes recorded in a clause 
in a contract or is embodied in the rules of 
an organization wherein parties or members 
agree to arbitrate future disputes of an un- 
known nature. In the case of a clause to 
arbitrate under certain laws, the State may 
compel the performance of the contract to 
arbitrate; and in the case of a trade organi- 
zation rule that body may require its ob- 
servance on penalty of expulsion. But pri- 
marily arbitration is based always upon the 
willingness to arbitrate and the voluntary 
incorporation of that willingness into a 
written agreement. Such agreement may re- 
late to future disputes or to an immediate 
dispute; but no law can compel arbitration 
without previous voluntary assent. 

In the jewelry trade, the National Jewelers 
Board of Trade has been urging members 
of the Board and those who are not asso- 
ciated with the Board, to avail themselves 
of the opportunity to arbitrate commercial 
disputes through the Board’s Arbitration 
Committee. Under the procedure adopted by 
the Board, all facts are freely and fully 
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placed before the arbitrators so that all 
interested may know that the entire case 
has had a fair hearing. The men who act 
as arbitrators are conversant with conditions 
in the jewelry trade and are of the highesr 
type of ability and character and where 
technical trade knowledge is necessary, care 
is exercised to select men competent to deal 
with each particular situation. 

There are many arguments which can be 
advanced in advocating the arbitration of 


_commercial disputes and many business con- 


cerns are finding it to their advantage to 
adopt this plan of settling disputes as to 
commercial transactions. In  arbitrating 
commercial disputes the bitterness which 
very frequently is evident in litigation and 
which often results in lasting enmity is 
eliminated. The long delays encountered 
when cases are taken to court are done away 
with, as any matter can be heard just as 
soon as the parties are prepared to proceed. 
Such procedure also permits of far greater 
latitude in the presentation of evidence, 
minimizes legal expense, reduces interest 
charges, if the matter is one of financial 
consideration and reduces costs. It is also 
pointed out that a finding does not necessarily 
establish a precedent. 

A survey of the work of arbitration com- 
mittees in other industries shows that this 
means of settling commercial disputes is fast 
gaining ground. For instance, the Silk 
Association of America announced that of 
the 51 cases held in its New York office 
during April, 11 of them were concerned 
with commercial arbitration. It is regarded 
as likely that the current year will mark a 
new high record in the number of trade dis- 
putes settled. 








Colombian Government to Undertake Pearl 
Exploration and Fishing 


WasuinctTon, D. C., July 14.—The gov- 
ernment of Colombia is planning to under- 
take pearl exploration and fishing directly, 
Commercial Attaché William Boaz, at 
Bogota, reports to the Commerce Depart- 
ment. 

The richest of the Colombian pearl beds 
are on the north coast of the Geajira Penin- 
sula, from Cabo de la Vela to Castillets. 
Fishing resulted in a production of $500,000 
in 1923. Native divers bring up the shells, 
no equipment being used. Each boat pays 
the government a license fee of 350 pesos 
per month and the regulations require that 
half of the boats operating must be of 
Colombian ownership and that no company 
or individual may employ more than eight 
boats. Most of the pearls are marketed in 
Paris. Twenty-five per cent. of the re- 
turns go to the government, 25 per cent. to 
the personnel of the boat and 50 per cent 
to the owner, under the plan of operation. 

When the Colombian government com- 
mences direct operation of pearl fishing it 
intends to develop the industry on the Pa- 
cific Coast where pearl banks are known to 
exist off the island of Gorgona, in the region 
of Guapi, and mother-of-pearl off the Bay 
of Cupica. The Pacific pearl beds are now 
being explored and inspected by a govern- 
ment commission. The government’s plan 
for future operation is to divide pearl fish- 
ing into three zones, fixing alternate seasons 
for fishing, thus giving time for replenish- 
ing the beds. 
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Morris Rosenfeld, diamond importer, 68 
Nassau St., sailed last Wednesday on the 
Berengaria, to visit the European diamond 
markets. 

Emil Bornstein, Inc., importer of cutlery 
and novelties, 547 Broadway, was recently 
admitted to membership in the Merchants’ 
Association of New York. 

The office of Walter Lampl, manufacturer 
of platinum and gold chains, 20 W. 47th 
St., will be closed Saturdays during the 
months of July and August. 

Ansen & Co., Inc., importers of precious 
stones, 527 Fifth Ave., announce that their 
offices will be closed on Saturdays during 
the months of July and August. 

The factory of S. Pollack, 73 Forsyth 
St., will be closed from Friday, July 23, to 
Aug. 2, as Mr. Pollack and his employes 
are taking their vacation at that time. 

Murry Masin, importer and jobber of 
American and Swiss watches, has moved 
into larger quarters from the fifth floor to 
the eighth floor of the same building at 65 
Nassau St. 

On and after July 22, 1926, Harris Cohen, 
a jobber at 47 Maiden Lane, will be known 
as Harris Corman, his name having been 
legally changed by an order of the Bronx 
County Court. 

Irving Bernstein, it was announced last 
week, will in the future represent the D’Or 
Jewelry Co., manufacturing jewelers at 206 
Broadway. Mr. Bernstein will call on the 
jobbing trade only. 

R. & L. Nadler, wholesale jewelers, 37 
Maiden Lane, have engaged Sicie Miller to 
represent them in the southern States. Mr. 
Miller’s headquarters will be located at 
Winston-Salem, N. Car. 

The business of Beinhart, Wilowsky & Co., 
jewelers, was incorporated at Albany, N. Y., 
recently with 30 shares of common stock, no 
par value. The incorporators are B. Bein- 
hart, H. Wilowsky and S. Novogrudsky. 

Levy-Wander, Inc., manufacturers of 
watches and diamond jewelry, 1600 Broad- 
way, announced several days ago that their 
place of business will be closed every Satur- 
day during the months of July and August. 

Charles and Julius Kroll, of L. Kroll & 
Sons, Inc., dealers in watches and diamonds, 
15 Maiden Lane, are returning to this city 
on the Leviathan, after a six weeks’ pur- 
— trip to the European diamond mar- 
ets. 

The five-story building, 100 by 100 feet, 
and the property at 445 12th St., Brooklyn, 
was sold last week by the Ansonia Clock Co. 
to a warehouse concern, which it is reported 
will use the building for its own occupancy. 
This building is opposite the Brooklyn plant 
of the Ansonia concern. ; 
_Isidor Goldstein, of M. & I. Goldstein, 
diamond importers, 21 Maiden Lane, re- 
turned on the Leviathan last Monday after 
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While 
abroad Mr. Goldstein visited the principal 
diamond markets of Antwerp, Amsterdam 
and Paris. . 

The business of Kobrien Bros., dealers in 
jewelry, this city, was incorporated at 


a three months’ purchasing trip. 


Albany, N. Y., recently by L. and A. and 
I. Kobrien. The business is incorporated 
with 600 shares of common stock, no par 
value. 

Samuel Pitzele, diamond importer, 22 W. 
48th St., left last Saturday on _ the 
Majestic to visit the diamond markets of 
Amsterdam, Antwerp, Paris and London. 
Mr. Pitzele will be abroad for about six 
weeks. 

It was announced last week that the dia- 
mond business of the late Harry H. Gross, 
68 Nassau St., will be continued under the 
same name and at the same address by his 
son, Eugene Gross. Mr. Gross will call on 
the same trade visited by his father. 

The Drem Products Corp. is"the name of 
a concern incorporated at Albany, N. Y., 
recently with authority to engage in the 
jewelry business in this city. .The business 
was incorporated with 200 shares of com- 
mon stock, no par value, by M. E. Bing 
and J. Orenstein. 

The five-story building and loft erected at 
18 E. 56th St. has been leased to Howard & 
Co., antique silver dealers, now located on 
E. 47th St. The lease is for a term of 21 
years at an aggregate rental of about $450,- 
000. The Howard concern will occupy the 
store about Oct. 1. 

The first meeting of the creditors of the 
Novalis Watch Co., Inc., now in bankruptcy, 
will be held on July 19 at 10 a. M., at the 
office of Haroid P. Coffin, 217 Broadway. 
Creditors may attend this meeting to prove 
their claims, appoint a trustee, examine the 
bankrupt and transact such other business as 
may come before them. 

G. B. Vitelli, of Borrelli & Vitelli, 366 
Fifth Ave., has returned to this city, after 
two years spent in Europe taking care of the 
Paris branch of the concern. According to 
an announcement made, this firm was the 
only coral and cameo concern admitted to 
the Exposition des Arts Decoratifs Moderne 
and was awarded a gold medal. 

From July 3 to July 11, inclusive, the 
factory and office of Katz & Ogush, Inc., 
this city, was closed. During that time the 
employes enjoyed their annual Summer vaca- 
tion, while the factory was reconditioned for 
Fall business. This plan has been followed 
for the past five years and has worked very 
successfully, enabling Katz & Ogush, Inc., 
to maintain uninterrupted service through- 
out the Summer months. During the months 
of June, July and August, the factory and 
office will not be open Saturdays. 

James L. Hand, jewelers auctioneer, 14 
Maiden Lane, is at present closing out the 
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stock of A. W. Cornelius, Asbury Park, 
N. J.; established 35 years. This is one of 
the most complete jewelry stores in the 
United States, being 140 feet deep. In the 
workshop is employed 22 workmen. Mr. 


mail! & 


‘Cornelius, who is vice-president of the New 
Jersey Retail Jewelers’ Association, and is 


a large property holder in Asbury Park 
and vicinity, will shortly establish an office 
in his own building. Conducting this sale 
with Mr. Hand is Charles J. Wilbur, who 
has conducted sales with him for many 
years. 

Joseph Malcolm and David Harrison, ar- 
rested several weeks ago for the larceny of 
a case of jewelry belonging to Max Schoen- 
brun, wholesale jeweler, 116 Nassau St., 
recently pleaded guilty to attempted grand 
larceny in the second degree. Mr. Schoen- 
brun’s case ‘Of jéwelry was taken from his 
automobile When it was parked on Ann St., 
near Nassau St. It developed that the 
jeweler had been followed for some weeks 
by the men who even trailed Mr. Schoen- 
brun. to Philadelphia in the hope of getting 
his bag. According to the police, the men 
had a key made to fit the door of the sedan 
which Mr. Schoenbrun drove and while he 
was in his office one morning recently the 
car was opened and the case of jewelry 
stolen. The pair, it is claimed, was arrested 
just as they were about to leave their apart- 
ment to dispose of the stolen loot. 

Frederick E. Traub, doing business as the 
Traub Mfg. Co., maker of jewelry boxes, 
54 Bleecker St., filed schedules in bank- 
ruptcy in the United States District Court, 
last Thursday, which list the concern’s 
liabilities at $22,700 and the assets at $7,111. 
Among the debts owed by the Traub con- 
cern are $180 for wages, $4,139 for secured 
claims and $18,383 in unsecured claims. 
The assets represent stock in trade, $2,985; 
machinery, tools, etc., $4,027; and debts due 
on open accounts, $98. This concern was 
petitioned into bankruptcy on June 3 of this 
year. Listed among the largest unsecured 
creditors are: L. Bischofsheimer & Son, 
$1,854; Bleecker Realty Co., $355; Walter 
Forstner, $1,052; Richard Fischer, $2,845; 
Herman Hirsch, $701; William Hollweg, 
$406; S. Hureurtz, $687 ; Century Factors, 
$656: P. R. C. Woodworking Co., $301; 
Saliven Paper Co., $404; Geo. Schmiedel, 
$428; Service Die Cutting Co., $394; Tamm 
& Co., $471; Robert Friederich, $1,853, and 
Universal Jewelry Case Co., $3,497. 

A regular monthly meeting of the Jewel- 
ers’ Security Alliance was held last Friday 
at the organization’s headquarters, 15 Maiden 
Lane. Those present included: President 
Alpheus L. Brown, Vice-Presidents H. C. 
Larter and Leo Wormser, Chairman H. H. 
Butts, Secretary J. H. Noyes, and C. J. 





(Continued on page 93) 
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new members admitted to Class B and 11 
Class A members were transferred to Class 
B. Nine rewards were also ordered paid. 

Good-Siegel, Inc., importers of watches, 
have removed from 40 John St. to new 
quarters at 48 W. 48th St. 

The trade is being notified that Moore 
Bros., makers of sterling and plated novel- 
ties, Attleboro, Mass., are making their New 
York office with M. Kornberg, Inc., 200 
Fifth Ave. 

David M. Heitel, representing Henry 
Freund & Bro., 20 W. 47th St., is about to 
start on his first trip for the concern 
throughout the middle west, covering the 
same territory visited by the late Henry 
Freund. 

M. H. Shiman, of M. H. Shiman & Co., 
Inc., diamond importers and manufacturing 
jewelers, 48 W. 48th St., who left for Eu- 
rope last March, arrived here last week on 
the Berengaria, after visiting the various for- 
eign buying centers. 

J. J. Fanning, former jewelry salesman 
who was arrested several weeks ago when it 
is charged he failed to return jewelry ob- 
tained on memorandum from a number of 
concerns in this city, pleaded guilty last Fri- 
day to a charge of petit larceny. Sentence 
will be imposed on July 30. Fanning was in- 
dicted for grand larceny in the second degree, 
but last Friday Judge McIntyre accepted a 
plea of guilty to petit larceny. It is under- 
stood that the defendant is making some res- 
titution to the concerns from which it is 
charged he obtained jewelry. 

Joseph Polak, diamond cutter, 87 Nassau 
St., returned to the country recently after 
spending 10 weeks abroad. While in Europe 
Mr. Polak improved the mode of cutting at 
his cutting works at Antwerp, which is 
under the management of Jef Judels. The 
improved method is now as near to American 
cutting as can be found in Europe. Price 
quotations at the source of supply, that is 
the rough market, according to Mr. Polak, 
are much higher than the prices paid for the 
polished diamonds. In other words, re- 
marked Mr. Polak, the rough diamonds, plus 
wages and other overhead, is greater than 
the price actually obtained for the finished 
goods. 

A delegation from the Brooklyn Retail 
Jewelers’ Association attended the 17th an- 
nual convention of the New York State Re- 
tail Jewelers’ Association held last week at 
Cooperstown, N. Y. Those representing the 
Brooklyn organization included: Samuel 
Feldman, president; Phineas Peters, secre- 
lary and treasurer, and Mr. and Mrs. B. 
Eypel. President Feldman submitted an in- 
teresting report at the convention showing 
the progress which the organization has 
made since July 1, 1925, when it was or- 
ganized with a membership of eight jewel- 
ers. At the present time, the organization 
embraces 118 members. He also told of the 
first banquet held last April. 

Robert J. Macher and Louise Macher 
Brown, owners of the firm of J. Macher, 
15 Maiden Lane, have brought action in the 
New York County Supreme Court against 
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the National Jewelers’ Board of Trade, de- 
manding $100,000 damages. The suit is 
based on an alleged false financial rating 
which the bill of complaint charges was cir- 
culated to the trade by the defendant cor- 
poration, and alleges that because of the 
publication of a change in rating, certain 
concerns refused to deliver merchandise to 
the plaintiffs and that others were reluctant 
to transact any business with the plaintiffs. 
An application to strike out part of the 
complaint, filed in the Supreme Court on 
Tuesday last, disclosed a suit brought by the 
Memorandum Jewelry Co., Inc. against 
Louis L. Wachs and Morris H. Mann, of 
M. H. Mann & Co. and the Harriman Na- 
tional Bank to recover possession of jewelry 
valued at $41,299, consisting of gems obtained 
by Harry A. Cohn, now serving a term in 
Sing Sing. The complaint alleged that Felix 
B. Vollmar & Co. and David I. Rogow 
were dealers in precious stones, and that the 
plaintiff was the owner of and entitled to 
possession of property of the value stated. 
The complaint alleges that two items were 
delivered by Mr. Rogow to Cohn under an 
agreement by which he was to examine them, 
but they were to remain the property of Mr. 
Rogow and be subject to his orders. It is 
alleged that the other three items were ob- 
tained from Vollmar under a similar ar- 
rangement, and that these jewelers have as- 
signed their claim to the plaintiff. It is 
alleged that Cohn obtained possession of the 
jewels in October last and that he “abscond- 
ed and was a fugitive until Oct. 11, when 
he was apprehended by the police authorities 
of New Jersey.” The complaint alleges that 
the jewels were obtained by Cohn through a 
trick and device, and that he did not intend 
to return them, and that his acts amounted 
to larceny. The complaint then alleges that 
Cohn delivered them to Alexander Arnow, 
who turned them over to his brother, Harry 
Arnow, and that the latter delivered them to 
Wachs and Mann, and they were deposited 
in a safe deposit vault in the Harriman Na- 
tional Bank. It was alleged that both 
Arnows pleaded guilty to receiving stolen 
goods and were sentenced to State’s prison. 
The defendants, through Jasie & Solomon 
as attorneys, applied to strike out all of the 
allegations referring to Cohn’s acts as lar- 
ceny and to his conviction, and to that of the 
Arnows. The application filed in the Su- 
preme Court will be argued on Friday. 








In Atlantic City judicial notice was taken 
by Judge Lawrence in the county court of 
the use of “cappers” and fake bidders by 
certain Boardwalk auctioneers. The com- 
plainant in a suit to recover $1,950, he al- 
leged, was due him from a man who runs an 
auction “salesroom” on the Boardwalk, 
testified he had acted as a “booster” for the 
auction room place. Judge Lawrence asked 
him what he meant by “booster,” and he ex- 
plained he would bid up articles at the auc- 
tion, and if other bidders failed to take the 
bait, the goods would be knocked down to 
him. He would take the articles, apparently 
pay for them, and go out with them, but 
would go around to the rear entrance to the 
store and turn them back. It was alleged 
in defense, aid through a financial crisis had 
been extended and that this counterbalanced 
the latter’s $1,950 claim. The jury returned 
a verdict for the full amount. 





Bernard Pfundstein, formerly engaged in 
business in this city, has moved to Belle- 
ville, N. J. 

Albert C. Mandeville, secretary and treas- 
urer of the old firm of Mandeville, Horton 
& Tibbals, Inc., ring manufacturers, this city, 
which has discontinued business, has given 
up his Newark residence and has moved to 
Red Bank, N. J., where he will make his 
permanent home. 

Enoch R. Applegate, of Jersey City, N. J., 
who has spent several years in the Near 
East as educational director for the National 
Council of the Episcopal Church, has 
brought home an interesting collection of 
ancient jewels, silver carvings and iridescent 
glass. From the ancient Temple of the 
Moon, where Abraham is said to have wor- 
shipped, in the recently excavated city of 
Ur of the Chaldees, he obtained a temple 
lamp of carved stone, and from the Temple 
of Venus an interesting collection of cornel- 
ian beads of different shapes and colors, with 
amethysts and crystals. There are several 
intaglios of Venus and Hermes on cornelian. 
Glass vases, bracelets and other pieces, taken 
from the excavations at Rakka, and made 
iridescent by the chemical properties of the 
earth through the centuries, are said to con- 
stitute one of the finest private collections 
of iridescent glass. Besides the articles from 
long-buried cities, there are exquisite exam- 
ples of hand-carving on silver from many 
countries— a dagger in hand-carved scab- 
bard of Kurdish workmanship, a Kurdish 
woman’s headdress and necklace, set with 
rubies, emeralds and turquoises ; lovely ciga- 
rette holders of Damascene or Turkish de- 
sign in silver wire with amber tips. One 
ornament intended for the center of a head- 
dress, which had been in one family of 
Beirut for 350 years, has two magnificent 
pigeon-blood rubies, a single large amethyst 
and a number of small yellow and white dia- 
monds. The whole represents the sacred 
bird conquering the cobra, the shading of 
the wings of the bird being done in dia- 
monds. Eleven amber beads of large size, 
said to have been the gift of Mustapha 
Kemal Pasha of Turkey, were taken from a 
string of 99. A Gregorian watch of intricate 
design was presented to Mr. Applegate by a 
refugee priest whom he helped in Turkey. 
The Newark Museum has made a bid for 
parts of the collections. 








Jewelers Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended July 17, 1926 
The U.S: 


Gold bars exchanged for gold coin.... $552,587.34 
Gold bars paid depositors............ 140,207.75 


ORR aaxiaiiiins Aadiassanewees -eeee $692,795.09 


Of this the gold bars exchanged for gold 
coins are reported as follows: 


Assay Office reports: 











Date Exchanges 
FOU OIE Sine wn cet oases Sains uaevieas $128,106.49 
OO SS oh misaned<a deeeasenaeane dee 61,588.44 
FS. sianicvam ewe eee asiamnmoraemards 77,279.20 
© Re kiana wanna edae Cee eneeas 91,216.46 
© FG cccawatumasoasdnne ont awaeen 173,856.03 
OS ERs. A ata en widiitnwakeleataeanad 20,540.72 
ici hewneanes enews Hawes $552,587.34 
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Service Developed From 
Service Performed 





Established 


The banking service of The ‘icefoundedupon experience 
i ip! National Park Bank is a and achievement, one that 
soren.. nie developmentofmany years’ _is practical, comprehensive, 


usefulness to commercial and well adapted to the 
institutions in all parts of requirements of merchants 
the country. and manufacturers in the 


Consequently, it is a serv- jewelry trade. 


‘eater | THE 
ig ra a f i NATIONAL PARK BANK 
a uy | 


jl ing 


: i : c ua OF NEW YORK 
... i ne OF 
flume 2/4 Broadway 
Capital, Surplus and Park Avenue Office: 240 Park Ave. at 46th St. 
Undivided Profits $34,000,000 7th Avenue Office: 7th Ave. and 32nd St. 













A NEW JEWELRY SAMPLE CASE 


in the Style of a Kit Bag 


THE CAMOUFLAGE SAMPLE CASE FOR THE 
VALUABLE LINE 
THESE CASES HAVE 


The New “Sesamee” Keyless Lock 
THE PERFECT LOCK 
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SESAMEE 








Enlarged View of Lock No. 2354 Kit Bag Open Showing Trays 


No. 2354 Kit Bag 


these Cases Sent on Reet RURKCKERT MANUFACTURING CO., Providence, R. I. 

















The BUYERS’ DIRECTORY 


Price One Dollar 





The Jewelers’ Circular Pub. Co., 11 John Street, New Yerk 
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Mr. and Mrs. Manuel F. Williams spent 
the past week in Portsmouth, N. H. ‘ 
John Kelso, of Dorrance St., was a busi- 
ness visitor in New York last week. 

Thomas U. Catlow made a business trip 
the past week to New York and Atlantic 
_— A. Leary has recently started in 
business as the Stainless Steel Knife Co., 
at 1017 Broad St. 

Frederick W. Aldred has returned from a 
two weeks’ automobile trip to Detroit and 
Battle Creek, Mich. 

Mr. and Mrs. Henry Flecher are spend- 
ing a few weeks at the Shirley Hill House, 
at Manchester, N. H. 

Walter I. Sundlun is to erect a one-story 
building of brick, 35 by 60 feet on North 
Main St., Pawtucket, costing $10,000. 

Walter Lederer was in charge of arrange- 
ments for the campfire meeting of the Ex- 
change Club at Conimicut last Tuesday 
evening. 

Mr. and Mrs. Arthur Henius have re- 
turned from a visit to Battle Creek, Mich., 
and are now at their Summer home at 
Buttonwoods. 

Henry J. Fuller, chairman of the board 
of directors of the Gorham Mfg. Co., has 
been elected a director of the First National 
Bank of Boston. 

Morgan W. Rogers and family have 
arrived for the season to occupy the 
Moulton bungalow, on Moulton road, 
Narragansett Pier. 

A concerted movement of all veteran 
organizations throughout the State is being 
started to have all stores closed the entire 
day on Armistice Day. 

Henry G. Joyce, superintendent of the 
Ostby & Barton Co. factory, is touring 
through the New Jersey seaside while the 
factory is closed down. 

The Supreme Mfg. Co. is the name of a 
new concern that has recently started in 
business at 75 Ship St. Sidney Greenburg 
is proprietor of the new firm. 

Arthur L. Nason has filed statements at 
the office of the city clerk that he is the 
sole owner of the Butterfly Box, retailers 
of butterfly jewelry and novelties. 

Charles W. Grube, of A. J. Denison & 
Co., of Riverside, accompanied by his wife 
and daughter left Friday for New York to 
sail Saturday for a trip to Bermuda. 

Edward M. Wheeler, manager of the 
Providence office of the National Jewelers 
Board of Trade, was in Cambridge, Mass., 
last week on business for the board. 

The plant of the Radium Jewelry Co., 
33 Friendship St., will be closed for the 
annual vacation, stocktaking and renova- 
tion period. from July 23 to August 2. 

Notice has! béeh filed at the Secretary of 
State’s office of an amendment to the charter 
of the Alfred Corp., the realty holding com- 
pany of the William C. Greene Co., whereby 
the name is changed to the Alfred Co. 

_R. G. Gregg, of the Ostby & Barton Co., 
1s spending his vacation at the Ostby & 
Barton cottage on Prudence Island in Nar- 
ragansett Bay. This cottage is being 


offered by President Harald W. Ostby, of 
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the concern, to heads of departments who 
have families. 

The factory of the D. M. Watkins Co., 
274 Pine St., will close July 24 till August 
2 for stock taking, renovations and vacation. 
The factory will be closed but the office 
will remain open to receive orders, but none 
will be shipped. 

Harold Barker, of Barker & Barker, who 
is a member of the National Reserves with 
rank of Colonel of the Three Hundred and 
Second Field Artillery of Rhode Island, has 
been on a tour of duty with that outfit at 
Fort Ethan Allen, Vt. 

Charles Mealy, of The Hadley Co., was 
winner in Division B in the golf ball sweep- 
stakes at the Wannamoisett Country Club 
on Saturday. Among other players on these 
links were Gus Strandberg, E. E. Codman 
and E. D. Crandall. 


William H. Manchester, who the first of 
the month announced his intention of dis- 
continuing his gift store at 522 Broad St., 
has changed his plans and will continue at 
the same place under the name of the Man- 
chester Oriental Art Shop, with a branch 
at Hyannis, on Cape Cod. 

The first meeting of the creditors of John 
M. Weinbaum, formerly proprietor of the 
Empire jewelry store, Westminster and Em- 
pire Sts. and of the Trinity Square 
Jewelers, Inc., of Broad St., Pawtucket, was 
held last week and Aylesworth Brown was 
appointed as trustee with bond fixed at $100. 

Scullian Bros., Inc., of this city, capitalized 
at $10,000, to deal in jewelry and precious 
stones, was granted a charter the past week 
under the laws of Rhode Island. The in- 
corporators are Stephen J. Casey, of South 
Kingstown; Albertino E. Scullian, of Provi- 
dence, and Alice E. Johnson, of East Green- 
wich. 

At least five young men from the Brown 
& Sharpe Mfg. Co. will attend the Citizens’ 
Military Training Camp at Fort Adams, 
Newport harbor, during the month of 
August. They are Earle B. Leeds and 
James H. Holiday taking the blue course; 
Anthony T. Racelowski and Earl E. Cole- 
man, the white course and Clifford B. Risen, 
the red course. 

A charter was granted Saturday by 
Secretary of State E. L. Sprague under the 
laws of Rhode Island to the Kleiner-New- 
man Co., which will locate in this city, for 
the purpose of dealing in jewelry and 
novelties with a capital stock of 500 shares 
of common without par value. The incor- 
porators are Morris D. Newman, Charles 
Kleiner and Maurice Robinson, all of Provi- 
dence. 


Among the jewelry buyers reported in this 
city and vicinity during the past week were 
the following: Emil Freyer, of Samuel 
Weinhaus Co., Pittsburgh, Pa.; Mr. Lesser, 
of Samstag & Hilder Bros., Inc, New 
York city; I. L. Lachman, of I. Lachman & 
Sons Co., Seattle, Wash.; A. H. Loecke, of 
Carson, Pirie, Scott & Co., Chicago; Mr. 
Cummings, of Gimbel Bros., Inc., Phila- 
delphia; Louis Weinstock, of Cohn & 
Weinstock, Inc., New York city; Miss 
3irkenbuhl, of Marshall Field Co., Chicago; 
Sol Block, of S. H. Block Co., Columbus, O. 

Frederick W. Beckwith, who retired 
Wednesday from active service, after 45 
years of consecutive employment with the 
Gorham Mfg. Co., was honored by fellow 





95 


employes before he left the plant that day, 
who presented him with a traveling bag and 
an umbrella as a testimonial of their esteem. 
The gifts were presented by Charles W. 
Gower, long associated with Mr. Beckwith 
at the plant. Mr. and Mrs. Beckwith will 
leave shortly for a trip of several months’ 
duration to visit relatives in the middle 
west, and to tour Yellowstone Park, Salt 
Lake City, and to the Pacific Coast. They 
will return via the Grand Canyon. 

A fun-making baseball game between 
Streeter’s “Rubes” and Pickle’s “Giants” 
was the big feature of the annual outing 
and field day of the Irons & Russell Co. 
Relief Association held this afternoon at the 
Chopmist Hill Inn, at Scituate. The party, 
numbering about 125, was transported to the 
recreation grounds by automobiles making a 
lengthy procession as more than a score of 
machines wended their way from the factory 
on Chestnut St. a dozen miles into the 
country. Among the guests were President 
Charles F. Irons, Vice-President Ellis W. 
MacAllister, Manager and Treasurer Charles 
A. Russell and Secretary Albert I. Russell 
of the company. Upon arrival a luncheon 
of chowder, fried eels and salads was in 
waiting and then everybody rushed for the 
ball field where the wierd game was staged. 
The teams included both men and girls and 
the umpires, MacAllister and McDermott 
were continually besieged with disputes on 
their supposedly fair decisions and for self 
protection were finally obliged to call it a 
tie game to avoid further argument. After 
this had been settled (?) the field events 
were held and included 50-yard dashes, ball 
batting. contest, potato races, base walking 
contest, egg and spoon race, ball throwing 
and doughnut contest, for both sexes. A 
clambake followed the games and dancing 
was enjoyed until well into the evening, 
while an orchestra furnished music. The 
committee consisted of Charles Sullivan, 
chairman; Elizabeth Barry, Ruth Stanwood 
and Arthur Pascucci. 











John L. Thompson spent the last week- 
end in Falmouth. 

The firms in the Riley building resumed 
operations last Monday following a week’s 
shut down. 

Howard M. Ballou, of R. Blackinton & 
Co., has returned from an automobile trip 
through Washington County, Maine. 

North Attleboro tax rate this year was 
announced as $32 per $1,000 the past 
week, an increase of $1 over last year. 

Mr. and Mrs. E. Linwood Wise spent the 
last week-end with relatives at Matunuck 
on the south shore of Rhode Island. Mr. 
Wise is a member of the firm of Doran & 
Bagnall Co. 

The North Attleboro Rotary Club has 
voted to sponsor an “old Home Week” dur- 
ing the dedication week of the new North 
Attleboro Hotel next May or June. 

Howard Grant of this town has been ap- 
pointed a member of the executive commit- 
tee which will have charge of the 2st 
Rotary district conclave in the Fall, at 
Poland Springs, Me. 






































































William Augat left last week for New 
York for the Summer months. 

Mr. and Mrs. Joseph Brooks started last 
Friday for a visit to Canada by automobile. 

Mr. and Mrs. Edmund Kiff, who have 
been touring Maine by automobile the past 
week, have returned. 

Mr. and Mrs. George R. Whitman are 
registered at Quonochontaug Beach on 
Block Island Sound. 

L. G. Balfour & Co. will close its fac- 
tory on County St., from July 23 to August 
9 for a vacation period. 

Mr. and Mrs. Edward P. Heussler and 
son have returned from a week’s vacation 
in Hartford, Conn., and on Long Island. 

Mr. and Mrs. Alexander White, who spent 
the past week at Old Orchard Beach, Me., 
have returned to their home in this city. 

Mr. and Mrs. Samuel Maddox and Mr. 
and Mrs. Walter Lawrence have returned 
from an automobile trip over the Mohawk 
Trail. 

Miss Mildred I. Killion, who has been in 
the employ of the Balfour Co., was married 
last Monday morning to Raymond A. 
Jenckes. 

Mr. and Mrs. Richard S. Harding left 
Friday for a three weeks’ automobile trip 
to Canada, their schedule including a stay 
in Nova Scotia. 

Frank P. Daughaday, of Freeman, 
Daughaday & Co., with a net of 62 won 
Class A honors at the Highland Country 
Club last Saturday. 

Mr. and Mrs. Walter J. La Buff have 
returned from a vacation trip by automobile 
over the Mohawk Trail, through Vermont 
and New Hampshire. 

Winter Bros. Tap and Die Co. of 
Wrentham raised $30 among its employes 
for the benefit of the rest camp at Sharon, 
which is conducted by the Salvation Army. 

The following concerns have announced 
the closing of their plants on July 24 until 
Aug. 9 during which there will be a vaca- 
tion period, stock-taking and a general over- 
hauling of machinery: Leach & Garner 
Co., Leach & Miller Co., J. M. Fisher Co., 
General Findings & Supply Co., W. E. 
Richards Co., Bliss Bros. Co., R. F. Sim- 
mons Co., M. S. Co., Robbins Co., D. & D. 
Chain Co., Cook Harding Co., Morse, 
Andres & Co., Wells Mfg. Co., F. L. Torrey 
& Co., Independent Mfg. Co., Walker Bros., 
Sinclair, Marks Co., Sykes & Strandberg, 
C. O. Sweet & Son Co., H. W. K. Co., J. A. 
Cunningham Co., C. D. Lyons Co., Guyot 
Bros. Co., Inc., and the J. & L. Tool Co. 








Plainville, Mass. 


Sturgis Rice has gone to Amherst Col- 
lege for a special course this Summer. 

The manufacturers’ committee of the 
Plainville Board of Trade met Wednesday 
evening and reported several prospective 
tenants in view for the vacant factory space 
in town. 

The Plainville Stock Co., which for many 
years has occupied the factory on the north 
side of West Bacon St., at the corner of 
South St., is moving into the factory re- 
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cently vacated by Schofield, Melcher & 
Schofield. The company reports a very en- 
couraging activity. 

Charles Whiting, of the Whiting & Davis 
Co., entertained about 50 members of the 
firm’s office force and department heads at 
his Summer home at Chatham, on Cape 
Cod., over the last week-end. 











John J. Diebold, Jefferson Ave. jeweler, 
and his wife, who attended the New York 
State convention, completed the week with 
a motor trip to points of interest in the cen- 
tral part of the State. 

L. E. Winchester, Fredonia, N. Y.; F. J. 
Wemett, Livonia, N. Y., and E. M. Dela- 
porte, Silver Creek, N. Y., were among the 
out-of-town retail jewelers who visited the 
retail trade here last week. 

William F. Ehmann, Elk St. jeweler, with 
his wife and family, plans to motor to the 
convention of the A. N. R. J. A. next month, 
leaving here on Aug. 5 and stopping en route 
at Watkin’s Glen and Williamsport. 

In the arrest of Ralph Freeman, 24 years 
old, and Barney Kaz, 28 years old, of this 
city, police believe they have obtained a clue 
to the robbery of the Werner jewelry store, 
1820 Genesee St., last February. Watches 
stolen from this store, by burglars who broke 
the show window, were found in the pos- 
session of the prisoners, the police allege. 

Jack Lewin, 30 years old, member of the 
firm of Ben Lewin & Sons, proprietors of 
Warner’s jewelry store, 3 W. Eagle St., 
pleaded guilty before Judge F. Bret Thorn 
in County Court on July 15 to a charge of 
manslaughter, second degree, growing out of 
an automobile accident in which Max 
Spector, 56 years old, of this city, was killed 
on April 20, last. At the same time suit for 
$50,000, instituted by the estate of the dead 
man, against Jack Lewin, was settled out of 
court when $15,000 was paid the administra- 
tor. 

Mr. and Mrs. Leo Van Kopald, the for- 
mer an Albany jeweler; their daughter, 
Shirley, and Edward Leininger, vice-presi- 
dent of the New York State Retail Jewelers’ 
Association, narrowly escaped serious injury 
on their way to Buffalo from the Coopers- 
town convention last Thursday, when Mr. 
Van Kopald’s car was forced into a ditch, 
about four miles west of Waterloo, by a 
truck, which side-swiped another pleasure 
car occupied by Torontonians. The truck 
careened along the highway at a speed ap- 
proximating 60 miles an hour and failed to 
slow down as passenger cars do on approach- 
ing a railroad crossing. The truck piled up 
in the ditch, and the driver, escaping injury, 
hailed a passing motorist and got away. 
State troopers, who appeared on the scene 
shortly afterwards, identified the license 
plates on the truck and declared the arrest 
of the driver would be accomplished by 
nightfall. The mishap occurred between 


3:30 and 4 o’clock in the afternoon. The 
Van Kopalds left Cooperstown Thursday 
morning to visit relatives in Buffalo. They 


invited Mr. Leininger to accompany them. 
The car was damaged in the rear, but after 
repairs had been made they continued on to 
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Buffalo. Apart from a shaking up and a bad 
fright, none of the jeweler’s party was jn- 
jured. 
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A. C. Brumley, Birmingham Jewelry Co, 
manufacturing and retail jewelers, is on a 
business and pleasure visit to Chicago and 
other western cities. While away he 
attended the national meeting of the Elks in 
Chicago. 

More bad checks than ever have been cir- 
culating in Birmingham recently, according 
to the Associated Retail Credit Men's 
Association of Birmingham, of which 
organization many of the retail jewelers are 
members. 

A number of the retail jewelry stores of 
Birmingham, Ensley, Pratt City and 
Bessemer are closing one afternoon each 
week during the Summer in order that pro- 
prietors and employes may have a _half- 
holiday each week. 

Governor William W._ Brandon has 
paroled Rufus Ford, member of the noted 
Roy Dickerson band of jewelry thieves and 
bank robbers. Ford was convicted of com- 
plicity in the $100,000 robbery of the 
Phenix-Girard Bank, at Phenix City, in 
1920, and given 17 years. Herbert Shouse, 
W. M. Crawford, Tom Ford and Mrs. Roy 
Dickerson, all convicted in connection with 
the Phenix City Bank robbery, were paroled 
some time ago. Rufus Ford is the last of 
the gang to be .given his liberty on parole. 
Roy Dickerson, leader of the gang, is a 
fugitive from justice. He escaped from 
Kilby prison about three years ago, where 
he was serving a 25-year sentence in con- 
nection with the Phenix City Bank rob- 
bery. He is also wanted for robbing a New 
York traveling diamond salesman of some 
$80,000 worth of diamonds in a hotel in 
New Orleans, soon after the Phenix City 
Bank robbery. A price is on his head, but 
detectives of America and of Europe and 
every country of the world have failed to 
locate him. 








An interesting speech was made at a 
banquet given by the Société des Artists 
Decorateurs (Decorative Artists Union) in 
Paris, when M. Rameil, Under Secretary of 
State for the Fine Arts, said that tradition 
is at one and the same time an instrument 
of progress and an obstacle to it. It is an 
instrument of progress as nothing can be 
done in this world without being prepared 
through a long past, by a loyal apprentice- 
ship to the trade and a respect for technique. 
It would be wrong, he said, to repudiate the 
work of long procession of masters at the 
art of research, of preparation of one kind 
and another of which modern decorative art 
is the result. But tradition may also be- 
come an obstacle to progress, he said, if it 
pushed so far as to degenerate into the 
mere servile copying and imitation of mas- 
ters of the past. You must know how to 


adopt the traditions of your art to new 
conditions, to present life and modern psy- 
chology, and it is in doing this that the 
modern artist is successful, he concluded. 














cir- 
ling 
en’s 
hich 
are 


ts 
in 
of 
yn 
nt 
in 

















Vol. XCII 


No. 25 















UVADDDAVD DARD 


N 
W 


W 


Wr 





\ 
ie 

















| 


July 21, 1926 | 
i 


4 {\ 








é 














Chicago Notes 





Samuel Riskind, of the Illinois State 
Pawners, is spending two weeks in northern 
Wisconsin enjoying a rest and doing some 
fishing. 

Mike Atz, of Atz Bros., returned this 
week from Brown’s Lake, Burlington, Wis., 
where he motored with his family for a 
few days. 

Frank Adamek, retail jeweler at 1718 W. 
51st St., recently closed out his business and 
is now spending his time at Elgin, III. 
where he bought a farm. 

B. R. Smith, Ohio representative of the 
Keystone Watch Case Co., is leaving for 
his territory this week after spending a 
few weeks in Chicago preparing for the 
trip. 

A. N. Bromley, Birmingham Jewelry 
Co., Birmingham, Ala., spent the past week 
in Chicago attending the Elks’ convention 
and calling on his many friends in the 
trade. 

Francis Spears, George H. Fuller & 
Son Co., returned this week with his wife 
and son from Hamlin Lake, near Luding- 
ton, Mich., where he spent a week enjoy- 
ing a rest. 

A. C. Spitzer, Liberty Watch Case Co., 
29 E. Madison St., left this week on a 
business trip through the west as far as 
California. Mr. Spitzer will be gone for 
several weeks. 

Rudolph Bruening, representative for the 
Western Watch Case Co., left last week on 
a business trip through the west as far as 
Denver, Colo. He will visit the trade for 
about four weeks. 

Jake Levin, manager of the Chicago 
office of L. Heller & Son, returned last week 
from New York where he spent a couple 
of weeks visiting at the home office and 
attending sales conferences of the concern 
in the metropolis. 

Ed Fry, of Edward Fry & Co., wholesale 
jewelers, at 31 N. State St., left this week 
for Hieghman Lake, Wis., where he will 
spend several weeks fishing and resting be- 
fore leaving on an extended business 
trip. 

H. M. Eddy, representative for the Stein 
& Ellbogen Co., spent the past week at the 
home office replenishing his stock and get- 
ting his new Fall samples. Mr. Eddy left 
this week on an extended trip through his 
territory. 

Leo Lewitan, of S. Lewitan, diamond 
dealer, with office on the 11th floor of the 
Heyworth building, returned last week 
from a 10 days’ business trip through the 





middle-west and business as 
favorable. 

Sig. Thein, wholesale jeweler, located on 
the eighth floor of the Heyworth building, 
returned recently from a two months’ trip 
through the west and after spending a few 
weeks in Chicago will leave for his trip 
through Illinois. 

Victor B. Hume, manufacturers repre- 
sentative, is spending several days in 
Detroit, and will then return to Chicago 
for a day before leaving for a business trip 
through Wisconsin and the northwest. Mr. 
Hume expects to complete this trip about 
Aug. 1. 

John P. Ryan, formerly of the John P. 
Ryan Co., Flint, Mich., spent the past week 
in Chicago looking up some of his old 
friends and renewing old acquaintances. 
Mr. Ryan has retired from the jewelry 
business and is making his home at Zanes- 
ville, O. 

Emil Noel, wholesale jeweler, located on 
the 15th floor of the Heyworth building, 
left last week with his wife and son for 
a motor trip through the east. En route 
home he will stop at Cleveland, where he 
will meet his daughter, who will accompany 
him home. 

Charles Baumrucker, of Jones & Baum- 
rucker, credit jewelers, with main offices in 
the Columbus Memorial building, accom- 
panied by his wife and family, left last 
Wednesday to motor through the north and 
northwest. Mr. Baumrucker will be gone 
for about a month. 

Adolph Weiss, of the firm of Heinrich, 
Herrmann & Weiss, leather goods manu- 
facturers, left for the home office and fac- 
tory in New York, last Thursday evening. 
Mr. Weiss will spend about three weeks 
there attending sales conferences and getting 
his new Fall line. 

S. C. Lund, secretary-treasurer of A. C. 
Becken & Co., spent the past week accom- 
panying H. I. Robinson, their Iowa repre- 
sentative, on a trip through the State. On 
Monday of this week he arrived at Britt, 
Ta., where he will remain for two weeks, 
visiting with relatives and friends. 

William L. Heinberg, Keystone Watch 
Case Co., Riverside, N. J., is spending two 
weeks in Chicago visiting with old friends 
and calling at the Chicago office. Mr. 
Heinberg has been away from Chicago for 
nbout six months and is making his head- 
quarters at the home of his parents. 

Wm. F. Wolters, in charge of the diamond 
department of J. R. Wood & Sons, New 
York, arrived in Chicago last week to at- 
tend the national convention of the Elks, 


reports 


and while here spent some time at the 
Chicago office of this firm. Mr. Wolters 
has many friends in the jewelry trade in 
this territory and they were all happy to 
see him and spend some time with him. 
Commanding Captain Barnard Banner, of 
Chicago Lodge No. 4, B. P. O. E., appointed 
Ted J. Tracy, representative for Juergens & 
Andersen Co., to be aide-de-camp in their 
parade, held last Thursday afternoon. Mr. 
Tracy was one of seven to be honored in 


this way. All during the past week the 
Elks held their national convention at 
Chicago. 


“Billy” Little, George H. Fuller & Sons 
Co., in charge of the New York office, 
arrived in Chicago last week with his wife 
and family and is combining the trip with 
business and pleasure. Mr. Little is spend- 
ing the greater part of his time at the home 
of his wife’s parents at Lake Bluff, IIL, 
and is visiting at the firm’s local office in 
the Heyworth building. 

M. Schroeter & Co., located in room 
1108 Heyworth building, have just completed 
the remodelling and the rearranging of 
their offices and display rooms, which was 
made necessary to accommodate additional 
lines of merchandise. This concern reports 
that since being located in Chicago their 
business has been very good. M. Schroeter 
& Co., are wholesalers of material and 
jewelry. 

The New Diamond Point Pen Co., 
formerly located at 14 W. Washington St., 
has secured more desirable space for the 
Chicago office in suite 707 Columbus 
Memorial building, 31 N. State St. This 
concern manufacturers fountain pens and 
the home office and factory is at 333 Hud- 
son St.. New York. N. S. Worth, vice- 
president of the concern, and Harry M. 
Marks, mid-western representative, make 
their headquarters at the Chicago office. 

Harry Rosenshield, Chicago manager for 
Hamilton & Hamilton, Jr., left this week on 
a business trip through the middle-west. 
He will be gone for four weeks. C. F. 
Bierman, who represents this firm in 
Michigan, Ohio and Pennsylvania; Nat 
Levy, Illinois, Winconsin, Indiana and Min- 
nesota, representative, and W. F. Haas, who 
calls on the trade in Missouri, Nebraska, 
Oklahoma, Iowa and Kansas, have left on 
their first Fall trips over their respective 
territories. All of them will be gone for 
many weeks. 

A. C. Becken, Jr., of A. C. Becken & 
Co., attended the convention of the Wis- 
consin Retail Jewelers’ Association last 
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week and before returning home will spend 
some time at Ashland, Wis., with his wife 
visiting at the home of a cousin. 

Frank M. Ely, National Jewelers’ Board 
of Trade, is spending a couple of weeks at 
California enjoying a rest. 

Edgar Fox, of Lindenberg & Fox Co., 
Inc., was a visitor in Chicago last week 
calling on friends in the trade, and visiting 
places of interest. 

Fred A. Slaten, advertising manager for 
C. D. Peacock, Inc., is spending a few 
weeks in New York and the east visiting 
the various factories. 

G. Berger recently opened a retail 
jewelry store under the name of the Gold 
Coast Jewelers. The store is located at 
47 West Division St. 

Ben Bossel, representative for Joseph 
Fahys & Co., Jewelers’ building, returned to 
Chicago last week from a two weeks’ motor 
trip through the east. 

Bernard P. Smith, silverware buyer for 
C. D. Peacock, Inc., is enjoying a few 
weeks rest at his home and a motor trip 
to nearby lakes and towns. 

L. C. McEwen, with the Koons Jewelry 
Store, Beatrice, Nebr., was in Chicago last 
week, attending the convéntion of the Elks 
and calling on various wholesale jewelry 
houses. 

Morris Silverberg, William Little and 
Frank Barton, of the sales department of 
the Stein & Ellbogen Co., left last week on 
an extended business trip throughout their 
respective territories. 

About 10 o’clock one morning last week 
two negroes smashed the window of the 
retail jewelry store of Eli A. Nierman, 3020 
S. State St., and after grabbing about 
$1,000 worth of jewelry escaped. 

Gus Weinfeld, of Block-Weinfeld Co., and 
David Helfer, Harry J. Lossau and B. J. 
Drach, left last week for their respective 
territories. All of them will be gone for 
several weeks calling on the trade in their 
respective territory. 

The corporation of the Roos-Spears Co., 
17 N. State St. has been dissolved and 
has been succeeded by Louis A. Roos. 
Charles E. Spears, a member of the old 
corporation, has sold out his interests. 

Mrs. Hazel Calkins, of the sales promo- 
tion department of the Oneida Community 
Limited, at Oneida, N. Y., was a visitor in 
Chicago during the past week, visiting with 
relatives and old friends in the trade. 

Ralph Seiffe, Chicago representative for 
the Baer & Wilde Co., left this week on a 
business trip through the middle-west. He 
will be gone for about three weeks. Mr. 
Seiffe is making this trip to introduce some 
new merchandise. 

George Chapman, of Chapman & Arm- 
strong, Galesburg, Ill., stopped off in Chi- 
cago last week for a few days to visit the 
markets before leaving for Seattle, Wash., 
where he will spend several weeks attend- 
ing to some personal business. 

Julius Armbruster, accompanied by 
Willard Bunn, of the Illinois Watch Co., 
was in Chicago during the past week visit- 
ing with members of the wholesale trade. 
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Mr. Armbruster introduced Mr. Bunn, who 
is now associated with this company. 

Robert Shipley, president of the Vail 
Jewelry Co., Wichita, Kans., was in Chi- 
cago last week for a couple of days en 
route to the markets in New York and the 
east. Mr. Shipley is making purchases for 
the new store they are opening at Amarillo, 
Tex. 

Visiting jewelers in Chicago during the 
past week calling on the markets were as 
follows: J. L. Peterson, Grand Rapids, 
Mich.; E. B. Lewis, Dewight, Ill.; Doc 
Fessler, of Fessler & Co., Waterloo, Ia.; 
Roy Fox, Macon, Mo.; W. M. Stevenson, 
Holland, Mich. 


Word was received in Chicago last week 
that the retail jewelry store of Thomas J. 
Dale, Kenosha, Wis., was burglarized one 
night last week. The thieves entered the 
store by way of the coal chute. They 
helped themselves to watches on the repair 
rack and made no attempt to enter the safes. 

W. A. Kinsman, general manager of the 
Towle Mfg. Co., Newburyport, Mass., ac- 
companied by his wife, was a visitor at 
the concern’s Chicago ofhce last week en 
route to California and Alaska. Mr. Kins- 
man will spend considerable time enjoy- 
ing the sights and getting a much needed 
rest. 

S. Schnelling, manufacturing jeweler, is 
now located in his new quarters on the 
eighth floor of the new Masonic Temple, 32 
W. Randolph St. Mr. Schnelling formerly 
was at 32 N. State St. The new location 
is equipped with all new benches and tools 
and has an attractive office and, display 
room. 

Ernest Block, manager of the Chicago 
office for the Louis Stern Co., left last 
Thursday night on a business trip through 
the west as far as the Pacific Coast, and 
will return home by way of the south. Mr. 
Block will visit the wholesale trade through 
this territory, and will return home on 
Sept. 2. 

Rosenthal & Rosen, located at 527 S. 
State St., is the name of a new retail jewelry 
business recently opened. The partners in 
the business are Gus Bernstein, who for- 
merly was connected with the Bernstein 
Watch Co., St. Paul, Minn., and Jack Rosen, 
who for the past 10 years was associated 
with the Lester Jewelry Co., of Chicago. 

Steve Leubusher, of Leubusher-Schumann 
Co., wholesale jewelers’ with offices in the 
Jewelers’ building, returned last week from 
Green Bay, Wis., where he attended the 
convention of the Wisconsin Retail Jewelers’ 
Association. Edward Gerken, of this firm, 
who assisted Mr. Leubusher at the con- 
vention, returned to Muskegon, Mich., 
where he and his family are spending 
several weeks enjoying a rest. 

Announcement was made this week that 
the jewelry trade show to be held in 
‘(Chicago under the auspices of the Chicago 
Wholesale Jewelers’ Association will be 
held during the week of Sept. 20 and 
exhibits will occupy the third and fourth 
floors of the handsome new Jewelers’ build- 
ing, on Wacker Drive. Already enough 
assurance of co-operation has been received 
to insure the success of this undertaking. 

The Martin Jewelry Co., Inc., celebrated 
the opening of its third credit jewelry 
house on Saturday of last week. The new 
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store is located on the second floor of the 
new Masonic Temple building, at 32 W. 
Randolph St. The concern occupies very 
large and attractive quarters and have three 
large windows facing the street. They have 
installed all new mahogany fixtures and a 
beautiful grey rug puts the finishing 
touches to the place. The Martin Jewelry 
Co. has two other stores, one at 63rd and 
Cottage Grove Ave. and the other at 6lst 
and Halsted Sts. 











C. F. Brown, jeweler in the Wallingford 
Hill district of Seattle, has just returned 
from a visit to Index. 

Space will be taken at 716 Pike St. for 
the opening, Aug. 1, at that location of the 
Minneapolis jewelry, coin and curio store, 
with a stock of jewelry merchandise and 
curioes from many quarters. 

A novel combination gift shop was opened 
in the University district of Seattle, July 12, 
by Mrs. W. J. Williams, who recently came 
to this city from Spokane. She is combining 
music with gifts, and opening the shop at 
3200 Harvard St., N., with a line of music, 
as well as interesting novelties. 

Leo Wiesfield has been appointed to sey- 
eral committees to assist in making ,arrange- 
ments for the Eagle’s convention, which will 
be held in Seattle early in August, when 
about 75,000 Eagles from all parts of the 
United States will visit the city. Mr. Weis- 
field has been elected chairman of the flow- 
ers committee, as well as being a member on 
the ladies’ committee. 

Burnett Bros., jewelers of Seattle, have 
taken a lease for 10 years on the property 
at 1316 Second Ave., the Curtiss building, 
and are planning to move as soon as these 
quarters can-be prepared for the installation 
of their jewelry stock. This Seattle store is 
one of a Pacific chain of retail stores that is 
one of the largest in the country. The first 
store was started in Chehalis about 28 years 
ago, and developed to its present proportions 
in that length of time. 








Canada Notes 





Thomas Pearson, jeweler, has registered 
in Montreal. 

N. R. Parks, Brandon, Man., has sold his 
business to T. E. Reid. 

H. Robinson, Broadview, Sask., died re- 
cently. His business has been sold to A. 
Braden. 

Out of town jewelers calling on the 
Toronto trade recently included W. H. 
Hopper, Cobourg, Ont.; D. J. Brown, 
Oshawa, Ont., and J. M. Whitney, Victoria, 
Ae 

The Stratford District Jewelers’ Associa- 
tion held their annual picnic at Queen’s 
Park, Stratford, Ont. on July 14, when 
members and their families and friends to 
the number of 100 attended. Numerous 
towns in the district were represented, and 
the guests were O. M. Ross, secretary of the 
National Jewelers’ Association; B. Chap- 
man and J.’ Trebell, of Toronto, and J. W. 
Scott, of London, Ont. 
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Ralph Clark, 27, who gave his occupation 
as a diamond cutter and his home as Cov- 
ington, Ky., and Miss Margaret Thien, 22, 
Newport, Ky., obtained a license and were 
married at Newport, Tuesday. 

John R. Boward, jeweler of Carrolton, 
Ky., was in Cincinnati, Wednesday morning 
and then went across the Ohio River to 
Newport, Ky., where he was married to 
Imogene Berkshire, Eagle Station, Ky. 

C. E. Richter, of Richter & Phillips and 
Mrs. Richter leave Sunday for their annual 
visit to Virginia Beach. From that point 
they will go to New York then to Boston. 
The trip will extend over several weeks. 

A. S. Workum, president of the Workum 
diamond cutting company, accompanied by 
Mrs. Workum and their son, Bertram, left 
Thursday for a motor tour through the 
east. The first objective is New York city, 
followed by a trip to Maine. Workum ex- 
pects to be gone about two weeks. 

L. W. Otto, a jeweler at Crawfordsville, 
Ind., who is also the postmaster of that city, 
was a visitor in Cincinnati during the week. 
He was attending the meeting of the Tri- 
State Postmasters’ Association and found 
time to visit the offices of Frohman & Co., 
and other wholesale houses in the “Queen 
City.” 

The Spencer Diamonds baseball team in 
group number 2 of the Amateur Base Ball 
Commission will decide their final standing 
Sunday before the elimination series starts 
in August. The diamond team has won 12 
games without tasting defeat once and it 
will hook up with the Comello team which 
is runner-up in the division with 11 victories 
ind one defeat. 

George H. Newstedt, president of the 
jewelry company maintaining the retail 
store at 4th and Race Sts., is the author 
of number 34 of the educational series of 
advertisements appearing in one of the local 
papers. The series is being conducted by 
advertising managers of prominent firms in 
Cincinnati and Mr. Newstedt writes the copy 
for the jewelry store. 


The ninth floor of the Walsh building will 
be practically deserted next week because 
the Dorst Co., which occupies that floor, 
will undergo its annual vacation. Every- 
body in the office and facrory will leave 
Saturday and will not report until Monday, 
July 26. Arno Dorst, president of the firm, 
and the cashier, will be at the office occa- 
sionally to look over the mail. 

The feature trophies that are to be offered 
in the 24th annual Tri-State tennis tourna- 
ment now in session at the Hyde Park Ten- 
nis Club were manufactured by the Miller 
Jewelry Co., in the Greenwood building, 
6th and Vine Sts. The trophies are on ev- 
hibition at the A. G. Spalding store on 
Government Square. A great deal of interest 
is being taken in the tournament this year 
as William Tilden II and two of his 
Proteges are playing. There are 16 trophies 
to be awarded. 

Ferd Strauss, 72, member of the firm of 
Sig Strauss & Co., in the Carew building, 
sth and Vine Sts., has fully recovered from 
his experience of being bound and gagged 
by two highwaymen last Thursday. Mr. 
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Strauss suffered the inconvenience of being 
tied to a chair and having a gag forced into 
his mouth but outside of being restless on the 
night of the attempted hold-up he has re- 
covered. However, he does not open the 
offices of the firm as early as he formerly 
did because the robbery was attempted at 
a quarter of eight and he was held prisoner 
until the mail man arrived. Sig Strauss, 
president of the firm, returned home the day 
following the robbery. He believes the at- 
tempt was made by a couple of amateur 
highwaymen. There were not many dia- 
monds in the large safe in the office as Sig 
Strauss had some with him on the road 
trip and the largest part of the stock is 
carried in safety deposit vaults. Nothing 
of any tangible value in the way of clues 
has been uncovered by the police as yet. 
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Robert Loehr, of the Scribner & Loehr 
Co., is spending his vacation at Camp Perry 
with Troop A, of which he is a member. 

Harry Bernon is planning on leaving for 
Lake George early in August for a couple 
of weeks with his family and will motor 
back through Canada. 

C. S.- Maross, Sigler Bros. Co., is back 
from a trip to Wisconsin. Louis Michael, 
of the same company, has left for a trip to 
Battle Creek for a rest cure. 

Elmer Fox, well-known West Side jewel- 
er, was among the merchants who co-op- 
erated in making the picnic of the Clark 
Ave. merchants a big success. 

J. A. Conn, auctioneer, is still at the south- 
ern office at Claremont, Fla., but expects to 
be back in Cleveland about Aug. 10. 
non is in charge in his absence. 

Herman Schnee, who was formerly in 
business at Euclid Ave. and E. 79th St., un- 
der the name of the Euclid Jewelry Co., is 
now located at 4 Colonial Arcade. 

E. H. Dutter, manager of the silver de- 
partment of the Cowell & Hubbard Co., has 
gone to California on a business trip and 
expects to be gone about three weeks. 

H. R. Fowler, Webb C. Ball Co., has re- 
turned from a business and pleasure trip to 
Beston. George Cox, of the same company, 
is spending his vacation at the Burleigh Falls 
Fishing Club in Canada. 


Among out-of-town jewelers visiting 
Cleveland last week were: Thomas Joseph, 
Akron; E. Krongold, Ashtabula; A. M. 
Ryan, Lorain; Charles Meyers, Warren; 


Mrs. McCarthy, Amherst; George Gravelle, 
Ashtabula Harbor; C. E. Ereon, Bellefon- 
taine; C. Baron, Elyria, and Fred Reith, 
Lorain. 

L. A. Whetmore, retail jeweler, Kent, O., 
is also a great radio enthusiast and has 
rigged up his set so that it will get him time 
signals. Through an ingenious arrangement 
his large clock automatically turns on his 
radio at 11:55 a. m. and at 12 the clock is 
automatically set and the time signals come 
jin over the loud speaker. At five minutes 
past the hour the radio is automatically shut 
off. The device has attracted a great deal 
of attention and has proven a good adver- 
tisement for the store. 

The picnic given by the Webb C. Ball Co. 
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Sales Club on Saturday, July 10, proved a 
most successful affair, Members of.the club, 
their friends and executives of the company 
motored out ‘to Madison-on-the-Lake and 
spent the time swimming and taking: part*in 
a program of athletic events that had been 
arranged. One event in particular was very 
unique. It was an automobile race from the 
store to the picnic grounds. The prize ‘was 
not for the driver who made the fastest time, 
but for the one who reached the grounds in 
a certain time allotted and kept secret by the 
judge. This running time allowed for stops, 
etc., and was three hours and 15 minutes. 
The winner was John Compton, who made 
the trip in three hours and 14 minutes, which, 
to say the least, was close running time. 
There was an attendance of 60. Basket 
lunches were taken along and a very enjoy- 
able time spept. The club hopes to make 
the picnic an annual affair. 

The announcement that the Buckeye Trav- 
eling Jewelers’ Association will attempt to 
bring the next convention of the Ohio Retail 
Jewelers’ Association to Cleveland has 
stirred up a great deal of interest in the 
trade. The Chamber of Commerce has made 
inquiries of the 24-Karat Club regarding: the 
matter and has intimated that it will lend 
assistance in every way possible to bring the 
convention here. Dave Glaaser, the new 
president of the Buckeye association, is- a 
‘Clevelander and prominent business man, be- 
ing one of the proprietors of the Merit Co., 
and he is enthusiastically. boosting -for- this 
city on account of its many advantages. 
Travelers from different parts of the State 
report that a great deal of criticism is heard 
from. the retail jeweler in the small towns 
about the convention being held the week of 
Independence Day. This necessitated -clos- 
ing their store and many felt they could -not 
afford to stay closed longer and visit the 
convention. The opinion seems to be among 
the trade that the convention should be held 
early in the Spring. 
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K. S. Lewis, retail jewelry merchant of 
Dyersburg, Tenn., visited the Memphis 


trade recently. 

Joseph Perel, of Perel & Lowenstein, 144 
S. Main St., is expected home in a few 
days after a Summer vacation trip to Balti- 
more, New York city and Atlantic City. 

Geo. T. Roy, retail jeweler and optom- 
etrist, opposite Hotel Gayoso on South Main 
St., observes Thursday as the day for half 
holiday in the Summer period. Geo. T. 
Brodnax, Inc., Main and Monroe Sts., closes 
Saturday at noon during the hot weather. 
Joseph & Co. and Graves-Dix, Inc., on 
N. Main also observe Saturday afternoon, 
as does Julius Goodman at 3 S. Main St. 

The new location of Graves-Dix, Inc., 
now at 11 N. Main St. will be at 9 S. Main 
St. E. L. Harrison, architect, and E. J. 
Pearson, contractor, are getting the building 
finished and the store will be occupied about 
Sept. 1 or sooner. The store on N. Main 
St. was closed for a day’ preparing for the 
great removal sale event which is on this 
week and will continue until the business 
is moved. 











W. A. Graham, representative of the Gor- 
ham Co., Providence, R. I., called on the 
retail jewelers in Milwaukee the past week. 

The August meeting of the Milwaukee 
Wholesale Jewelers’ Association has been 
postponed because of the warm weather arid 
the next meeting will be held at the regular 
time in September. 

T. J. O’Connell and C. D. Davis, Inter- 
national Silver Co., Chicago, visited the 
trade in Milwaukee during the past week. 
C. A. Robinson, also with the International 
company, representing the sterling goods, 
was in Milwaukee from Meriden. 

Charles Schiebel, expert watchmaker and 
jeweler, at Watertown, Wis., has engaged in 
business for himself at 408 Western Ave., in 
that city. He learned his trade there and 
has worked in a number of the highest-class 
establishments for years, and is well known 
in Watertown. 

By a judgment of divorce given in court 
at Milwaukee, Rose Fox has been given the 
jewelry business conducted under the name 
of Henry Fox, at 702 Muskegon Ave., Mil- 
waukee, upon her payment to the defendant 
of $1,500. She is to acquire it by Dec. 20, 
1927, and the defendant is to have a lien on 
the business until he is paid the money. 

The Milwaukee Wholesale Jewelers’ As- 
sociation received many compliments from 
the members of the Wisconsin Retail Jewel- 
ers’ Association on the official badges, which 
were furnished to the retailers for the con- 
vention in Green Bay. These included per- 
sonal expressions at the convention, and also 
written ones, which were received at the 
headquarters of the wholesalers’ association. 

Rank & Motteram, Inc., retail jewelers at 
Milwaukee, have presented the Washington 
Park Driving Club of Milwaukee with a 
handsome shield as a trophy, to be awarded 
to the contestant entering the most number 
of races at Washington Park during the 1926 
season. The silver shield is mounted on 
ebony. A _ horse’s head, with a horseshoe 
around it is engraved on the shield, together 
with the lettering. 

Ferdinand A. Hirzy, E. A. Arenberg and 
John Reton are among the jewelers at Ste- 
vens Point, Wis., who are co-operating with 
other merchants in that city on the plan to 
keep their establishments open on Friday 
evening and to close every Saturday evening 
at six o'clock during July and August. 
These two months are considered a trial pe- 
riod for the plan, and if the public takes 
kindly to it, it will be permanent. 

Thieves took jewelry to the extent of $272 
from the Dale jewelry store, 226 Market St., 
Kenosha, recently. The articles stolen were 
watches and watch chains, laid out on the 
work bench for repair, and they included 10 
old-fashioned gold watch chains, 10 white 
gold chains, and several watches. Most of 
the jewelry was locked in the safe, which 
proved to be hard to open. No attempt was 
made to “jimmy” or crack it. The burglars 
entered the building through a coal chute. 

A large delegation of jewelers from Wis- 
consin will attend the annual convention of 
the American National Retail Jewelers’ As- 
sociation in Philadelphia next month in an 
effort to bring the national convention to 
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Milwaukee in 1927. At the convention of 
the Wisconsin Retail Jewelers’ Association 
it was decided to invite the national organi- 
zation to meet in Milwaukee next year. The 
Milwaukee Association of Commerce con- 
vention bureau is co-operating with the 
jewelers in their endeavor. 

The annual picnic of the Milwaukee Re- 
tail Jewelers’ Club will be held on July 29 
at Terrace Gardens, Brown Deer. It will 
be a stag picnic for the retailers, jobbers 
and wholesalers. The feature of the pro- 
gram will be the baseball game between the 
retailers and jobbers. The latter won the 
game in 1925, and the retail jewelers are 
seeking revenge and the medals this year. 
There will also be a horseshoe-pitching con- 
test to determine the championship among 
the Milwaukee jewelry trade. The famous 
radio entertainers, “John and Charlie,” who 
have broadcast from the Milwaukee radio 
stations during the season, will be the enter- 
tainers and furnish the music. 

There has been considerable agitation re- 
cently in Milwaukee over the proposal to 
change the names of several of the leading 
streets in the city. This is particularly true 
in the downtown section, where it has been 
proposed to change Grand Ave., the leading 
business street in Milwaukee, to Wisconsin 
St., as the continuation of Grand Ave. on 
the east side of the Milwaukee river is 
known. The merchants on Grand Ave. are 
strongly opposed to the renaming. Archie 
Tegtmeyer, one of the leading retail jewelers 
in Milwaukee and president of the Grand 
Avenue Business Men’s Association, com- 
menting on the new plan, said: ‘Many mer- 
chants feel that the name should not be 
changed. They have prospered under that 
name and a change is regarded with appre- 
Wisconsin St. is much shorter than 
so why not make the entire 
street Grand Ave.” Among the jewelry 
stores on Grand Ave., in the business sec- 
tion. in addition to the Tegtmeyer store, are 
Bunde & Upmeyer Co.; Bloedel’s Jewelry, 
Inc.; George W. Chatterton; H. Hammer- 
smith : R. Seidel, and Klein & Co. 


hension. 
Grand Ave., 











J. &. fdleiees has opened a repair shop at 
315 17th St. 
*. Jensen and family are spending a 
wae on the lakes in Minnesota. 


es 


A. R. Kokes, Tekamah, Nebr., stopped in 
Omaha to visit wholesalers on his way to 
New York city. 

C. J. Duff and J. P. Byrne, firm members 
of the Byrne-Duff Jewelry Co., spent the 
week-end at Lake Okoboji in Iowa. 

Oscar Homan, manager of the C. B. 
Brown Co., with his family, has gone to 
Spirit Lake, Ia., for a few weeks of vaca- 
tion. 

R. S. Huston, Newman Grove, Nebr., with 
his wife and son, is motoring in eastern 
Iowa, passing a month with relatives and 
friends in that section. 

Phil Folsom, Ashland, Nebr., 


who was in 


the -hospital in Omaha for some weeks tak- 

ing treatment for his heart, has returned to 

his home much improved, it is reported. 
Among the other out-of-town visitors in 
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Omaha during the week were George 
Kohles, Earling, Ia.;>Glenn Fennell, Fre- 
mont, Nebr., and Mrs. Phil Folsom, Ashland, 
Nebr. 

Johi: Parkins, Ord, Nebr., who had been 
in the jewelry store with his father there, 
surprised his friends recently by Marrying a 
beautiful Ord girl and announcing that he 
and his bride will go to Los Angeles to live. 























TRADE CONDITIONS 


Retail jewelry dealers of Evansville report that 
their July trade was about as gcod as they had 
anticipated. They say they do not expect August 
to show any gain in trade, but in their opinion 
there will be some improvement in business condi- 
tions after the first of September. General busi- 
ness conditions in Evansville and many of the 
nearby towns are improving slowly, and in Evans- 
ville many of the large manufacturing plants are 
being operated at full capacity now. Reports from 
many of the mining towns in southern Indiana 
are to the effect that many of the large mines are 
going to open up scon, and this is expected to 
have a most stimulating effect upon business. 


J. M. Boner, Main St., retail jeweler 
here, is back from a trip on the road. 

John P. Wilson, a mussel digger in White 
river, living near Bedford, Ind., found a 
pearl a few days ago that is said to have 
been valued at about $100. 

Floyd Nester, of Heinzle & Nester, retail 
jewelers at Boonville, Ind., accompanied by 
his wife, has returned from Tell City, Ind, 
where they visited relatives and friends for 
a few days. 

Hovey H. Tislow, Petersburg, Ind., in 
company with his wife, left a few days 
ago for Wisconsin, where they will spend 
two months or more on the lakes up in 
that State. Mr. Tislow has made this trip 
for a number of years past. 

Aldern Heuring, publisher of the 
Dispatch at Winslow, Ind., who formerly 
was engaged in the retail jewelry business 
at Monroe City, Ind., went to Lincoln City, 
Ind., on Sunday, July 11, to attend the 
third annual picnic of the Boonville Press 
Club. 

The local retail jewelers co-operated with 
the business men of the town on Wednes- 
day, July 14, in holding a “Trade Day” and 
special inducements were made to get the 
farmers and other people living in the tri- 
State territory here for that day. The mer- 
chants report an increase in their sales 
over the last “Trade Day” that was given 
more than a month ago. Other days of this 
kind will be held during August, Septem- 
ber and October. 

A study of the assessment records re- 
cently compiled in Posey, Gibson and Pike 
counties and in fact many of the other towns 
in southern Indiana reveals the fact that 
fewer diamonds have been listed by people 
for taxation this year than for many years 
past. In some of the counties where reports 
were made the falling off in the value of 
diamonds was fully 400 per cent under 
that of last year. The jewelry dealers, 
most of whom carry diamonds, say their 
trade in diamonds has. not fallen off any 
during the past few. years; in fact some 
of the dealers say their trade in the precious 
stones has increased instead of decreased. 








ass — *| we 





Tr oH SY 


— 


eR ee ed i el 


ww SS |S 


- 


so Ome 6 





July 21, 1926 





H. T. Monroe, Wallace-Monroe Mfg. Co., 
left last week for a six weeks’ trip through 
the southern States. 

John Trost, a well-known jeweler in the 
American State Bank building, passed his 
yacation visiting friends and relatives in 
Kentucky. 

Car! D. Mack is now well settled in his 
new store at Wayne, Mich. He has new 
stock and fixtures and anticipates a good 
run of business for an indefinite period. 

John Turk, Wayne, was in Detroit last 
week, buying new merchandise. He finds 
the retail jewelry trade is on the increase 
and anticipates a good Summer and Fall. 

Mr. Rein, of the Bulle Clock Co., Chi- 
cago, was a guest of the E. H. Pudrith Co.’s 
exectitives last week, on his return from at- 
tending the Ohio State jewelers’ convention. 

The E. H. Pudrith Co., wholesale jeweler 
in the Metropolitan building, has been in- 
stalling additional fixtures this week, which 
will be used for a more efficient display of 
new stock. 

C. W. Chamberlin, who has a large retail 
jewelry store at Farmington, Mich., was a 
visitor in Detroit last week. He passed most 
of his time selecting new merchandise for 
his late Summer trade. 

Jacob Segal, of Detroit; Max A. Kohen, 
Minneapolis, and Max Kurjan, Cleveland, 
all engaged in the jewelry business, have left 
Detroit for Lake Vermilion, Minn., where 
they plan to fish for muskellunge. 

Mr. Johnson, of the Diamond Art Co., at 
Ypsilanti, visited many of the wholesale 
jewelry houses in Detroit last week. He was 
filling-in his stock for the late Summer busi- 
ness, which he anticipates will show a favor- 
able increase. 

FE. C. Avery, manager of the Detroit 
branch of the W. F. Broer Co., wholesale 
jeweler, is passing his vacation at home this 
year, declaring he is getting more rest and 
pleasure than in racing over the country or 
visiting at some Summer resort. 

E. E. Wagner, Monroe, was a caller on 
the wholesale and manufacturing jewelers 
for a short time last week. Like many 
other retail jewelers in the smaller cities of 
the State, he is having a good trade and ex- 
_ it to extend well along into the late 

all. 


Traub Bros. & ‘Co., Woodward Ave. 
jewelers, are closing their store at 1 Pp. M. on 
Saturday afternoons throughout the Summer 
period. This is in accord with may other 
retail establishments in downtown Detroit, 
where Saturday afternoon closing during the 
Summer has become popular. 

Arnold Neiss, diamond importer in the 
Metropolitan building, has returned from an 
extensive European trip. During his absence, 
the Detroit establishment was under the man- 
agement of A. J. Lauzon, who is Mr. Neiss’ 
Chicago representative. Mr. Lauzon re- 
turned this week to his duties in Chicago. 

H. J. Luths, of the Luths, Dorweld, Hal- 
ler Co., wholesale jewelers, has returned 
from a two weeks’ fishing trip at Elk Lake, 
in the northern part of the lower Michigan 
Peninsula. He announces to other jewelers 
who are planning a similar trip that they 
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should delay their pleasure for two or three 


weeks, as the season is extremely backward. 

M. H. Biederman, a well-known East Side 
credit jeweler, with Mrs. Biederman and 
their son, is enjoying a vacation trip through 
the east, visiting Washington, Philadelphia, 
New York and the Berkshire mountains. On 
his return, he is planning for a late Sum- 
mer and Fall campaign, which will include 
general advertising and particularly elabo- 
rate window displays. 

Barney Kahn, diamond setter, is now lo- 
cated in his new quarters at 609 Metropoli- 
tan building. He has a fine place and is in 
a position to handle a large amount of busi- 
ness. Mr. Kahn is well known in Detroit, 
where he was engaged for a considerable 
time before going to Chicago. Only recently 
he returned again to Detroit and opened up 
his present establishment. 

Detroit jewelers are especially interested 
interested in the announcement from J. B. 
Book, Jr., that he is about to begin the erec- 
tion on Washington Blvd. of a new building, 
to be the tallest in the world. It will have 
81 stories above the street and four below. 
The structure will be 100 feet higher than 
the Woolworth building, in New York, and 
also dwarfing such other New York struc- 
tures as the Metropolitan Life building, the 
Singer building and the Bankers’ Trust 
building. The structure, from the ground to 
the top, will be 873 feet and topped by a 
searchlight that will be visible for 75 miles. 
The structure will stand in Detroit’s new 
business district, which is now being occu- 
pied by retail jewelers. 








Indiana Notes 





The Meyer-Alexander Jewelry Co., 
Marion, Ind., landed its 10th national con- 
tract as official jewelers for a fraternal 
organization. Sigmund Alexander attended 
the Kappa Delta Phi sorority national con- 
vention at Louisville, and when he returned 
to Marion, he carried the 10th official con- 
tract secured by the Marion jewelers in five 
years. 

Articles of incorporation have been filed 
with the Secretary of State in Indianapolis 
by the Crown Jewelry Co., 21 S. Illinois 
St., Indianapolis, Ind. The company has 
an authorized capital stock of $10,000 and 
is incorporated for the purpose of buying, 
selling of merchandise, and particularly 
jewelry, diamonds, and silverware. The in- 
corporators are: Maurice Tavel, Dora 
Tavel, and Wolf Davis. 

Annual Buyers’ Week, sponsored by the 
wholesale trade division of the Indianapolis 
Chamber of Commerce, in which the jewelry 
trade is very active, will be held in Indian- 
apolis, Ind., the week of Sept. 20, it has 
been announced by C. R. Crets, chairman of 
the committee in charge. More than a thou- 
sand retailers or representatives of retailers 
served by Indianapolis wholesale houses an- 
nually pay a visit to Indianapolis during 
buyers’ week for the purpose of doing their 
Winter buying. Round-trip railroad fares 
of all accredited buyers are refunded in full, 
and special entertainment is provided to en- 
courage local patronage. This entertainment 
takes the form of smokers, luncheons, theater 
parties, or park parties, at which buyers. and 
their wives are entertained while in the city. 





3. R. Card, until recently a wouciusiaihean 
at the local plant of Montgomery Ward & 
Co., has joined the staff of William A. 
Warrington, a jeweler on the third floor of 
the Ridge building. 

Leo J. Levinson, proprietor of Levinsoa! s, 


credit jewelers, who removed his business 
some weeks ago from 1226 Main St., to’a 
new storeroom at 206 E. 12th St., has re- 
cently added a balcony in his store to house 
a ‘new optical department, which -is in 
charge of Dr. Ebstone. 

W. H. Sweet, who formerly operated a 
watch repairing business in the Boston 
building: on W. 8th St., has sold that busi- 
ness to George Goff and has removed to 
Excelsior Springs, Mo. Mr. Goff has re- 
moved his newly acquired business to a 
location on the second floor of a building 
at 800 Main St. 

E. Krigel, who was in partnership with a 
brother for many years at 9th and Main’ 
Sts., and who dissolved that partnership a 
few months ago to open his own business. 
at Linwood Boulevard and Troost Ave., in 
one of Kansas City’s south residential. busi- 
ness centers, said this week that the new 
venture is doing very well. 

The watchmaking firm of Lange & Wette- 
roth has recently removed from 401 Gloyd 
building to 308 Chambers building, 12th and 
Walnut Sts., where they have leased shop: 
and office space, 25 by 30 feet. One addi- 
tional ‘watchmaker has been added to their’ 
staff, and the firm is continuing in its 
jewelry manufacturing business as well as 
watchmaking for the trade. 

After some 1] years in his former. loca- 
tion at 117 E. 13th St., John Mednikow has 
recently taken up his abode in new quarters 
at 1233 Walnut St:, where he has removed ° 
his jewelry and optometric stock. The new 
Mednikow store is in a modern storeroom, 
18 by 35 feet, decorated in blue and buff 
and fitted with new walnut furnishings. 
The store is well arranged and an indirect 
lighting system furnishes attractive illumi- 
nation. ; 

John H. Barr, of Barr & Dunn, welt 
known local firm of manufacturing jewelers, 
third floor of the Shukert building, plans to 
sail from New York for Europe today. Mr. 
Barr expects to spend about two months in 
touring the continent, principally in Switzer- 
land, France and Germany, returning about 
Oct. 1. The trip is one which he has post- 
poned for several years previously and is 
being made purely for pleasure. 

Milton Goldberg, who has become well 
known in retail jewelry stores here during 
the past seven or eight years when he has 
been employed as salesman by three or four 
retailers, is soon to open his own store in 
the Glennon Hotel building, 12th St., im- 
mediately west of Baltimore Ave. A lease 
for the location was executed last week and 
Mr. Goldberg left the middle of this week 
to spend several days at Chicago, where he 
was to buy stock for the new business, his 
first personal venture. “Goldie’s” many 
friends in the, downtown district are wish- 
ing him much success in his own business, 
which will be known as the Stone Jewelry 
Co. and will open about Aug. -1. 











S. P. Dayton, the clock man in the Title 
Guarantee building, recently made a business 
trip to Fresno. 

Walter Jeske has joined the selling force 
of the G. G. Voege Co., wholesalers in the 


Title Guarantee building. For the present 
he will take an inside position. 

J. A. Heavenston, Seattle, is visiting in 
Los Angeles, calling on his friends in the 
jewelry trade. He came down by automo- 
bile and is accompanied by his family. 

C. C. Robinson, Jerome, Ariz., is spending 
several days in Los Angeles on business and 
pleasure. E. M. Knight, Silver City, N. M., 
is.also in Los Angeles calling on the jewelry 
trade. 

.Arthur Turner, traveling salesman for 
the E. W. Reynolds Co., has gone on a 
visit to the Yosemite National Park, ac- 
companied by his family. He is making the 
trip by automobile. 

.H. W. Hawkinson, 4213 S. Vermont, Ave., 

has left for a two-weeks trip to the 
Yosemite National Park, in company with 
his wife. They went by automobile. His 
store is in charge of Dr. Ziff. 

H. M. Teeple, 704 Title Guarantee build- 
ing, representative of the Hadley Co. and 
Potter & Buffinton, left a few days ago for 
a month’s trip, intending to cover the whole 
territory from Denver west. 

R. E. Church, 555 S. Western Ave., has 
left for a month’s vacation, which he will 
spend at Balboa, a coast resort some 50 miles 
south of here. He is accompanied by his 
wife, and his store is in charge of Mr. 
Bosomworth. 

Ray Vercler, president of the Jewelry 
Crafts Association, is again at home after 
making a motor trip, accompanied by his 
wife, through northern California, Oregon, 
Washington, and Montana. He was gone 
several weeks. 

P. W. Andrew, Inglewood, has left on a 
two-weeks’ vacation trip, during which he 
expected to visit Del ‘Monte, Pacific Grove, 
and other northern points. He went by 
automobile and is accompanied by his wife. 
His store is in charge of H. F. Powell. 

B. H. Berson, of the Berson-Measer 
Jewelry Co., Jewelers building, has gone on 
a trip south, expecting to go as far as San 
Diego and to be gone 10 days. Jesse Measer 
of the same firm has left on his northern 
. trip and expects to be absent six weeks, 
traveling entirely by automobile. He has 
already driven 15,000 miles this season. 

H. Preston: Smith, president and manager 
of the George D. Davidson Co., has practi- 
cally recovered from his recent affliction, 
by which one of his eyes was severely in- 
flamed. This was a recurrence of a similar 
attack he had a few weeks previous. His 
many friends will rejoice to learn that he 
has again so far recovered as to be able to 
take his place in the store. 

William Dupen, Jr., Sacramento, has been 
spending some time in Los Angeles and 
vicinity and visiting his brother George 
Dupen. He says business in Sacramento 
has been good and the outlook ‘is bright 
for the future. H. T. Harger was also a 
recent visitor in Los Angeles, coming here 
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He is watch inspector for 
Pacific Railroad at Sacra- 


on business. 
the Southern 
mento. 

Herman Haefliger, an expert watchmaker 
in the employ of Feagans & Co., but who 
has his shop in another building across the 
street from Feagans & Co., suffered con- 
siderable loss recently when a fire broke out 
in an adjoining room. Chemicals used in 
the extinguishing of the fire caused the des- 
truction of valuable tools, some of which 
he had made himself and these can not easily 
be duplicated. 

Kenneth Sischo, of C. F. Sischo & Sons, 
dealers in jewelers’ supplies in the jewelers 
building, has so far recovered from his re- 
cent illness as to be taken home from the 
hospital. He had suffered from a severe 
case of appendicitis, for which he had been 
operated upon at the hospital. Mr. Gilmore 
and Mr. Phillips, traveling salesmen for 
this company, have just started out on the 
road after Fall business. 

The following out-of-town jewelers have 
been in Los Angeles recently: A. Lindo 
and C. W. Wallace, Chino; F. W. Alley. 
and Mrs. F. E. Stinson, Pomona; W. C. 
Guerth, Redlands; C. L.  Wallman, 
Pasadena; A. J. Dutton, Anaheim; M. A. 
Stalmer, Fullerton; L. Asher, Alhambra; 
(C. N. Heidker, Taft; E. B. Lang, Venice; 
G. W. Burzell, Sawtelle; L. J. Tindall, 
Owensmouth; C. W. Clark, Van Nuys; O. 
A. Dockham, Burbank; W. G. Young, Santa 
Barbara; Mr. Rasmussen, Ventura. 

The Napier Co., through its factory sales 
manager, H. F. Geiger, and Koke, Slaudt 
& Co., Pacific Coast representatives of this 
company, held a special exhibit of its new 
Fall lines at the Biltmore Hotel in this 
city from July 6 to 13. The week follow- 
ing, July 14 to 21, has been devoted to a 
similar exhibit at the St. Francis Hotel in 
San Francisco. The exhibit has been an 
attractive one and has commanded the at- 
tention of the local jewelers generally. 
Members of the sales force of Koke, Slaudt 
&,Co., alternated with one another in their 
service at the hotel. 








Pacific Coast Notes 





George S. Birnie, retail jeweler of La 
Grande, Ore., and Union, Ore., has sold 
out his store at Union to O. F. Field. 

C. H. Wright & Son, 619 Sth St., 
Eureka, Cal., are preparing to retire from 
business and are holding a retiring sale. 

Luther G. Cochran, retail optician of 
Oroville, Cal., has sold out to M. M. Lich- 
tenstein who has purchased for the Oroville 
Jewelry Co. 

Gregory & Jordan, retail jewelers of 
Long Beach, Cal., have published notice of 
dissolution of partnership. Orr Gregory 
withdraws; Floyd Jordan continues. 

Milton J. Haney, retail jeweler of Marys- 
ville, Cal., has purchased a piece of prop- 
erty on D St. He will raze the old Law- 
rence building on the property, and plans 
to construct a business block on the lot. 

Earl M. Wilkinson, Pomona, Cal., has 
arranged a Summer schedule for his store. 
During the months of July, August and 
September the store will be closed on Sat- 
urday afternoon and after 1 p. m. The 
doors will not be opened for business till 
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the following Monday. This Saturday 
closing is only beginning to be observed in 
the smaller cities. 











_ Charles A. Blum, this city, is reported to 
be out of business. 

Fritz Barkan, diamond importer, is mak- 
ing his northern trip. 

C. C. Gross is expected back at his office 
here, after calling on his factory connec- 
tions, 

Adolph Goldsmith, of Goldsmith & 
Loopuit, New York, is calling on the San 
Francisco trade. 

Lonnie Carrau, of Carrau & Green, is en- 
joying a vacation, part of which is to be 
spent in climbing Mount Whitney. 

Leon Aurich, of Nordman & Aurich, is 
on a vacation, motoring in Southern Cali- 
fornia. He expected to go as far south as 
San Diego. 

Cablegrams received by Knox & Kaye, 
704 Market St., state that M. H. Knox has 
started his diamond-buying trip in Amster- 
dam, having arrived there safely. 

Hirschel Rittler, A. Eisenberg, Inc., well 
known San Francisco house, is receiving 
congratulations on his complete recovery 
from an operation for appendicitis. 

Frank Enos, representative of J. R. Wood 
& Sons in this territory, is passing a short 
vacation at the Whaling Station at Trini- 
dad, Cal. His uncle is president and gen- 
eral manager of the whaling company. 

Mrs. Phil Doll, wife of the Hayward 
jeweler, is in town purchasing; Iver Erik- 
sen, of Fresno, Cal., has been spending sev- 
eral days in San Francisco, accompanied by 
Mrs. Eriksen and their small son. A Kauf- 
man, retail jeweler of Stockton, Cal., is 
visiting the trade. 

Alphonse Jeddis, of the Alphonse Jeddis 
Co., and Mrs. Jeddis, have returned from 
a visit to Hotel Del Monte. Frank L. 
Jeddis is in Southern California, accompa- 
nied by his wife. Charles E. Davis, repre- 
sentative of the Alphonse Jeddis Co. on the 
road, who was taken ill on his northern 
trip has recovered and is continuing his 
journey. 

W. D. Brown, of the San Francisco office, 
International Silver Co. Mrs. W. D. 
Brown (the former Mrs. Juanita Penni- 
man) and Mr. Brown’s two sisters, have all 
returned from a very pleasant motoring 
trip to the San Bernardino Mountains, Big 
Bear Lake and other points of interest. 
Miss Harriett Brown, of A. I. Hall & Son, 
is one of the two sisters and was delighted 
with Big Bear Lake and vicinity. 

Shaw & Co. are moving their San Fran- 
cisco place of business from the sixth to 
the third floor of the Jewelers’ building. 
Walter Shaw is recovering from a some- 
what severe attack of illness. Liwood Ball 
is now with the Berkeley store of Shaw & 
Co., with 5,000 Summer students, 90 per 
cent. of whom are school teachers, on the 
registration list of the University of Cali- 
fornia. Mr. Shaw says there is always a 
certain amount of business, but not so much 
as he would like. 











re 


to 


wee tb 6 


2 SENOS .hC lUcTllt«C SS 





July 21, 1926 





TRADE CONDITIONS 


Trade conditions have taken a turn for the bet- 
ter in this territory and indications, according to 
veteran trade leaders, are for a good Fall business. 
Diamonds still hold the favor of the purchasing 
public, and the finer grades of all jewelry is in 
much better demand than the cheaper grades. 
Retailers have not as yet felt the improvement to 
a pronounced extent, but are confident of better 
trade within a short time, and many are showing 
their confidence by replenishing their stocks. 





Callers on the trade during the week in- 
cluded Mr. Altschul, representing the Tri- 
angle Ring Mfg. Co. of Newark; Simon B. 
Lubin, Barnet, Daniel & Co., manufacturing 
jewelers of Maiden Lane, New York, and 
Robert F. Houghton, representing the 
Waterbury Clock Co., New York. 


The Leblanc display in L. P. White’s is 
attracting considerable attention from visit- 
ing jewelers, who like the tasteful but ef- 
fective arrangement of the clocks and 
watches displayed. Many study it at con- 
siderable length to get ideas for a better ar- 
tangement of their own clock displays. 

A number of local wholesale and retail 
jewelers spent last Saturday afternoon and 
the greater part of Sunday at “Blue Moun- 
tan Camp,” near Stroudsburg, Monroe 
county, where their small sons and daughter 
are camping. Of the 25 or more parents in 
the party, the leaders were Max E. Gordon 
and I. S. Sagorsky. 


One of the results of the auction ordinance 
recently enacted in this city is seen in the 
registration of himself under the trading act 
by Nathan Baylinson, of New York, as the 
Bailey Diamond Co. Mr. Baylinson has been 
conducting a jewelry auction at 922 Market 
St., and was much surprised when he learned 
of the auction ordinance and the money it 
cost to obtain a license and bond under it. 

John D. Enright, well-known jeweler, is 
temporary president of the “Boosters of 
Kensington,” an organization of Kensington 
business men, bankers, manufacturers and 
merchants, including several other jewelers. 
Already more than 200 have signified their 
intention of joining the “Boosters,’ whose 
aim is a better understanding among the 
business men of that section for its general 
betterment. 

Sansom St. on Saturday is presenting an 
almost Sunday effect, as the majority of the 
stores and manufacturing places are closed 
through the day, while others shut up shop 
at noon. It is predicted that in future years 
the all-Saturday closing movement will have 
gained such impetus as to close the street 
tightly. It would have been the case this 
year but for the Sesqui-Centennial, but as 
yet that exposition has not brought much 
extra trade to the street. 

_ Three men attempting to force a window 
in the rear of the pawnshop of I. Levy, 13th 
and Fitzwater Sts., were interrupted by 
policemen, who were searching the neighbor- 
hood for bandits who had just held up and 
robbed a restaurant in the vicinity. The 
three men fled amid a shower of bullets from 
the policemen’s revolvers, but one of them 
was captured after a long chase. The men 
had almost forced the window open when 
discovered. The prisoner is out on parole, 
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after having served only a short period of 
his sentence for larceny. 

A thief, using a padded brick, smashed the 
window of the store of Nathan Kramer, 
jeweler at 1025 Market St., and escaped with 
goods valued at $250. He would have ob- 
tained much more loot had not a policeman 
happened to hear the crash of the glass and 
ran to the place. The thief heard his foot- 
steps, however, and fled, stuffing articles of 
jewelry into his pockets as he ran. He was 
pursued for several squares, but managed to 
elude the policeman in a maze of alleys in 
the rear of Race St. 

B. Cohen & Sons, retail jewelers with a 
store in this city and another in Chester, Pa., 
have moved into their handsome new store 
at 109 S. 11th St. from their former quar- 
ters at 115 that street. The new store is not 
only much larger but better adapted to dis- 
play purposes and the interior scheme is rich 
but dignified. - All the woodwork is of Cir- 
cassian walnut, with the ceiling in white and 
the floor in black and white. Two large 
safes are also encased in Circassian walnut. 
There are two good-sized display windows, 
and: the lighting effects, both for store and 
showcases, are of modern type. The firm 
recently purchased the four-story building in 
which its store is located, and has also just 
bought the building at 129-31 S. 11th St., by 
the irony of fate it housing the store of a 
competitor. The latter, however, has been 
assured he will not be disturbed. 


Members of the committee charged with 
raising funds from local jewelers to finance 
the entertainment of the visitors here for 
“Jewelers’ Week,” when the conventions of 
the two national associations and the State 
retailers will be on here from Aug. 8 to 14, 
report good progress, although the canvass 
is far from being completed. Much interest 
is being felt by the local retailers in the 
exhibit at the Bellevue-Stratford during the 
conventions and a large attendance is as- 
sured for this feature. Only a few minor 
details remain to be worked out by the local 
committee and these will be straightened out 
within a few days, leaving the detailed pro- 
grams of events for each convention the only 
matters to be arranged. Indications are for 
a very large attendance at all three gather- 
ings, each of which, however, will dovetail 
almost automatically into each other so that 
practically the week will be given over to 
the delegates and visitors. 


Five local pawnbrokers involved in the 
case of Albert Ohme, known to police as 
“The Sheik Burglar” because of his generous 
gifts of jewelry to young women of this city 
and arrested on charges of receiving stolen 
goods from him, have been discharged, hav- 
ing convinced the magistrate of their inno- 
cence of knowledge the goods were stolen. 
Ohme caused a sensation at his preliminary 
hearing by asserting that one of the pawn- 
brokers had substituted a 56-point diamond 
for one of 64 points Ohme had pawned with 
him. He displayed a knowledge of jewelry, 
and especially of diamonds, that surprised 
the police and gave rise to the belief that he 
at one time was a jeweler. This the prison- 
er will neither admit nor deny. Ohme was 
arrested after a long series of house bur- 
glaries in the West Philadelphia district. 
Sixteen witnesses appeared against him and 
most of them identified jewelry recovered 
from the pawnshops as having been stolen 
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from their homes. His loot amounted to 
almost $20,000. Much of it he gave to young 
women who struck his fancy. 
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Armand Jessop, of J. Jessop & Sons, San 
Diego, went through Portland last week on 
a sight-seeing trip by automobile. 

C. M. Hanf, who has a retail establish- 
ment in San Bernardino, Cal., was in Port- 
land on a combined pleasure and business 
trip this month. 

Recent out-of-town Oregon visitors in 
Portland have been F. J. Donnerberg, of the 
firm of F. J. Donnerberg, Astoria, and R. 
H. Glasgow,’ Marshfield. 

C. C. Moon, for several years in the em- 
ploy of Hartman Bros., Salem, a short time 
ago opened up a store for himself’ in -the 
same town. He reports excellent business, 
as he has a wide circle of acquaintances in 
the town. 

A. A. Keene, secretary of the Oregon Re- 
tail Jewelers’ Association, was in Portland 
recently from his home town of Salem, to 
purchase some stock for his new store, which 
was formally opened about July 1. It is one 
of the most modern jewelry stores in the 
State. 

Bader’s Jewelry Store, 134 4th St., escaped 
serious damage from fire the noon of July 13, 
when the awning caught fire, probably from 
a lighted cigarette thrown down on it from 
above. The wood above the awning was also 
somewhat scorched, but the fire was stopped 
before it reached the interior of the shop. 

F. R. Haley, of the watch department of 
the main establishment of A. I. Hall & Son, 
with his wife, visited Portland recently on an 
automobile trip from San Francisco to Seat- 
tle. Also, A. W. Huggins, head of the same 
company, with his wife, came through on a 
pleasure trip by automobile from his home 
in San Francisco. 

Lance Smith, manager of the Portland 
store of A. I. Hall & Son, Spaulding build- 
ing, started on a two-weeks’ vacation July 19. 
Part of that time will be spent at the Port- 
land Boy Scouts’ Camp, near Tillamook, on 
the sea coast. Mr. Smith is an enthusiast in 
work for boys and acts as scoutmaster of 
one of the Portland troops. At the same 
time, the local traveling salesman for A. I. 
Hall & Son, H. C. Ball, will leave for his 
annual vacation. 








The Jewelers Security Alliance is issuing 
a warning against a confidence man who 
recently operated at five jewelry stores at 
Dubuque, Ia. The man uses several dif- 
ferent names and is described as being five 
feet, six inches tall and weighing about 150 
pounds. He has slightly gray hair, his 
hands are very rough and fingers blunted at 
the ends. He also has high cheek bones 
and wears rough looking clothes, posing as 
a farmer. When he walks into the jewelry 
store, he claims to know the proprietor, is 
always friendly and asserts that he has pur- 
chased goods in that particular store before. 
This man is.clever in getting into the confi- 
dence of those who wait on him and has 
worked with usual success. 
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Will Present for Your Approval 
At The 


PALMER HOUSE, CHICAGO 


July 26 to August 7, 1926 


Gifts and Art Furnishings 


of Rare Distinction 


' To this charming mart of: beauty, there has come Gifts and Ari 
Furnishings offered by every conceivable specialist in the world who 
can contribute a trinket or gift appropriate to the needs of lovely 
women and their homes. Here is. perhaps the most .gorgeous display 
of Gifts and Art Furnishings in design, quality and variations of 
loveliness suited. to the Jewelry trade. 

A wisit to this Exhibit will be an education long to be remembered. 


Ask the Jeweler who has been there. 


A. STANLEY BrussEL, President Gro. F. Littte, Managing Director 
FranK W. JENKINS, Vice President 225 5th Ave., New York City 
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A Gift Department De Luxe 








Pittsburgh Jewelry Concern Meeting with Success in Conducting 
-A Well-Arranged and Carefully Stocked Section 








grOR a considerable length of time the 
Hardy & Hayes Co. has been advertis- 
ing the largest gift shop of any jewelry 
store in Pittsburgh and no one appears to 
dispute it, because this particular branch of 
the business covers the entire second floor. 


numerous sections, where tables are used 
to display the merchandise to advantage. 
Numerous dainty nooks, give the place a 
most inviting aspect. 

One is impressed by the various cozy 
corner nooks in the exploitation of perhaps 














LEATHER AND FANCY GOODS ATTRACTIVELY DISPLAYED 


In fact it is claimed that it is the only gift 
shop of its particular kind in Pittsburgh. 
Unfortunately, on account of the massive 
Manner in which cases and equipment are 
arranged, it is impossible to obtain a photo- 
graph that does justice to the interior. 
There is to be found gift goods in crystal, 
china, leather, Sheffield silver, clocks and 
Many articles of decorative nature and 
fér household use. In fact the placing of 
the cases really divides the gift shop into 


a beautiful Chinese vase with mirror that 
blends with the particular setting and an 
attractive table lamp or something of the 
kind. Then again it may be unusual china 
and crystal that will catch the eye. In re- 
spect to china, the firm is making an ex- 
hibit of some very splendid old English 
Bone China, the plates ranging in price from 
$10 to $500 a dozen, which gives an idea of 
the size of the pocket book catered to. In 
exhibiting dinner services for instance, 


there is a regular set table, giving a most 
vivid idea of what can be done in the mat- 
ter of table decorations. This, too, is 
demonstrated in the placing of fancy articles 
on a porch tea wagon. Then there are 
colonial clocks and candlesticks, mahogany 
cabinets and the like, all of which have 
their usefulness and attractiveness in the 
general setting. There are old grand- 
fathers’ clocks in abundance, lamps galore, 
decorated goblets of every character of rock 
crystal and scores of things pleasing to the 
eye. 

The dimensions of the gift shop are 40 
by 100 feet, the same size as the first floor 
of the establishment. In the main tables 
are used to display the merchandise offered 
for sale and which is of much variety. 
Cases, however, also are used to great ad- 
vantage, some of these being built in. Dif- 
ferent types of merchandise are arranged 
on different types of tables, depending on 
the article displayed, these tables being 
varied in size. 


All Sheffield silver carried by the firm is 
displayed on the second floor and also all 
crystalware. All surplus silver and espe- 
cially in chests are placed in this depart- 
ment, with special booths arranged for the 
display of all sterling silver. This gives 
privacy when purchases are being made. 
There is very little waste space on the floor 
and this gives it a very massive appearance 
and makes this particular department im- 
pressive to the eye of the visitor, who sees 
many things of beauty of various patterns 
and designs, but at the same time tastefully 
arranged and particularly on the tables. 


Not until last Spring did the Hardy & 
Hayes Co. advertise its gift shop. Pre- 
vious to that time it was advertised as “the 
Art Salon” and this, according to J. Alex- 
ander Hardy, of the firm, was not con- 
ducive to the drawing power that “The Gift 
Shop” is. In fact advertising “The Gift 
Shop” was an instantaneous success. 

“The Art Salon was over most persons 
heads,” said Mr. Hardy, speaking of the 
success he has had under the new arrange- 
ment. “Since we have used the words ‘Gift 
Shop’ we have more than doubled our busi- 
ness, showing the wisdom of this move, 
which on the face of it was a splendid 
thing. 

“As an experiment, we recently had made 
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The Pairpoint Corporation 


Manufacturers 


of 


Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass 











Showing-a-New 
TABLE ENSEMBLE 
of Hand Wrought-Crystal 


The Pairpoint Corporation 


Factories: New Bedford, Mass. 


BRANCHES: 


NEW YORK MONTREAL SAN FRANCISCO 
43-47 W. 23d St. Coristine’ Bldg., St. Nicholas St. Hammond Bldg., 278 Post St. - 
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100 dozen special plates and the manner in 
which they have sold, has proved wonder- 
ful. They went out of ‘The Gift Shop’ in 
short order. 

“In the matter of advertising we have 
confined ourselves largely to the daily news- 
papers, which I believe is by far the best 
medium for us in reaching customers. Each 
December we also put out a blue book of 
20,000 copies showing in the main what we 
have to offer the buying public and this has 
proved beneficial. We also put out an in- 
between season booklet in the Spring, print- 
ing 5,000 of these and they have brought 
results, but I believe that experience 
teaches us that newspaper advertising is best. 
Of course we get results from all sorts of 
advertising, but we favor the newspapers 
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of a high grade product suitable for the gift 
department. 

Jewelry stores are established institutions. 
Gift shops come and go. So do drug 
stores in many towns due to the arrival of 
a chain store. Department stores do not 
and cannot often give the attention and 
publicity to an exclusive line of merchandise 
that the jeweler can. Those are some of the 
reasons why manufacturers and importers 
will give exclusive lines for that town, that 
city, or that part of the county. 

What can the jeweler gain from the ex- 
clusive line? Business! And more _busi- 
ness!! Once that line is established cus- 
tomers must return to his store to duplicate 
an article. This exclusive line will bring 
customers to the jewelry store who will buy 











A CORNER IN THE CRYSTALWARE DEPARTMENT OF THE GIFT SHOP 


most for we have learned that by ex- 
perience. We also use other methods in 
advertising our lines and have a woman 
employed who looks after this particular 
department by the personal appeal and this 
also has proved beneficial so that the gen- 
eral plan has helped all around. We in- 
tend to push the ‘Gift Shop’ idea stronger 
than ever before and I believe we are on 
the right track in increasing business in 
that direction.” 





The Exclusive Line 





THE jewelry store is the one which can 

obtain from importers and manufactur- 
ers the merchandise “gold mine” of ex- 
clusive selling agent for a certain line of 
products. There are several reasons for 
this. The jewelry store is high class. It 
has a good clientele in comparison with 
other stores. The jewelry store is the place 
for high grade products to be sold. The 
jewelry store can concentrate on its ex- 
clusive line better than a department store, 
drug store, or gift store selling a good 
assortment of gift merchandise. The atmos- 
phere of the jewelry store is one which 
gdes well with the exclusive selling agency 


from other lines in the gift department even 
though they came with one purpose in mind. 
“So-and-So is the only one who carries 


Wedgwood around here.” Sounds very 
nice. And he also carries gift merchandise. 
That exclusive agency for Wedgwood 


means a lot of word of mouth advertising 
for that jewelry store, a lot of publicity. 
It sounds very high class. It is a guarantee 
for the class of merchandise which the 
store as a whole carries. If that store has 
the exclusive line of a certain manufacturer 
that store must be good or the manufac- 
turer would not have given the exclusive 
agency to it. 

Another thing, that exclusive agency for 
—— sounds very good in your adver- 
tisements. What added prestige the jeweler 
can gain, and how glad many manufacturers 





are to give the exclusive agency to repre-- 


sentative stores. 

The jeweler who can manipulate an ex- 
clusive line of merchandise is wise to do 
so as promptly as possible and to give it 
plenty of window showing and a prominent 
place in his gift department. 








W. J. Sader is remodeling his jewelry 
store at New London, Wis. 
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Bracing Up August Trade in 
the Gift Department 





UGUST is still a vacation month. Many 

jewelers cry that business is bad during 
that month. Maybe it is slower at that 
ume but there are many items which the 
people who are not away need and will buy. 
Also this is the time for the jeweler to get 
away from his home town and see the new 
lines which will be on display in the whole- 
sale houses and importers’ showrooms. 

Merchandise for the gift department which 
is in demand during August will, of course, 
include glassware such as iced drink sets, 
with or without the glass tray with its 
wicker or wooden rim, vases and flower 
bowls, vanity pieces such as powder jars, 
atomizers, bath salts jar, perfume bottles, 
etc., glass ash trays and cluster trays, 
crystal goblets, candy jar, odd glass dishes, 
sandwich dish, glass candlesticks and glass 
console sets, marmalade jars, glass water 
pitchers, night sets, cake plates and salad 
plates. In chinaware there are salad plates, 
cake dishes, cake plates, odd china dishes, 
candy dishes, and ash trays and clusters, 
candlesticks and console sets. 

In the miscellaneous items there can be 
shown tea wagons for those gift departments 
large enough to carry this item, bridge 
lamps, small lamps appropriate for porch 
tables, salad sets, bridge sets, score pads, 
and packs of cards, photograph frames and 
albums, leather covered vacation books 
such as “My Trip,” etc., Colonial doll 
lamps, guest books and silver water pitchers. 
This last is in the jewelry store’s regular 
stock, but it is an item which can easily 
join the ranks of the gift department mer- 
chandise for August display and will meet 
with sales. 

In August a sort of clearance sale, yet 
not a sale, can be staged to dispose of mer- 
chandise which did not sell any too well 
during the year and which should be dis- 
posed of to make room for the new mer- 
chandise which will be purchased for Fall 
and Christmas trade. 

This “Sale” can be handled in many ways. 
The items which have been hanging around 
the store for a while can be placed on a 
particular table with their price tags marked 
down to cost price or a little above. It is 
better to make the sale at little or no profit 
than to have the merchandise cluttering up 
the shop. The table can bear the sign 
“Specially priced merchandise” or no sign 
at all, leaving it to the sales people to bring 
the table to the attention of customers. If 
there is no room for a table, the jeweler 
can clear one corner of his gift department 
shelves and show the merchandise there. 
This reduction in the price of merchandise 
will appeal to many women. The jeweler 
who has found sales successful will find 
August a good time to run a sale of the 
old merchandise which he would like re- 
moved from his shelves. 

So, besides having merchandise which is 
in demand for August the jeweler who is 
wise will also use this month as the clean- 
house-month. 








H. MacGregor Smith has been appointed 
advertising and sales promotion manager of 
the Ferrell Jewelry Co., Jacksonville, Fila. 
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An Assortment of 51 Pieces of 31 Varieties 


CHINESE BRASSWARE 
$35.00 


Beautifully Etched and Designed by Skilled Chinese Craftsmen and 
Imported Direct from the Orient. 























A Varied Assortment of Unusual, Attractive and Popular Priced Items 


We have prepared this assortment of fifty-one pieces as illustrated (candlesticks in pairs)—each 
item an active seller—as our special jewelry trade introductory offer at $35.00. 


When next in New York a visit to our Display Room in the Brunswick Building, 225 Fifth Avenue, 
Room 510, will be time profitably spent where our complete line of Chinese Brassware, Chinese Soap- 
stone Vases, Groups and Book Ends, Cloisonne, Embroideries, Mother of Pearl inlaid boxes and trays 


are on display. 
Send for your copy of our catalog with general price list. 


FRAZAR & COMPANY 


Established 1856 
Executive Offices: 30 Church St., New York City 


Display Rooms 
New York, N. Y.: 225 Fifth Avenue, Room 510 Chicago, Ill.: 58 E. Washington St., Room 710 
Mooers-Wright Co. Chicago Gift Market 


See our display at the Sherman Hotel, CHICAGO, August 2nd to 7th, inclusive. Room 1493. 














































July 21, 1926 


~ 


THE JEWELERS’ 


CIRCULAR 


109 








—<$— 
————_ 





Selling Gifts in the Blue Lantern Shop 


Manager of Gift Department of Jenkins & Co., Richmond, Ind., Tells of Methods Which 
Have Proved Successful in That City 
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HE first thing to consider in opening a 
gift department in connection with a 
jewelry store is its location. 
Gift merchandise requires an entirely dif- 
ferent atmosphere from that of jewelry and 
should be segregated in a separate room 


if possible; however, if you are using the’ 


same room for both jewelry and gift mer- 
chandise, divide the room so that part of the 
store, preferably the rear, can be devoted 
to a gift section. 

Arranging the Gift Department 

An attractive partition can be made of 
fancy lattice work having an open gateway 
in the center or on one side. This lattice 
may be made more attractive by the use 
of artificial vines and flowers; also small 
electric lights may be used very effectively. 
For instance in our own shop we have a 
lattice which separates our office and wrap- 
ping table from the rest of the gift shop. 
The upper part of the lattice is designed 
so that we have 12 conventional lanterns 
lined with blue, each having a small electric 
light behind, so that when lighted it helps 
to carry out the name of our shop “The 
Blue Lantern.” 

In displaying your stock you will find 
that tables and open shelves are the best 
equipment. Everyone enjoys shopping in 
a store where the merchandise may be 
handled. Seeing, touching and handling of 
articles help to make about 50 per cent. of 
gift shop sales. 

In using tables you may group your mer- 
chandise according to similarity of use, 
color, country of origin, or by some dis- 


tinguishing feature, so that they will have a~ 


home-like appearance. All kinds of mer- 
chandise just thrown together upon one 
table detracts from your shop and does not 
even impress a customer when seen, unless 
it happens to be a one price bargain table. 
The price card draws the attention of the 
customer to the table where she will linger 
to pick out her idea of the best bargain. 
There are lots of bargain hunters so it pays 
to keep one table in your shop all the time 
for such customers. 

Put in as many tables as you have space 
for. The number will depend upon the 
amount of space vou have. Do not make 
your shop too crowded. Have comfortable 
spaces between each, so that customers may 
pass each other with ease. If you find that 
you need a little more display space, use 
some plate glass shelves placed upon crystal 
candlesticks on top of tables. This will take 
care of some of your small articles. The 
arrangement of your tables will depend en- 
tirely upon the person’s own artistic sense, 
also the space and number to be used. 

Counters the same height of the tables 
Placed against the wall with enclosed stock 
bins below are good fixtures. Then, you 
can have some shelves built to use on top 


of counters. Two or three built about 24 
inches apart and a little narrower than the 
counter. These can be made movable so 
that the appearance of the shop may be 
changed from’ time to time, giving an en- 
tirely mew arrangement. Your highest 
shelves may be used for displaying attractive 
articles of strong color. 

Have your merchandise arranged so that 
it will attract from table to table. To do 
this, have some of your most striking articles 





EDITH GUYER, THE BLUE 


MANAGER. .OF 
LANTERN GIFT SHOP 


~~ 


French blue and grey for our tables, shelves 
and woodwork. 

Our wall decoration is imported English 
wall paper with black background and at- 
tractive designs of trees and groups of love- 
birds perched about. Our floor is covered 
with inlaid linoleum in larger block design 
of blue and grey. We have silk casement 
cloth draperies with corded silk overdrapes 
in greenish blue and gold changeable colors, 
which harmonize very beautifully -with the 
designs in wall decoration. We also have 
a pair of real love birds, to complete our 
setting. ] might add that these love birds 
have certainly been a great attraction to old 
as well as young folks. 

Some people might think that the dark 
wall paper sounds absurd, but we have been 
very much pleased with ours. It makes a 
shop have a much more subdued light, which 
takes away the cold look of an ordinary 
business house. 

Attractive lighting fixtures which will 
throw a soft mellow light will give a more 
cozy, home-like atmosphere, causing the 
customer to browse around very leisurely 
and feel perfectly at home. 

Now there are many other color schemes 
such as ivory and blue, Chinese red and 
black, blue and gold or black and orange 
with harmonizing colors, something to give 
your shop a cheerful home-like atmosphere. 

Artificial flowers are. a wonderful help. : 
There is a large demand for them especially 
in the Winter time. They are not only 
profitable for resale but help to display and 
sell your vases, flower-bowls and _ wall- 
pockets. They also add much to the ap- 
pearance of your shop. 


Classes of Merchandise to Handle 


on the last tables so that they will be noticed — First. study the needs of your community. 


and cause the visitor to walk around to the 
very last display before leaving. Make the 
customer feel perfectly at home and let her 


take her time in deciding, for hasty decision 
or a forced sale usually causes dissatisfac- 
tion. 

In gift shop business you make friends 
and create good will by personal service and 
courtesy to the many lookers and questioners. 
Always put yourself in your customer’s 
place. Think from their viewpoint, and be 


patient with hesitations, even though you 


may have other duties waiting. To make 
a happy satisfied customer is your first 
duty. 


One of the next questions to consider is 
floor covering. There are several good sug- 
gestions. Hard-wood; painted or covered 
with linoleum. 
about the finest floor covering. 
cleaned, retains no dirt and is 
elastic to the tread. 
chosen to harmonize with the color scheme 
you are using. 
colors to choose from. 


The inlaid linoleum makes 
It is easily 
soft and 
The colors may be 


There are many attractive 
We are using 


By knowing.just what kinds of gift mer- 
chandise are already being handled by your 
competitors, you can decide upon what is 
needed most and use this for your major 
merchandise. Then group your general 
stock around this. The individuality and ° 
atmosphere of your shop will depend 
upon your selection of stock and its arrange- 
ment. 

I would suggest for a general line of 
stock that you carry pottery, glassware, 
china, brass, lamps, mirrors, pictures, 
leather goods, novelty jewelry. 

Boxed novelties, greeting cards and mottoes 
are good all year—especially for birthdays, 
bridge prizes, shower gifts or party favors. 
Fancy baskets are a good item but they are 
bulky to handle, if your space is limited. 
Fancy goods and ribbon novelties should 
be displayed in glass cases as these are very 
perishable. 

We find it very difficult sometimes to 
separate jewelry store and gift merchan- 
dise, so in some cases we carry a few of 
the same articles in both. 
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690—151%4x107% Oval Well and Tree Platter 





4285—12 inch 
Candlestick 


4267—10™% inch 
Flower Vase 












720 Fan Phinnee Vase 
9” high 


355 B. Atomizer 318 Boudoir Clock 


Visit our display at the 5th Annual 
Chicago Gift Show, Hotel Sherman 
August 2nd to 7th, Room 1168. 





4328 Bird Table Ornament 


Visit our Complete Display at the Philadelphia Gift Show August 30th to Sept. 4th. Room 1012 








Read this list of Novelties we have ready for fall and see them at our various salesrooms:. Metal 
Fan Vases in Plain, Hammered or Galleon Design, Cast Silver Plated Bird Ornaments, Intaglio 
Ash Tray Sets, New Hard Enamel Smokers’ Novelties (Cellini Ware), Full line of Jeweled 
Trays, Frames and Novelties, Complete line of Metal Photo Frames, all sizes; Many New 
Items in Hammered and Galleon Novelties, Complete Line New Silhouette Serving 
Trays, Salt and Pepper Sets in display boxes. 


‘‘Mbhere Novelties Originate’’ 
M. W. CARR & COMPANY, Inc. 


Manufacturers Since 1869 
West Somerville, Massachusetts 


New York Representative Chicago Representatives Pacific Coast Representatives 
PHILIP EBB ALVIN ROSENTHAL & BRO., SUNDERLAND & MILLER, INC. 
Room 516, Fifth Ave. Bldg. - 226 West Adams St., 607 Sun Bldg., 7th & Hill Streets, 


200 Fifth Ave. Chicago, IIl. Los Angeles, Cal. 




















July 21, 1926 


The main point in stocking a shop is 
not to over-buy. Someone has said in pur- 
chasing stock which you are familiar with; 
stop and ask yourself, first, Do I need this? 
second,, How much can I afford to buy? 
and third, Not what styles or patterns I 
like best, but what will my customers like 
best. 

Then in purchasing new goods with which 
you are unfamiliar, you must consider 
whether or not this type of merchandise will 
harmonize with the rest of your stock, and 
also if you think it will appeal to your 
class of customers. 

You will all find that in gift shop buying, 
it is very easy to overbuy. No matter how 
few goods are bought if they are not needed, 
they will help to pile up expense and to 
maintain an accumulation of useless stock. 
‘Use your own judgment in buying new 
articles. It is the new and attractive articles 
that keep the gift shop active; so be the 
first to show them in your community. 


Advertising the Stock 


Advertise them in your daily newspaper 
and at the same time have them shown in 
‘your window. An artistically arranged and 
well lighted window will attract most of 
the passersby and cause many out of town 
visitors to enter your store who otherwise 
did not know of the place. 

Recently the National Retailers Associa- 
tion conducted a test which proved con- 
clusively the effect of advertising. They 
discovered that when two articles of 
identically the same nature were placed on 
sale that 87.6 per cent. of the customers 
purchase the advertised article, 3.6 per cent. 
purchase the unadvertised, while 8.8 per 
cent. show no preference. They also dis- 
covered that if the two articles have dif- 
ferent prices, and the unadvertised is the 
_lower priced that 60.6 per cent. of the cus- 
tomers purchase the advertised article. 
24.2 per cent. of customers purchase the un- 
advertised, 15.2 per cent. have no preference. 

So it pays to advertise, furthermore it 
makes little difference how good the prod- 
uct, there will not be an extensive demand 
unless it is advertised. There are many 
good methods of advertising besides news- 
papers. In our shop we enclose blotters 
which have advertisements for our greet- 
ing cards in each package, also any folders 
we happen to have for special merchandise. 
Small shopping memos, road maps and fans 
are all very good items for advertising pur- 
poses. The use of large sign boards and 
small metal signs about 18 by 24 inches 
tacked upon fences, trees or poles along the 
highways are very effective. Another novel 
idea of ours for advertising is, “The Gift 
Shop on Wheels.” This is a Chevrolet 
coupe. We have the same design of our 
larger gift shop electric sign painted on 
each side of the car and to carry out the 
idea of “The Blue Lantern” still further, 
we have two blue art glass lanterns, one on 
either side of the car, which are lighted and 
make the car really more conspicuous and 
Noticeable by night than by day. This car 
is on the streets and nearby suburbs every 
day in making deliveries of merchandise 
from the jewelry store down stairs as well 
as from the gift shop. 


Select a Name for Your Shop 
It is well to select a name for your shop 
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that can in some way be carried out in 
signs, on your business cards, stationery, 
package labels, etc. Great care should be 
taken in the wrapping of gift shop packages. 
We always ask our customers, before wrap- 
ping their package, whether they wish to 
enclose a gift card or not, and they will 
invariably buy one of our cards suitable for 
whatever occasion the gift is purchased. 
We always remove the price tag and wrap 
the gift in white tissue paper: using our 
stickers to seal with. Then put on an out- 
side wrapper of blue paper, neatly tied with 
fancy string. When finished the gift is 
ready to be given and the customer is very 
much pleased to know that she will not have 
to worry about rewrapping before present- 
ing her gift. We try to have boxes for our 
merchandise, but it is impossible to box all 
of it. Boxes nicely wrapped identify our 
gift articles from the same articles purchased 
in art stores and at other places. You will 
find that persons will give your shop the 
preference in buying such items because of 
the careful way in which they are wrapped. 

In closing I cannot help but recommend 
the advantages of a gift department in con- 
nection with a jewelry store, particularly 
so with the small jeweler in the smaller 
cities. It will bring many additional cus- 
tomers into your place of business and add 
greatly to your volume of sales. It affords 
an opportunity to display and sell hundreds 
of profitable items that could not be carried 
in a strictly legitimate jewelers stock. The 
sooner the jeweler realizes the necessity of 
catering .to the masses rather than the 
classes, as merchants in other lines are 
doing, the sooner will he be assured of a 
successful future. 





Hints on Buying Artificial 
Flowers for the Gift 
Department 





UYING artificial flowers and fruit is a 

dificult matter on which to give the 
jeweler advice. There are two very broad 
rules which can be given’ and then the 
jeweler will practically have to trust his 
eye. One rule is that whatever type of 
flower is in vogue buy, whether it be shell, 
wax material, china or dresden. The other 
rule is that whatever flowers you buy make 
a selection, not of the materials or quality 
of the product but of natural design, shape, 
coloring. Don’t buy red daisies. They may 
look pretty in a bunch but they look arti- 
ficial, and customers of the jewelry store 
wish naturally colored and naturally de- 
signed artificial flowers. If you are not 
sure of the coloring of a flower do not buy 
it. If it does not look just like the real 
article then keep it out of your store. 

And, in buying artificial flowers, do not 
buy, for instance, pansies if you have no 
appropriate dish in which to display them. 
You have to display your artificial flowers 
in appropriate receptacles. Just bunching 
artificial flowers in a lot of vases and 
sticking them in a corner of the jewelry 
store’s gift department is wasting just so 
much money. But, careful buying of 
realistic artificial flowers, artistically placing 
them in appropriate flower containers of 
glass, pottery, china or wrought iron, and 


111 


placing them about the store or the gift 
department will sell them. . — 

Shell flowers do not show a difference in 
grade and price. In cloth flowers the glossy 
finish and the coloring determine the grade. 
Wood fibre flowers look more real and feel 
very like expensive crepe paper. The 
cloth and velvet flowers are next to wood 
fibre in the material flowers in natural ap- 
pearance. 

A jeweler, who is going to stock flowers 
in pots or in wrought iron holders, should 
buy them already made up unless he has 
someone in his store who is very clever at 
arranging flowers. The manufacturer him- 
self has experienced people place these 
plants and flowers in the containers, leaving 
only the twisting and twirling of the leaves 
and stems and petals to the jeweler. The 
manufacturer gets a better floral appearance 
than the jeweler is apt to. 

Some jewelers will buy artificial flower 
pieces as window decorations only, and then 
sell at a loss after they have served his 
purpose. He feels that the color which a 
good artificial flower display lends to his 
window is almost invaluable. 

Wall pockets should be filled with appro- 
priate flowers and these can then be sold 
without or with the artificial flowers. In 
combining and bunching flowers in displays 
do not do anything you know the florist 
would not do. Do: not mix your cheaper 
and expensive flowers together in a vase or 
wall pocket. Do not mix wild flowers with 
roses and seasonal flowers with those out of 
season. 

In combining flowers remember that the 
colors have to be considered and also re- 
member that the color and type of vase 
must be carefully selected. Wild flowers 
look better in glass vases. Dresden and 
china flowers shoyld be placed in china and 
Dresden vases and bowls. 

In other words, after you have made a 
selection of artificial flowers for sale in your 
gift department your work has only begun. 
You have carefully selected natural colors, 
and naturally shaped and sized flowers, with 
leaves which belong to that plant. Then 
you must look around your store for the 
appropriate container and artistically place 
them in the container, using care in the 
combination of colors and types of flowers. 
Then select the place where that particular 
display will appear to the greatest advantage. 
Dark flowers such as the dark pansies and 
red roses need light while the brighter 
colored flowers can be placed in the darker 
corners of the store.’ 

One more point, and this time about wax 
flowers. In selecting wax flowers take 
those on which the wax is not too thick. 
The thick wax cracks more easily than the 
thin. The most popular wax flowers, and 
also the most natural are jonquil, orchid, 
roses and sweet peas. 





Miss Elizabeth Stansfield, until recently 
with the John Bressmer Co., Springfield, 
Ill., as buyer for the gift department, is 
now associated with W. C. Owen, Inc., Chi- 
cago, in the capacity of city representative. 
She has been in retail gift business for a 
number of years, having also been manager 
of the Barker’s Art Store of Springfield 
and with the White House of San Fran- 
cisco. 
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of Every Size and Design 
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TTRACTIVE gifts are illustrated in 
Group No. 713. The glassware shown 
is in rainbow, amethyst, amber and biue 
with a lustre finish. The decanter can be 
sold with either small or large glasses. The 


Brass is the basic metal. The candelabra 
are of a stem, leaf and flower design each 
1 e me ¢ eT > — ’ 
bear ng three lights. The base knobs are of 
brass, the socket covers of brass, the stems 
of iron with Dresden flowers and leaves in 
































Group No. 713—ATTRACTIVE NOVELTIES FOR THE GIFT DEPARTMENT 


amber is particularly attractive in these 
pieces. Leather cigarette boxes in brown, 
hand-tooled in gold are good selling items. 
The leather is from Austria and the boxes 
made here so that the question of warping 
does not come up with this merchandise. 
They are cedar lined. The bridge sets are 
of calf skin, hand-tooled in gold, in blue, 
green, purple and brown leather. They are 
of domestic manufacture and are fitted with 
two packs of cards, score pad and gold 
pencil. The twe picture frames of the most 
popular sizes are of calf-skin or Florentine 
leather. 
*x* * * 

An interesting array of unusual lamps is 
shown in Group No. 714. The center lamp 
is typically a man’s lamp. It is of brass 
with supporting arms of iron, in the candle 


effect with separate lights each having a 


seven-inch brass shade. The lamp is 26 
inches to the top and 15 inches to the shade 
top. This same type of lamp is made in 
all copper with supporting arms of iron. 
The ship models at the ends are of iron, 
brass and polychrome with crystal prisms 
for the candle. The base and “water” are 
green and the boat brass or old gold color 


. with a touch of polychrome throughout. 


polychrome. The dressing table lamp is 
dainty indeed with its georgette and lace 
trimmed shade. The floor lamp is suitable 
for boudoir use and comes with a brass base 


articles, vases, card trays, boxes and orna- 
mental novelties shaped to represent birds 
and animals are imported from China and 
Japan. They are embossed in many designs 
and are extremely attractives Group No. 
715 illustrates a few articles of this type. 
The cigarette box with the dragon in high 
relief is lined with Spanish cedar. An ash 
tray supported by three elephants is three 
and a half inches in height. The animal 
ash trays and book ends are new items in 
metal which give the effect of wood. 
* * 

There seems to be an undiminished demand 
for ship models and the manufacturers and 
importers are showing a wide variety among 
which are many new ones. The one illus- 
trated in Group No. 716 is of bronze, silver 
plated. With all sails set, sailing before 
the wind and with the sun gleaming on the 
white canvas, the effect is very alluring. 
One feels the urge of adventure and a de- 
sire to sail the seas in such a ship. The 
novelty brush and comb are only a part of 
a set of toiletware which is popular at the 
present time. The miniatures set in the 
center with the old gold background is most 
effective. A lamp of unusual beauty is also 
illustrated. It is almost entirely of crystal 
with the exception of the metal stem which 
is of bronze. The light itself is in the 
form of a bunch of grapes gracefully hung 
from a stem which is the body connecting 
it with the base. 




















Group No. 714—AN INTERESTING ARRAY OF UNUSUAL LIGHTING OFFERINGS 


and metal shade in pastel shades of orchid, 


rose, ivory and robin’s egg blue. 
*x* * * 


Silverplated merchandise such as smokers’ 


A few pieces of hand-hammered brass 
ware are shown in Group No. 717. These 
items always sell quickly as they are more 
or less staple articles and are useful. Their 
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We Specialize in the Kind of Art and Gift Goods That High Class Jewelers Show with Pride 
and Sell with Profit : 
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We have a complete line of these Bronze and 
Crystal Girandoles. Also Candelabra in 
French Gilt with Dresden figures in all sizes 
and at an attractive range of prices. 
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Many new numbers in our line of Italian Mar- 
ble Statuary, Busts, Lamps, Pedestals, etc. 
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New Low Prices on 
Imported Ship Models 
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Our Lines Will Be Displayed at the Eastern Manufacturers’ and Importers’ Exhibit 
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i PALMER HOUSE, CHICAGO, July 26-August 7 
: When in New York Visit Our Display Rooms 
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Pacific Coast Rep., Mr. Henry C. Hubley, : ° 
Prenabertetion Bldg. Los Dassen, Cat 67-69 Irving Place, New York City 
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simplicity of design is a part of their charm 
and in delightful contrast to the more 
elaborate and highly decorated brassware. 
The handled baskets are very useful for 


THE 


simple 
Martinique. 
and are being shown in this country for the 
first time. 
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variety is called, comes from 
The pieces are terra cotta only 


They range from small pieces to 

















Group No. 715—UNIQUE NOVELTIES FROM CHINA AND JAPAN FOR THE SMOKER 
(See text on page 113) 


service whereas the candlesticks and center- 
piece make a very dignified buffet or table 
decoration. The jug may be used for flowers. 


* * x 


Appropriate stationery for the gift depart- 
ment of the jewelry store is shown in Group 
718. Aside from the fineness and_indi- 
viduality .of the paper itself it'is so artis- 
tically boxed these days that it deserves a 
fitting place in the gift corner of any shop. 
It is not merely “note paper” but an artis- 
tic and practical gift much to be desired. 
There are various kinds of paper shown to 
meet the most discriminating tastes. Both 
smooth and rough, white and colors with 
simple decoration or elaborate. Lined envel- 
‘opes in contrasting and brilliant colors are 


much in evidence. 
* *« = 


In Groups Nos. 719 and 720 are illustrated 
two totally different kinds of pottery, one 
severely simple and the other charmingly 
decorated. The Josephine Pottery, as the 
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which fits over the top of the bottle. A 
feature of this pottery is that cool water 
placed within will remain cool for several 
hours longer than in ordinary pitchers, due 
to the qualities of the clay. Every piece is 
hand molded. They are undecorated but 
can be colored in very attractive styles if 
desired. The vases and bowl are Naples 
ware and come in an assortment of natural 
colors. The figures of geese and flowers 
give them a quaint appearance. 
* * * 

A line of popular priced items for quick 
turnover with a fair profit are shown in 
Group No. 721. A fair assortment of inex- 
pensive merchandise is quite necessary for 
the gift shop and the dealer must choose 
goods of wide variety and individuality— 
something that makes an instant appeal. 
The goods shown in this group are of that 
character. They consist of book ends, an 
ever popular item in the gift department, 
and door stops. The book ends are made of 





Group No. 716—-SILVER PLATED BRONZE SHIP MODEL, A BRUSH AND COMB AND BRONZE LAMP 
(See tert on page 113) 


large water bottles or pitchers which can be 
used for water or for flower receptacles. 
The water bottle shown has beside it a cup 

















Group No. 717—HAND HAMMERED BRASSWARE IN PLAIN DESIGNS 
(See text on page 113) 


heavy sheet steel and come in black, blue 
and rose with many different decorations. 
The door stops consist of a strong steel 
wedge, felt lined to protect the floor, which 
slips into a slot in the back of the decorated 
piece. The advantage of this style of door 
stop is that it holds the door part way open 
as well as wide open and does not protrude 
into the room. 
* * K 

A variety of clocks are shown in Group 
No. 722. The clock lamps which are a new 
product are excellent items for the jeweler 
whether he maintains a gift department or 
not. The stands are made completely of 
brass and wrought iron. The case is made 
of parchment,and brass and contains two 
lamps on each side cf the clock. This throws 
enough light to make an ideal reading lamp 
as well as a clock lamp. The clock has an 
eight-day movement. Jt is portable and 
comes in three sections and in a small com- 
pact case. The smaller “lamp clox” comes 
in assorted colors and the base can be had 
in three different finishes, namely, bronze, 
ivory and old gold. The cased clock is a 
new and unique novelty in traveling or desk 
clocks. The small illustrations shown are 
boudoir clocks of distinctive charm. One 
is of jade enamel with silver gift case and 
eight-day movement. Another is a singing 
bird clock, in a beautiful case, while a 
third is a ball clock with radium dial. An 
enamel clock of fancy design is also shown. 
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New Catalog 





New York Representative 
E. H. COLES—Room 407 
225 Fifth Avenue 
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as our most cordial invitation to you to inspect the entire Day Craft 
Line at your leisure at our NEw YorK OFFICE—225 Fifth 
Avenue, before or after the Jewelers’ Convention 
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its merchandise. 





An absolute need — 


Worthy in every respect as they are, Selden Selections are a fitting 
addition to every worth while Jewelry Shop which prides itself on 
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SPICER STUDIO 
Individual Shapes in Blown Glassware 


BYBEE POTTERY CO. 
Hand made in the foothills of the 
Cumberlands. 


THOMAS-SCHEDLER CO. 
The Gift Line of Distinction 












COWAN POTTERY 
Graceful Pottery in Exceptional Shapes 


GEORGE R. WEST & SONS 
Decorated and Gold Encrusted 
Glassware. 


CRAFTSMAN STUDIO 
Specialties in Hand Wrought Copper 


PETER PERAZZO 
Alabaster, Italian Majolica and 
Peasant Ware 
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EARL W. NEWTON ASSOCIATES 


Mirrors of Merit 


TREITNER & FROELICH 
Hand Tooled Leather Objects 


EAST INDIA ART CO. 
Hand Chiseled Brass from the 
Mystic East 


POILLON POTTERY 
Reproductions of Old Shapes and 
Original Designs 


CALIFORNIA FAIENCE 
Distinctive Pottery and Tiles 


HOWARD: G- SELDEN 
ART WARES 
225FIETHA & NEW YORK 
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BRADLEY STUDIO 
Daintily Decorated Novelties of a 
Thousand Uses 


ELSIE PRINCE STUDIO 


California Poppies, Cosmos and Asters 


COOPERSMITH & CO. 
Quill Pens and Ostrich Fans 


CORICE WOODRUFF STUDIO 
Hand Colored Plaques 


BARRELL & CO. 
Morocco Pottery and Leather 


EUROPEAN SPECIALTY CO. 


Exceptional Italian Importations 


TALAVERA IMPORTING CO. 
Mexican Glass 


ROGER WILLIAMS STUDIO 
Early Italian Reproductions 
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Buying Stationery for the Gift Department 





Suggestions for the Jeweler That Will Aid Him 


in Selecting a Desirable Stock 








\___—_ 











7 E question of the type of stationery 

which the jeweler should stock is one 
which depends entirely upon the class of cus- 
tomers to which the store caters. There are 
pointers about stationery which will be of 
help to every jeweler who has a stationery 
and engraving department and is now adding 
a larger line, more novelty merchandise, 
which can be listed under the heading of 
Gift Department Stationery, because it is off 
the beaten track which the jeweler has so 
long followed. The subject of stationery, as 
covered in this article, is divided into the 
following sections: Domestic, French, Ital- 
jan, Japanese and German. Adults and chil- 
dren’s stationery is covered, and also folios, 
which are so popular among the imported 
items. 

The domestic paper manufacturers claim 
that. there is no paper like that made of 
rags. They also claim that their artesian 
water is far superior to the foreign waters 

















Group No. 718—APPROPRIATE STATIONERY FOR THE GIFT DEPARTMENT 
(See text on page 115) 

















GROUP No. 719—sIMPLE AND DECORATIVE POTTERY OF FINE WORKMANSHIP 
(See text on page 115) 


used in the manufacture of foreign papers. 
‘The cheaper grades of domestic paper contain 
a mixture of rag and pulp. The best grade 
is pure linen rag. The artesian wells give 
the water the right amount of iron, etc., to 
give the paper the best texture and writing 
qualities. The cheaper grades can be given a 
linen finish. A linen-finished paper is more 
popular with the majority of customers than 
the novelty papers, and therefore is the safest 


. Style for the jeweler to stock. Pattern papers 


(papers with finishes of different designs in 
the paper) are not good unless of an ex- 
pensive grade. There are reasons for this. 
The cheaper paper is difficult enough to write 
upon without the unevenness of the surface 
caused by the pattern, and the cheap paper 
catches the pen and is generally trying to 
the writer. It is the finish of the pattern 
paper which makes it expensive if it is going 


“to be satisfactory. 


Despite the fact that the deckle edge seems 
to be so popular, a visit to the showroom of 
any large stationery house will show that 
the plain edge is still the most popular one. 
And, speaking of deckled edge, Can you tell 
the difference between the cheaper and the 
better grade of deckle edge? There ar- two 
grades. They are, machine-cut deckle edge 
and water-cut. The machine cut is the 
cheaper method and can be told from the 
water cutting in a very simple manner. 
With the finger nails try to pull fibres from 
the deckle edge. If this is possible, if the 
edge is very fibrous, it is water cut and 
therefore the best quality. Some women 
prefer deckle edge, and some men prefer it. 
Some men and women like the large sheet 
with deckle edge, which they do not fold be- 
cause it is more like the business paper. 
Others prefer the large folded sheet, others 
the smaller sheet, deckled edge. Women 
like individual stationery. Therefore, it is 
impossible to tell what they will like. West- 

















Group No. 720—oTHER EXAMPLES OF POTTERY SUITABLE FOR GIFT STOCK 
(See text on page 115) 
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Genuine Ostrich 
Florentine 


Spanish Steer Hide 


Suede Leather Lined 
_and Hand Laced — 


C.£.Reed Co 
eo) pea ; Reed Gaft Cather Goods ee 
Also-A hss Line of Leather Novelties 
200 Madison Ave ~New York. 
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demands a class of goods which you can sell all year round 






That is why far-seeing jewelers everywhere 
are turning to 


BRISTOL ART OBJECTS & GIFTWARES 


—new and beautiful home decorations, ideal for 
your stock and a tonic for your window displays 









These giftwares sell retail for $20.00 and up, 
and there are no dull seasons 






Come to our showroom in New York and see 
the wonderful display 


Ry BRISTOL COMPANY 


Importers—Manufacturers 


Cl ft Showrooms—i154 East 55th Street, New York 
— Factory—340-342 East 38th Street, New York 
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ern women like a large single sheet and the 
folded large sheet. Young women prefer 
the deckle edge. Manufacturers have found 
that in domestic stationery the plain white is 
the most popular. 

The best grade (linen rag) is a problem in 
itself to tear, and it will show a very fibrous 


THE JEWELERS’ CIRCULAR 


One of the best ways of educating the cus- 
tomer is to nat carry a cheap grade of sta- 
tionery. Offer an attractive box with good 
paper in it, and sell it because the good paper 
is what. the customer really wants if she or 
he will stop to think, and also because the 
box is neat and attractive. If the jeweler 

















Group No. 721—Bo0OK ENDS AND DOOR STOPS IN ATTRACTIVE DESIGNS 


(See text on 


edge when torn. The more difficult to tear 
and the more fibrous the edge, the better the 
quality. The less rag the paper contains, 
the easier it tears, and the less fibres to be 
found on the edge. Straw and pulp papers 
can be told in a second when torn. 

Writing on paper also shows the quality. 
Linen paper is like glass for a pen to glide 
over, and the cheaper the grade of paper, the 
harder to write smoothly and the more fluff 
the sharp pen-point picks up. 

Paper is sized. The quality of the paper 
also depends upon the sizing finish. The 
more expensive paper has a careful sizing, 
which makes it better to write on and is non- 
absorbent. 

A water-mark is used to determine the 
quality of paper, but today there is a water- 
mark put on some the cheapest grades of do- 
mestic paper. The jeweler who knows the 
old water-marks and their quality can gov- 
ern himself -accordingly, but like many good 
things, water-marks have been commercial- 
ized, and unless they are known they mean 
very little. 

The method of boxing domestic stationery 
is interesting. From one to five quires are 
boxed, and the assortment of cards and sta- 
tionery is also made. The domestic manu- 
facturers are offering attractive boxings, 
with an insert on the cover of the same de- 
sign as the insert in the envelope when the 
envelope is not plain. The style of boxing 
sells holiday stationery and gift stationery, 
and this is a difficult problem for the jeweler. 
Most of the best stationery is not boxed in 
gaudy boxes, and the one selecting a gift 
often buys according to the appeal of the box, 
and not according to the quality of the paper 
contained in the box. And here the jeweler 
must educate the customer. 
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standard stationery of a good quality, which 
will be on hand whenever the customer calls 
for it, but these novelty boxes of stationery 
are not often duplicated after a year or so, 
and the customer who had taken a fancy to 
that particular kind for his individual sta- 
tionery is forced to seek another style. The 
jeweler can feature this point also. Good 
stationery does not have cheap and gaudy 
linings placed in the envelopes. 

Although many jewelers are complying 
with the “craze” for gray stationery for 
mourning stationery, or gray with a black 
and white border, the high-class jeweler will 
stick to the regular white with the black 
border, the only real mourning stationery. 

Holiday boxing of merchandise of this 
type should be studied carefully by the 
jeweler and he should not .overstock. 

Imported paper is deckle edged on the bet- 
ter grades. A very good grade of linen sta- 
tionery is very hard to find in imported sta- 
tionery, and there are only four or five num- 
bers. Vellum is a very popular paper, with 
a satin finish which is not glazed. 

Germany offers a portfolio with a soft 
back, which does not seem as popular with 
customers as the stiff back folios of other 
countries. 

Some of the imported stationery pattern 
paper is very attractive and expehsive ap- 
pearing. There are spider-web designs, a 
mottled vellum surface, a pebbled vellum em- 
bossed into the paper, and also a ripple vel- 
lum embossed into the paper. A. high class 
of imported paper comes in pound stock also, 
usually five squires to a box. 

















Group No. 722—cLOCK LAMPS, TRAVELING, BOUDOIR AND OTHER NOVELTY TIMEKEEPERS 
(See text on page 115) 


can get his customers trained to good sta- 
tionery, and not to the flash which catches 
the eye, then he is building up a clientele 
for his department, which is the thing every 
jeweler wishes to do. The jeweler can carry 


Now, a few words about the imported 
portfolios. They almost always have the 
paper in pad form, which is claimed to be 
the best and most popular form. There are 
25 sheets of paper in the pad, and envelopes 
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An Exhibition of Giftwares— 


Especially Selected for the Jewelers’,Gift Department! 


And 


By The 


i Jewelers’ Gift Department! 
HOUSE OF FONDEVILLE 


PROFITABLE FOR THE 
HOLIDAYS AND ALWAYS! 
Novelties unusual but practical and 
staples of charm and _ distinction 
should make up its ensemble. 









Fondeville Wares supply these essen- 
tial requisites—and also the highly 
desirable magnetism which turns 
= those who are “just looking around” 
— oe Le, into ready buyers! 


Spill Proof, Utility 
Jug. For serving 






tea, coffee, cocoa, See for yourself. - Investigate the 

syrup, iced drinks, P ° 

ete, 20 different merits of Fondeville Wares at the 
t — in- 

Eivtinal to 8 plats. show, or send for our latest catalog. 


A. J. FONDEVILLE & CO., 24 West 23d Street, New York City 


The ‘Bridge Set’’ 
Octagonal plate with 
teacup to one side 
to allow room for 
piece of cake. Many E 
different patterns. = 





































These reproductions suggest but a 
very small fraction of our vast line of 
ARTIFICIAL FLOWERS and 
DECORATIVE ACCESSORIES— 
gathered from many foreign sources, 
as Holland, Germany, Czecho, France 
and others. 





LITERATURE, listing the descrip- 
tions and prices, together with cata- 
log of Decorative Artificial Flowers 
for Sale Purposes will be forwarded 
upon request. 


PROGRESSIVE Jewelers cannot 
afford to be without our line. Our 
‘Lily Girl’, a decorative creation, and 
our patented design, has achieved re- 
markable popularity, and sells on 
sight. 





We always had and will continue to feature the largest assortment in the world of Decorative Artificial Flowers 
for sales purposes. We believe that we now have as large an assortment of Decorative Accessories as 
can be found anywhere, comprising Flower Bowls, Inserts, and Novelties of China, Glass and Porcelain. 


===" DECORATIVE PLANT CO.m. = 22 
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August 2 to7 ° 9 —— O7ty ARTIFICIAL Sex ¥ August 2 to 7 

at the Chicago 228-232 05) FLOWERS. (oJ NEW YORK. at the Chicago 
Gift Show, FI FTH AVE. FOREVER. CITY Gift Show, 
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to match in a slip in the cover of the folio. 

The imported stationery is of rag and 
wood pulp, either hand or machine deckled 
edge, the hand deckle edge being the better 
of the two. The box cover and the lining 
of the envelope match in the imported mer- 
chandise as in the domestic. In the mer- 
chandise of this kind the folio is more popu- 
lar in the jewelry store than the pound 
paper. 

A very large assortment of plain, deco- 
rated, pictured and colored stationery is of- 
fered in attractive boxes for children in the 
imported stationery as in the domestic. 
There are also imported folios for children. 

In Japanese stationery there are interesting 
points. Some parts of the country have 
quite a demand for this class of paper and 
the jewelers fill the demand, while in other 
parts the jewelers would hold up their hands 
in horror at-the suggestion of even buying 
one box for display purposes. 

Plain white paper is the best in Japanese 
stationery. It can be plain, or have a hand- 
painted design, or a black lacquer design 
with gold trimming. The pictures are all 
different, and the envelopes are plain. There 
is also a design in plain black lacquer with- 
out the gold trim. The hand painting is done 
in water color. The paper is a wood veneer. 
The illustrations are of Japanese landscapes 
or people. Some styles have the same illus- 
tration on the envelope as on the paper. 
There are 12 sheets and 12 envelopes to a 
box. Children’s stationery is designed with 
pictures of the sports of Japanese children, 
with envelopes to match. 

Name cards come in boxes of 100, with 
about 75 different illustrations to a box. 
These are hand painted in water-color paints. 

French and Italian papers are all rag. 
Italian paper has a deckle edge and a water- 
mark. There are the 13th Century, Floren- 
tine, Aurelius and Magister, which are most 
likely of the most interest to jewelers. They 
are all hand made. There are no linings in 
the envelopes of the better grade of Italian 
stationery. There are, however, some num- 
bers in the Italian line which have Frenchy 
linings. 

The Suruga line of Japanese stationery is 
of the inner bark of a tree, and the thread- 
ing of the paper is put in afterwards. It is 
said to be of about the same stock as vellum. 

It is also said that French stationery is 
not all hand made, nor is the English. But 
both countries furnish paper in bulk (pound) 
or box. The French stationery is mostly 
deckle edge. Practically all of the paper is 
pattern paper, having some kind of a design 
embossed on the paper. All the envelopes 
are lined, and range from Roman stripes to 
ship models and very fancy designs of beauti- 
ful colors. The French stationery also offers 
a large assortment of colored borders of one 
or two tones, with lining in the envelope to 
match. Some papers have the corners turned 
down and a solid color border. This bor- 
dered paper is all hand painted. The borders 
are at the upper corner at the fold, across 
the top, with narrow stripes on either side 
and down the sides. The color combinations 
are vivid and subdued and blend with the 
Paper tones. ; 

There are 25 or 50 sheets and envelopes in 
each box, and another combination of 30 
sheets, 20 cards and 50 envelopes. All boxes 
are decorated in harmony with the paper. 
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Selling Greeting and Gift Cards 








A Few Hints That Will Help the Jeweler in Making Selections 
That Will Be Popular with His Customers 








THE sale of fine greeting and gift cards 

in the gift departments of jewelry stores 
has been found advantageous in many in- 
stances. The writer has seen some gift card 
assortments in jewelry stores which are 
more complete than in any other store visited 
and invariably these cards have been of the 
highest quality. 

There are gift cards for many occasions 
including: Christmas, New Year’s, Easter, 
Hallowe’en, the Jewish New Year, Thanks- 
giving, St. Valentine’s Day, Father’s Day, 
Mother’s Day, Graduation, Friendship Day, 
Birthdays, Birth Announcements and Con- 
gratulations, Bon Voyage, Convalescence, 
Friendship, Gift and Shower, Party Invita- 
tions, Sympathy, Vacation, Wedding and 
Anniversary. The jeweler often has an 
opportunity of drawing customers into his 
store by offering these cards for sale. It is 
noticeable that all jewelers who carry gift 
cards in their stationery or gift departments 
show some of these cards in practically 
every window display. These cards meet 
more needs than the jeweler can attempt to 
meet with any other stock. What is better 
in the dressing of a window with merchan- 
dise for birthday gifts or graduation gifts 
than to also put gift cards of that particular 
sentiment in the window? They tell the 
whole story of the window display and they 
also draw a customer into the store for a 
card if not for a gift. 

With the wide range of cards there is an 
excuse for putting some in the window at 
all times. They eliminate the placing of 
cards suggestive of the season and the par- 
ticular thought of the window display. 

The jeweler also has the opportunity of 
displaying attractive boxes of gift cards for 
Christmas, for New Years, or for the com- 
bined greeting for that season. They come 
attractively boxed and are just the type of 
merchandise which can be sold in the gift 
department of the jewelry store. 

The cards come in such an assortment of 
styles that it is difficult to list them in this 
short article. The ones which stand out 
principally are engraved, hand tinted designs 
with verses bearing upon the subject and 
well composed. There are hand painted 
cards, and the simple but very effective 
engraved cards with no coloring. There 
are wood cuts, hand tinted, and there are 
printed, lithographed and four-color process 
cards. 

In the imported cards there are etchings 
made with a steel die and hand colored. 
There are printed cards hand colored. There 
are wood cuts on parchment paper, and 
other papers and there are flannel cards 
hand decorated. These cards are English 
importations and range in decorations from 
the old English scenes and figures to floral 
and conventional patterns. 

“Correspondence Greetings” are shown, 
hand colored folders having two uses: 
They can be used as greeting cards and also 
as correspondence notes. for practically any 


purpose, formal or informal, throughout the 
entire year. The card is a French fold with 
the illustration ‘on the first page in woodcut 
style and hand colored with French pig- 
ments. The remaining pages are blank, 
permitting of a brief greeting or a lengthy 
message. There are 14 designs in number 
in the everyday all occasion series and 14 m 
the Christmas series. They are reproduced 
on a selection of seven colors of bright 
colored crash finished stock. These cards 
or folders can be sold separately or in boxes 
of 10 in assorted designs. The envelopes 
match. 

In selecting gift cards the jeweler has to 
remember that his customers are high class 
in comparison to those patronizing the sta- 
tionery store for gift cards and greeting 
cards and he must select well versed, well 
executed and good quality cards. He must 
cater to the older people who frequent his 


‘store and to the flapper and young men who 


will buy their gifts in his gift department. 
His stock should be a very varied assort- 
ment from which he can judge the types 
which “go” and select re-orders accord- 
ingly. 

In another English imported card for all 
greeting occasions we have a daintily colored 
card with inserts of petals giving the 
fragrance of roses, violets, lavender and 
many other flowers. Landscape and floral 
subjects with decorative border and dry 
point etching are another type of English 
Christmas greeting card. There are color 
gravure cards, hand printed facsimile cards, 
original dry point etchings, pen point cards, 
all in Christmas or New Year greetings. 
There are also cards with religious figures, 
for. Christmas greetings. There are boxed 
greeting cards for Christmas in assortments 
of designs most delicate and dainty which 
have the space for the name of ‘the sender 
to be engraved or written in. 

Cards for all occasions are also.offered in 
a finish which is very close in resemblance 
to an oil painting. The brush strokes are 
given, and the coloring is excellent. These 
are reproduced in full colors after original 
paintings by the best artists. A still more 
deceptive methed shows not only the brush 
marks but the texture of the canvas as 
well. 

The jeweler indeed has a very large 
assortment from which to make his selec- 
tion and should have little difficulty in pick- 
ing numbers which will be popular with his 
customers. His knowledge of stationery 
and pictures, together with his artistic eye 
which has been trained through the pur- 
chase of artistic and colorful gift merchan- 
dise should help his as nothing else will. If 
the jeweler is in doubt, let him have one 
of his saleswomen make the selection for 
him or suggest what she feels will appeal 
to his women customers. 








Read the Gift Department for timely sug- 
gestions on buying. 
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Introductory Offer to the Jewelry Trade 


18 BEAUTIFUL OBJECTS 


Artistically Designed in 


522—Hammered Nut 
Bowl 

141—1 Pr. Nut, Crack- 
ers 

518—1 Pr. Hammered . 
Candlesticks 

511—Chased Bread 
Tray 

540—Chased Crumb 
Tray Set 

537—Ash Tray or 
Coaster 


525—Bon Bon Dish 








Solid Brass—$12.50 Net 


556—Cigarette Box. 

509—Chased Serving 
Tray (Egyptian 
design) 

519—Tall Flower Vase, 
Chased. 

578—Fancy Bon Bon 
Dish 

119—1 Pr. Candlesticks 

546—Console Bowl 

580—Butter Dish 

517—Cake Plate 


Illustrated above is a choice gift assortment of 18 numbers offered at exceptionally low prices as 
an introductory offer to the trade 


TRINITY GIFTWARE CoO., 


New York Showrooms 
Naomi Petersen 
225 Fifth Avenue 


Catalogue mailed on request 


Manufacturers and Jobbers of Metal Art Objects 


Chicago Showrooms: Dooner Logan, 39 W. Adams Street 


INC. 


Factory and Main Office: 635 Fulton St., Brooklyn 


Philadelphia Showrooms 
47 S. Eighth Street 



































180 New Montgomery St. 


One of the New Janusch Line of 


——] 


Genuine Cast Brass Lamps 


comprising a large assortment of Table, Boudoir, Console, 
Bridge and Junior Lamps of exquisite beauty both as to 


modeling and finish. 


Brass - Bronze and Wrought Iron Goods 


Ash Trays Door Porters Lamps 

Andirons Fire Sets Table, Floor and 
Book Ends Fire Lighters Boudoir 
Candlesticks Fenders Mantel Ornaments 
Candelabras Girondols Medallions 

Coal Hods Hob Grates Match Safes 
Cigarette Boxes Jamb Hooks Nut Crackers 
Chestnut Roasters Lanterns Nut Bowls 


Drapery Pins Lantern Brackets 


Door Knockers 


Paper Weights 


Paper Knives 
Sun Dials 
Screens 
Sconces 
Toasting Forks 
Tea Caddies 
Vases 

Wood Carriers 
Wood Boxes 


Janusch Manufacturing Company 
282-290 East 135th Street, New York City 


Established 1873 
SAMPLE ROOMS: 










San Francisco, Cal. 


SAMPLE ROOMS: 
Terminal Sales Bldg. 


Seattle, Wash. 












Incorporated 1907 
SAMPLE ROOMS: 


Hibernian Bldg. 
Los Angeles, Cal. 
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How to Build an All Year Round Business 


By George F. Little, managing director Eastern Manufacturers and Importers Exhibit. 


























1 AM taking this 

opportunity to 
call to the attention 
of the retail jeweler 
that now is his op- 
portune time to de- 
cide just what he 
intends to do to in- 
crease his sales and 
place himself in a 
position’ where he 
may see a future 
bigger and better 
business. 

Let us look backward and see what has 
been accomplished to assist the retail jeweler 
increase his -sales. Attempts have been 
made to have a national advertising cam- 
paign to increase the sale of jewelry. Today 
that campaign is about to be started. 

Will you Mr. Jeweler get the benefit of 
that advertising this Fall? 1 believe you 
will to a certain extent, but why wait for 
the future to develop itself? Why not take 
the “bull by the horns” and make your busi- 
ness a real ‘business. ‘Now. You can do it 
by only one sure positive way and that is 
by showing in your store artistic merchan- 
dise that will give you more prestige and 
bigger sales. That merchandise must be 
something in addition to jewelry; that mer- 
chandise must be something that will make 
an appeal to the buyer; that merchandise 
must be suitable for a gift to some one every 
hour and every day in the year. 


How are you to accomplish this one great 
result? There is one sure way that has 
been well proven, and that is to take a cer- 
tain section of your store, preferably the 
rear, and place in it a gift or art depart- 
ment. This may sound a difficult problem 
for you to solve, but just think to yourself 
for a few minutes and figure out how 
much rent that lost space has cost you. 

Figure again that if you had a few pieces 
of giftwares in that space, how it would 
improve your store. .Figure again and judge 
for yourself that if you had beautiful mer- 
chandise in the rear of your store, how 
many customers would walk back there. Is 
not that just what you want your customers 
to do—to walk through your store and look 
over all of your merchandise? 

Then, again, it has come to your atten- 
tion many times that everybody has not a 
large amount of money to spend for a 
gift, so if you had beautiful gifts, say from 
one dollar up, how much more business you 
could do and how much more jewelry you 
could sell. It is the transient trade you are 
looking for and the question in your mind 
is how can you get it and what is the easiest 
Way. 

Most jewelers figure a good business in 
June, November.and -December and’ figure 
to just cover their expenses the other nine 
months. Does not that sound ridiculous to 
leave nine months to the mercy of what you 





GEORGE F. LITTLE 


may get, instead of going after it for the 
entire 12 months. You can have a good 
business every hour of the day and every 
day in the year, if you will only follow the 
true merchandising way of having something 
to sell everybody, every time he wants 
something. 

To open up a gift or art department is a 
very easy problem today, because you will 
find twice a year, that gift and art exhibits 
are being held: just for: you and other mer- 
chants that you may see under our roof a 
complete assortment of gift goods that will 
not detract from vour fine jewelry but add 
prestige to your business. 

One of the best tradespapers in the 
jewelry field has, for , quite some time, 
offered its entire services to jewelers and 
has a fund of information ‘that every 
jeweler should use just for this purpose. 

Another avenue of information which is 
ever at your beck and call is the informa- 
tion department of the Eastern Manufac- 
turers and Importers Exhibit and as their 
managing director, I would be pleased to 
give any information on any merchandise 
and also endeavor to answer any problems 
that you may find difficult to solve. 


Assuming that you have space that is not 
profitable, not a great deal of it, but enough, 
say, to put in a table 10 feet long by two 
and a half feet deep, you have ample back- 
ground for a really nice compact display. 
The table should not be over 30 inches high 
and a back about 30 inches more gives op- 
portunity to put in a long shelf or two, or 
two or three short ones to break the monot- 
ony of long unbroken rows of articles. Small 
movable partitions will come in handy to 
separate groups of kindred items and help 
concentrate attention to such as may be 
under immediate discussion. A mirror or 
two or possibly a couple of pictures will 
help wonderfully to break the blank wall 
above your display. Should space afford 
some small tables, they can be used in con- 
junction with this background and a few 
lamps will give you all the light you need. 
A space 10 feet square is not a whole lot 
but it is surprising how attractive it can be 
made and better, how profitable. Your 
display fixtures need not be expensive. It 
would be better to get plain wood for all 
of them and have them painted in a different 
color from the rest of the store, but yet to 
harmonize. Small groups or one or two 
individual pieces placed on the small tables 
will always draw attention and a little taste 
in arrangement will make the back of the 
store a very attractive spot to look at and 
will catch the eye and get attention from 
visitors. 

The articles you place in this little gift 
section quite naturally can not be large bur 
the success of a small section like this is not 


in large imposing pieces, but rather in care- ~ 


fully chosen small ones that range from say, 
$1 to $10 at retail. Pottery, glass, brass, 


small marble pieces, leather boxes, frames, 
book-ends, bits of bronze and the hosts of 
other well made articles that come in handy 
as bridge prizes or. that readily fill the re- 
quirements of a modestly priced gift. It 
would seem as if a catalog were being com- 
piled should attempt be made to enumerate 
the wide variety of articles that would be 
suitable. 

A jeweler has a reputation for fine wares 
and too much cannot be said about living up 
to it. An article does not have to be poorly 
made or cheap just because it is low in price 
and purchasers have the right to expect 
more artistic ware to come from the 
jeweler than from any other establishment. 
A little-space, a little thought, a little stock, 
a little effort and I’m convinced results will 
be big. 





“Boudoir Week” in the Gift 
Department 





HAT articles for use in the boudoir 
does the gift department of the jewelry 
store handle? 

Boudoir articles have a never-failing fas- 
cination for all women, and the men, too, 
have a distinct curiosity about such articles 
and interest in them. In view of this, then, 
it would be a decidedly good business propo- 
sition for the gift department to stage a 
“Boudoir Week,” during which all articles 
were featured that were especially suited 
for the boudoir. These articles could be 
featured by means of window displays, by 
means of attractive displays inside the store 
and, perhaps, by means of especially attrac- 
tive prices. 

To add to the attractiveness of the dis- 
plays it would be a good plan to display 
some of the articles on a dressing table in 
the show window of the store or on a dress- 
ing table in the gift department. Such a 
table should, of course, be made just as 
dainty and charming and attractive as pos- 
sible. Each of the articles on the table 
could carry a rather large price tag, with 
the price prominently displayed so that all 
of the people looking at the display could 
see instantly just what the prices were and 
so be saved the time, trouble and possible 
embarrassment attendant upon asking sales- 
people for the prices. 

The advertising for the event should em- 
phasize the intimate nature of the sales event 
and so present the thought to the public that 
in the displays in the show windows and in- 
side the store the public is given a peep be- 
hind the scenes into a wonderfully exquisite 
boudoir. 

All this should prove*to be a mighty goad 
selling. event, for the. gift section. 








The Harris-Emery Co., has purchased the 
Savery Jewelry Shop at Des Moines, Ia. 
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THREE BEST BETS FOR 
THE JEWELER’S SHOP 


“‘Theresienthal”’ 
Fine Crystal Stemware 


in Beautiful Two Tone Colors. 


“Schierholz” Dresden 


Art Goods 





Dainty Raised Dresden 


Flowers. 


Shelley English Bone China 


Service Plates 


As fine a china as can be made. 


with 








Every Jeweler having, or is about to open up, 
a China and Glass department should see these 
lines before ordering elsewhere as they are 
exclusive ! 

Stock or Import 


Fred. C. Reimer Co., Inc. 


49 West 23rd Street New York 








Visit our Display at the Eastern Manu- 

facturers’ and Importers’ Exhibit, 

PALMER HOUSE, Chicago, July 26th to 
August 7th, Inclusive 


CIRCULAR July 21, 1926 


IMONDETTI 


1M PORTATIONS« 


IMPORTATIONS 


on Exhibition 
at the 


EASTERN 


MANUFACTURERS 
AND IMPORTERS 


EXHIBIT 


Palmer House 
Chicago 
July 26 to Aug. 7 


2 
Q 


A timely buying trip to Italy is just com- 
pleted in season to offer the visitors to the 
Eastern Manufacturers and _ Importers 
Exhibit new and exclusive items and lines. 
There will be unusual showings of the 
following merchandise: 


Complete stocks of: Hand-tooled 
leather goods, Majolicas, Ceramics, 
Faiences, Peasant Pottery, Vene- 
tian Glassware, Florentine Gilt 
Woodware, Florentine Basketry 
and Alabasters, Wrought Iron An- 
tiques, Ship Models. And a new 
line of Spanish Art Wares. 


Simondetti & Company, Inc. 
STOCK AND SHOWROOMS 
12-14 West 21st Street New York City 


Pacific Coast: H. J. Payne, Furniture Exchange Bldg. 
180 New Montgomery St., San Francisco 
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Keeping Up With the Seasons 








Changing Interior Decorations and Displaying Appropriate Stock 
to the Best Advantage Essentials of a Well Conducted 
Gift Department 








THE jewelry store is filled with attractive 
and beautiful articles. The jewelry store 
can be made the most attractive of places, 
decorated simply but beautifully and the 
merchandise placed about in an appealing 
manner, not just “stuck on the shelves.” 
Few jewelers realize that their stores can 
be made as attractive as a home just com- 
pleted by a clever firm of interior decorators. 
Granted the jewelry store is filled with 
articles of a sameness and the home is not, 
but there are ways of displaying this mer- 


‘chandise which will create an atmosphere 


and eliminate a storelike feeling. 

Decoration of the store should be con- 
sidered. Greys and yellows and pale greens 
are good colors for walls. A dark color 
such as black should be used for shelves if 
they are painted, or the extreme color of 
white or grey if dark walls prevail. The 
mahogany colored shelves are good if stain 
is used on shelves. The main coloring of 
the store should be contained in the merchan- 
dise itself and not in the decoration. 

Next to decoration comes the lighting 
problem. There should be a number of floor 
plugs. and three and four-way sockets so 
that much of the store can be lighted by 
individual lamps and bridge lamps. The in- 
verted lighting method is more soft and 
kindly with gift and jewelry merchandise. 

The layout of the merchandise depends 
largely upon the store itself, and the town 
and buying public of the town. Unless in- 
dividual conditions are considered it is un- 
wise to say how a store should be laid out. 
But it is the question of changing about the 
merchandise which the jeweler does not con- 
sider. If he did he would put his considera- 
tion into action and the store would take on 
a different aspect with the seasons. 

The house and the decorations are not 
changed when Spring warns of Summer 
close at hand, but furniture and bric-a-brac 
are shrouded and the house takes on a 
Summery atmosphere. Where Wintery ob- 
jects were before used, now glass and pot- 
tery receptacles hold sway, and Summer 
lamps and shades have banished silk shades 
and their dirt catching fringe until the 
cold months when the windows are closed. 

Does the jewelry store show any seasonal 
change? No! And the jewelry store 
caters to the home and housewife. The 
jewelry store cannot sell Winter merchan- 
dise in the Summer. But the jeweler does 
not have to hide it as the housewife hides 
the Winter trimmings of her home. He can 
bring to the foreground the Summer mer- 
chandise and place in the background the 
Wintery objects. It will mean a revolution 
in his gift department, but that revolution 
will mean much to him and to customers. 

“Oh, it’s always the same!” will not be 
the cry of the women customers if the store 
suddenly goes through a Spring house clean- 
ing and reorganizing of stock. Customers 
will see objects that have been on display, 


~ but--see them because they are breught to 





their attention by a different manner of dis- 
play, a different Iccation of goods. 

A jeweler may put new merchandise in 
his gift department and not have it catch 
the eye of a regular customer who is used 
to the display and therefore does not single 
out a few new items stuck in with the old 
ones. Take that display and put it forward 
in another shelf or corner ot the store and 
the woman immediately goes to it. Change 
draws a woman like a magnet. 

Changing about stock is therefore a ques- 
tion which the jeweler must give considera- 
tion. With the coming. of Winter months 
the store can again take on its Wintry at- 
mosphere and the Winter merchandise can 
be moved to the foreground again. 

This change need not be a complete wreck- 
ing of the gift department. It can mean, 
though, a partial or entire replacting of the 
goods. The shelves for the Summer can 
be free of velvets and cloths and what 
scarfs are used should be Summery ones. 
This will give a cooler atmosphere to the 
department and eliminate that stuffy and 
overdressed or crowded appearance which a 
store sometimes has in the Summer. 

For the Winter the change is toward the 
more cozy and warm appearing layout and 
display of merchandise. Velvets, lamps 
lighted and their warm glow cast upon mer- 
chandise, and Winter merchandise pushed 
in the foreground and Summer merchandise 
set into the background will do much 
toward making the jewelry store more 
Wintery in appearance. 

There are jewelers of course who can- 
not change their gift departments about be- 
cause of the size of their stores. These 
jewelers can change about the merchandise 
on shelves, can take all the merchandise out 
‘of one cabinet and put it in again in a 
different manner. Changing about is not 
dusting and replacing. The dusted and re- 
placed item is not the one which catches 
the eye of the customer who has been in 
your store before. It is the item which has 
been dtsted and put on another shelf along 
side of an entirely different item from the 
one beside which it had stood before which 
catches the eye. 

So, the jewelry store will do well to dust 
and change about stock for Summer and for 
Fall also giving the housewife the atmos- 
phere in the jewelry store which. she has in 
her own home and recognizes. 





The Chicago importers have just received 
some very interesting French earthenware. 
This ware is made by the peasants of Brit- 
tany, France. It is hand modeled and 
fashioned, and is fired in a very crude yet 
artistic manner in kilns of the peasant dis- 
trict of northern France. Pitchers, vases, 
jugs and ash trays similar to those used 
during the time of Louis XIV are included 
in this very interesting line. The ash trays 
particularly are most unusual. 
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A Tiny Gift Department 


VEN a “Hole in the Wall” jewelry 
store can have a gift department, of a 
kind. The tiny jewelry store which the 
writer saw did not have a legitimate gift 
department, but gave the idea which follows. 
This jewelry store was located in one 
of the tiny shops in a hotel building. The 
entrance was around the corner from the 
hotel entrance, and there was no way into 
the store from the hotel lobby. There was 
room for a series of wall cases and show 
cases in front along the right side of the 
store upon entrance, and on the other side 
there was only room for some wall shelves. 
This store only had one row of wall cases 
and on them were shown toilet sets in their 
boxes, an excellent display, but what a gift 
department there could have béen with three 
shelves instead of one. Another thing 
which this store did was to change the dis- 
play every week. One: week there was a 
bridge lamp before the shelf and a chair 
for the convenience of customers. This 
bridge lamp served as a night lamp during 





that time. 


The show window was on the right side 


of the door, and ‘was divided off by a large 


shelf about two-thirds the depth of the 
window and the full width. This sounds 
very unattractive but the effect was ex- 
cellent. Underneath were placed on dis- 
play :heavier pieces of jewelry stock and 
some toilet sets, while jewelry was placed 
on the shelf effect. 

Now, take that shop with the three tiers 
of shelves on the side, or an assortment of 
the new and intriguing wall shelves which 
are being offered for home decoration, and 
stock only a very small assortment of gift 
department merchandise. From an import- 
ing house, for instance, can be obtained 
pieces of pottery, glassware, china, leather, 
a few placques, some pieces of brass, a 
couple of boxes of stationery and writing 
folios. An attractive tiny gift department 
could have been made of that side wall of 
the jewelry store. 

The reason the writer suggested an im- 
porter was that this assortment of mer- 
chandise can be purchased almost complete, 
with the exception of the paper, in the one 
showroom and the whole order shipped at 
once, and billed as one sale, thereby keeping 
down the shipping expense and eliminating 
numerous tiny bills from numerous houses. 
Stationery and writing folios when pur- 
chased in dozen lots require small storage 
pace and so can be purchased at the will of 
the jeweler. 

No jewelry store is too small to stock a 
few gift items. Any jeweler can invest 
$100 in a tiny gift department. And that 
is about all it would cost. Say $50 for the 
initial order of merchandise and $50 for 
shelves, open shelves, or the wall racks and 
nicknack shelves. Buy a couple of panel 
mirrors, a couple of banjo clocks in addition 
if there is anything left of $100. 








William J. Iliffe, a watchmaker and 
jeweler at Largo, Fla., is on a vacation at 
Washington, D. C., where he and his wife 
and daughter are spending most of the 
month of July. They made the trip in their 
automobile. 
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HIRSCH METALLIC BRONZES 














The production of _ these 
beautiful designs, in low- 
priced bronzes, is an achieve- 
ment made possible by the 
use of The Hirsch Process 
which cannot be equalled for 
durability, price, and French 
bronze finish. 























Bi sasies 


7127— “ARAB” Novelty Lamp. 7131—“PEASANT GIRL” Novelty 








Height 13 inches. Base 8x5 inches. Lamp. Height 13% inches. Base 

2 Baskets of colored Flower Beads. Send for New Illustrated Circular 8x5 inches. 2 Baskets of colored 

French Bronze Finish. Wired. Flower Beads. French Bronze Fin- 
ish. Wired. 


J. B. HIRSCH COMPANY 


IMPORTERS and MANUFACTURERS 


432 East 17th Street New York City 





































Throughout the Scandinavian 
countries, ““‘DRAGSTED” 
stands for quality, masterful 
craftsmanship and skill of the 
highest order. 


The many prizes awarded to 
him since 1854 give testimony 
= . : to the rare charm and distinc- 
ei ar, tt See jaw 86s tive grace of 





—— 


| Dragsted Famous Peuter 


An Endless Variety of ART and GIFT WARES 


remarkably beautiful and unique, such as we have been 
selling to the jewelry trade since 1900. 


Do not fail to see us at the Eastern Manufacturers & 
Importers Exhibit at the Palmer House, Chicago, 
July 26th to August 7th, 


Rooms 760-761 


-M. WILLE — Art Goods 


41 Union Square, New York 
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Who Owns the Gift Business? 


A Word to Jewelers Who Have Not Taken Advantage of the Opportunity to 





Increase Their Sales 


By Norman Hawthorn 




















p4 CK ARDS, 
Rolls Royces 
and  “Flivvers’; 
Rembrandts, Whis- 
tlers and colored 
lithographs, dia- 
monds, pearls and 
alarm clocks, each 
fine for their re- 
spective pur pose, 
but they don’t mix 
well. When mil- 
lionaires compete 
for paintings, there are no $1.98 lithos hang- 
ing around. Packards and Fords get you 
there and bring you back, but I don’t re- 
member them being shown together; and 
alarm clocks, somehow or other, don’t seem 
to enhance the value or appearance of 
precious stones or metals, but my, how often 
some handsome member of the alarm clock 
family looks at you face to face, when you 
are interested in a different kind of a ring. 

I’ve traveled around this country quite a 
lot and it is surprising to notice the dif- 
ferent articles offered for sale in shops that 
somehow or other don’t look as if they 
ought to have them. The present day drug 
store seems to be the biggest surprise in 
this respect and you really have to look for 
the prescription counter. Funny, isn’t it, to 
go into a drug store to buy toys, stationery, 
books and a few other odds and ends and 
some that I have been in lately have had 
on display some mighty attractive pottery 
and glass novelties. Be assured that these 
-odd side lines are not carried just to make 
the store look pretty. Even the telephone 
in the corner brings its share of people into 
the store, who, while in, might just happen 
to remember they needed some tooth paste 
-or something else. 

On these same travels, one cannot but 
wonder at other shops that somehow or 
other don’t seem to have merchandise that 
you rather think they should have. I’ve 
always sold pretty high grade wares and in 
going into new towns, the same problem 
confronts one and it is not the easiest thing 
to find a shop that sells the better grades 
of what might be broadly classed as “Art 
Furnishings.” Of course, the first place we 
look for is the jeweler, for we must admit 
that his place is the logical one in which 
to find choice little bits of this or that or 
the other thing. The very title of his 
establishment has a halo that has come 
down through centuries, stamping him as an 
artist and skilled workman, as well as a 
‘keen judge of the most expensive and most 
sought after products of the earth; precious 
stones and precious metals. 

I’ve talked to quite a few men in the 
jewelry business and they tell me that they 
“have about three months of good business 
-and nine months of grief and worry. I 
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know one who stated that he would proba- 
bly save money if he only kept open during 
part of May and June and November and 
December. I know that he is fond of golf 
and fishing, too, but they don’t pay the rent. 
Now for the life of me, I cannot under- 
stand why a jeweler should not do business 
at least 10 months out of the year. 

I may be all wrong, but I know that in 
my wanderings I have found shops that 
keep pretty busy the whole year round, but 
not with jewelry or alarm clocks or re- 
pairs or sun glasses. How? Well, let’s 
stop and think for a minute. Have you 
ever been to one of the semi-annual selling 
exhibits that of recent years have featured 
the wholesale selling of so-called gift and 
art wares? Fifty to 200 rooms loaded with 
things from all over the world, some good, 
some not so good. Prices, you might say, 
from a nickel to a million; but the majority 
of items are artistic, well made and fairly. 
priced. ‘Things that would grace your own 
home and look well most anywhere. 

What would happen if you were to try 
and buy it at home? A choice piece of 
Italian pottery, that cute little Limoges 
enamel powder box. 

“Say, that’s a dainty boudoir lamp for 
Jane’s room.” 

“Now I wonder where I can 
Spanish leather picture frame?” 

“Mary’s birthday is next week and I. 
know she would like some silver mounted 
glass salad plates. I guess I'll write Fred 
and ask him to send me a dozen by express 
from New York.” 

Yes, that’s about the way it goes and 
what’s the answer? The way I see it is 
for the logical shop in town to answer the 
question. Who? The jeweler. Sure, I 
know all about the little place around the 
corner. Say, do you know they have some 
of the finest things in town. My wife buys 
most of her things there. They give us 10 
per cent. off because we happen to be in a 
kindred business. I’d like to know how 
they do it. They started on a shoe string 
and, they’ve made good. Wonder if I 
couldn’t start something around here. I’m 
well known, get the best people in town in 
here once in a while. They have confidence 
in my judgment and taste and I’m just as 
clever as the folk around the corner. 

Man, when you get that far, you’re well 
on your way to something real. Not a 
reason in the world why you should not. 
Twenty years or so ago, a jeweler in 
Tyronne, Pa., happened in to a show room 
to inquire about a few salad bowls. He's 
still a jeweler, doing a bigger jewelry busi- 
ness than ever, but when he has finished 
showing you the china, glass, some lamps, 
pottery, book-ends. O, what’s the use of 
details: if you want it, he has it and he 
keeps time busy. 


get a 





_ Just by way of diversity, I might men- 
tion that in Nashville, Memphis, Toledo, 
Minneapolis, Duluth, - Des Moines, Harris- 
burg and way stations, there are fine 
jewelry shops that have provided assort- 
ments of fine art and gift furnishings that 
bring their regular customers in often and 
make it hard for the casual customers who 
drop in, not to find themselves coming back 
again. Clean cut business, beautiful wares 


‘to handle. No limit to the possibilities of 


growth. 

Everything’s a gift even if it is from 
yourself to yourself. You don’t know how 
to get started? That’s easy. The gift sec- 
tion of your trade paper has more informa- 
tion than you'll ever need. Every re- 
sponsible manufacturer will go the limit to 
help you, for we all make money out of a 
live shop and the far-sighted manufacturer 
is always looking ahead to development and 
growth. 

It’s rather foolish to have only three good 
months when nine or 10 are yours for the 
taking. Oh! I forgot to answer your ques- 
tion. No,—it won’t take as much money 
as you think it will. The gift and art 
wares business is as much a part of the 
jewelry business as is the silverware and 
precious stones. You'll raise a howl if a 
new jewelry shop opened and cut into your 
business. Why not take what is yours by 
inheritance ? 





Exhibitors at Eastern Manufac- 
turers and Importers Show in 
Chicago, July 26 to Aug. 7 


A partial list of exhibitors scheduled for 
the Eastern Manufacturers and Importers 
Exhibit to be held at the Palmer House, 
Chicago, from July 26 to August 7, includes 
the following : 

The Art Metal Works, Bieber Bros., 
Ferdinand Bing & Co.’s Successors, Cassidy 
Co., Inc., Carbone, Inc., Ebeling & Reuss, 
F, Ehrenreich & Son, Electrolite Products 
Co., A. J. Fondeville & Co., Fulper Pottery 
Co., Gifts Bazaar, Glo-Jewl Co., Gudeman 
& Co., Haeger Potteries, Inc., Charles Hall, 
Inc, R. C. Ham & Co. Wm. F. Hayes, 
Hayes-Turchin Co., Hayman & Lindenberg, 
Inc., John J. Hines, Inc., Hubley Mfg. Co., 
Japanese Fan Co., Javan Studios, H. L. 
Judd Co., Inc., K. & O. Co., Inc., Koscherak 
Bros., Kwong Yuen & Co., Inc., Emil S. 
Larsen & Co., Inc., Forgelight Iron Works, 
Lazarus & Rosenfeld, Rudolph Lesch, Percy 
N. Leyland, Inc., George F. Little, L. R. 
Markell, Mauree Lamp Shade Co., the Mohr 
Art Co., Mountain Community, Inc., Ann 
Murphy Studio, Pompeian Bronze Co., Inc., 
Rehberger and Saul, Inc., Ritz Import & 
Export Co, Sable & Phillips, Inc., Saul 
Mfg. Co., I. Shainin & Co. 
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Individuality 


UR bronzes are made by craftsmen, 

not machines. Each artisan puts 
his whole heart—his whole sense of 
beauty—into what he produces. Thus, 
the artistic sensitiveness of skilled hands 
guiding fine tools, results in art subjects 
which are as individual as a great paint- 
ing—so individual, in fact, that, though 
such bronzes may apparently be imitated, 
they can never actually be duplicated, as 
our models prove. And our prices are 
no more than the imitators, so why not 
| have the originals? 


Catalog and prices sent on request 


Our Line Will Be Displayed at the Eastern Manu- 
facturers’ and Importers’ Exhibit 


PALMER HOUSE, Chicago, July 26-August 7 


Pompeian Bronze Co. 


INCORPORATED 
Manufacturers of Artistic Bronzes 


225 Fifth Avenue Room 507 New York City 




















Golden Encrusted 
Colored Glassware 
Handsomely Decorated 





In a wonderfully distinctive line of 
beautiful shapes. 


Jade, Blue and Orange banded with 
Gold and Silver on the same objects 
with a deep encrustation of figured 
gold. 


This remarkable line will be shown 
at the Eastern Manufacturers and 
Importers Exhibit, 


PALMER HOUSE, CHICAGO 
July 26th to August 7th 


inclusive 


When in New York, a wistt 
to our Salesrooms will prove 


very advantageous. 


J. J. HINES 


39 WEST 23rd ST. NEW YORK 
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LAMP- 
~CLOX 


Here is a lamp that is beautiful, unique and practical. Entirely 
new in design, it combines the attractiveness of a colored parch- 
ment shade lamp with the utility of a well-made, 8-day clock. 


Concealed electric light bulbs behind the parchment shade cast 
a warm, beautiful glow into the room and effectually light up 
the face of the clock. 


This new Lamp-Clox placed in a corner of the living room, in 
the boudoir or the reception hall will at once be the center of | 
interest. Wh 
The stand is most attractively made of wrought brass, beauti- [fF 
fully embellished and stands 60 inches high. The translucent 
parchment shade is in warm rose color and the clock is guaran- 
‘teed to keep accurate time for a year. 


May Also Be Used as a Wall Clock 
























Lamp-Clox is so made that it may be detached from 
the base, if desired, and fastened directly to the wall. 
Used in this manner, the clock is always conveniently 
in view and when lighted, presents an unusually 
attractive appearance. 





Will Rejuvenate Your Gift Business 


Lamp-Clox has proved its salability. Wherever it has 
been introduced it has become instantly popular. It 
sells because it is different—unique—beautiful—prac- 
tical Women who believe they have a sufficient 
number of lamps in their homes buy Lamp-Clox 
because it is new. And Lamp-Clox, despite its attrac- 
tiveness and its serviceability is not high priced. Note 
these low prices. 


Net Prices F. O. B. Chicago 


In lots of 1 dozen or less. ...each $19.50 
In lots of 50 or less.......... each 18.50 
In lots of 100 or less ........ each 17.50 
























































Blauer-Goldstone Co., Inc. 


(Established 1866) 


5 North Wabash Avenue CHICAGO 
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CHINESE BRASSWARE 


Create 

an 

Oriental 
Nook 

in 

Your 

Gift 
Department 


You will 
Easily 
Double 
Your 
Investment 
on This 
Assortment 


13 VARIETIES 


Assortment of Artistically Hand Made, Engraved, Hammered and Etched 








Please 
Mail 
Your 
Order 
to 

Our 
Nearest 
Office 


Write for 
Our 1926 
Wholesale 
Price List 
and 

Catalogue 




















Complete Assortment $25.00 - > 31 PIECES 


Any article particularly appealing may be reordered in dozen or half-dozen lots from our New York or San Francisco stocks at special dozen prices. 


I. SHAININ & COMPANY ““"svone x 


Western Office: 268 Market St. 
SAN FRANCISCO, CAL. 
Chicago Office: 

(Room 1625) 17 N. State St. 











“19 Years of Successful Merchandising” 


NEW ENGLAND REPRESENTATIVES: 


Direct Importers of The H. P. & H. F. Hunt Co., 
Chinese Art Wares 41 Pearl Street, Boston 


Purchasing Offices in China at Shanghai and Peking 
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Size 27” x 32” 











American Clipper Ship 


Price $60 retail 





When you buy 
your SHIP MODELS 


When you buy your ship mcdels make sure of their pedigree. 
If vou buy according to price only you may be disappointed 
to find that you have a domestic plaster model that will soon 
lose all of its beauty and charm. 

Our models are imported hand-carved models of the finest 
workmanship, each one is carefully fashioned after the original 
whose name it bears. 


Write for leaflet and information of models ready for imme- 
diate delivery. 


RUDOLF LESCH 
225 Fifth Ave. FINE ARTS New York 


Publishers of Finer Pictures 
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Historical Essay on the Origin of the Candlestick 
and Candelabra 








By A. C. Ridge (Hawksworth, Eyre & Co., Ltd., Sheffield, England) 
(Expert on Old Sheffield Plate and Antique Silver) 








[ would be a vain research to attempt to 
ascertain with precision the antiquity of 
the use ot candelabra; thus much may, 
however, with safety be assumed, that as 
soon as mankind began to study comforts in 
the smallest degree, or to cultivate the more 
useful arts of life, these articles must have 
been amongst the earliest inventions. 

The Egyptians are the people amongst 
whom is found the earliest trace of their 
existence, and hence they have been esteemed 
the inventors of them. 

Of their ancient usage among the Jews 
we have an unquestionable record in the 
Scriptures, where the following directions 
are given for fashioning the magniticent can- 
delabrum which was placed first in the tab- 
ernacle, and afterwards in the holy temple 
of the Jews: 


“And thou shalt make a candlestick of 
pure gold: of beaten work shall the can- 
dlestick be made: his shaft, and _ his 
branches, his bowls, his knops, and _ his 
flowers, shall be of the same. 

“And six branches shall come out of 
the sides of it; three branches of the can- 
dlestick out of the one side, and three 
branches of the candlestick out of the 
other side. 

“Three bowls made like unto almonds, 
with a knop and a flower in one branch; 
and three bowls made like almonds in the 
other branch, with a knop and a flower: 
so in the six branches that come out of 
the candlestick. 

“And in the candlestick shall be four 
bowls made like unto almonds, with their 
knops and their flowers. 

“And there shall be a knop under two 
branches of the same, and a knop under 
two branches of the same, and a knop 
under two branches of the same, accord- 
ing to the six branches that proceed out 
of the candlestick. 

“Their knops and their branches shall 
be of the same: all of it shall be one 
beaten work of pure gold. 

“And thou shalt make the seven lamps 
thereof: and they shall light the lamps 
thereof, that they may give light over 
against it.’—Exod. xxv. 31-37. 


This splendid candlestick stood on the 
south side of.the Adytum, or ante-chamber 
to the sanctuary, and served to illuminate 
the altar of perfume and the table of shew- 
bread, which stood in the same place. 

When the Romans, under Titus, destroyed 
the hallowed temple at Jerusalem, the golden 
candelabrum with the other treasures was 
removed to Rome. Upon a triumphal arch 
erected at the foot of Mount Palatine in 
honor of Titus, there was placed, in a most 
interesting bas-relief, a faithful representa- 
tion of this candelabrum, which is exhibited 
as borne in procession among the spoils 
which were carried from Jerusalem in tri- 
umph to Rome. 


In the earliest history of the manners and 
customs of mankind, we read that the flame 
which blazed upon the humble hearth an- 
swered the double purpose of conveying the 
comforts of warmth and light. The first 
improvement upon this mode of illuminating 
an apartment was to burn dry or resinous 
woods upon an altar; and when the use of 
oil was known, and lamps began to be in- 
vented, candelabra assumed their appropriate 
and characteristic form. 


The form of some of the candelabra 
which have been discovered in Herculaneum 
and Pompeii have given rise to a conjecture 
concerning their origin. Among those which 
were intended to be movable, and were used 
for domestic purposes, there are instances of 
the shaft representing a knotted cane, or a 
spiry branch with truncated shoots and leaf 
stalks. The ancients were remarkable for 
their taste in adapting ornaments to things 
of common use, to augment their utility, and 
at the same time preserve the type of the ob- 
jects which gave rise to any useful inven- 
tion. The buds and _ shoots represented 
adorn the shaft of the candelabrum, which 
would otherwise be too plain; they are con- 
venient in affording a firm grasp to the 
hand, and at the same time they appear to 
give the history, and agreeably recall the 
simple origin of these utensils, which in 
their primitive form consisted merely of a 
reed or shaft supporting a tablet, and fixed 
in a flat base or stand. 


Candelabra vary greatly in shape, and 
many of them present models of exquisite 
taste in form, proportion, ornament, and 
execution. They consisted generally of a 
column let into a triangular altar or a flat 
base, resting upon three feet, and sur- 
mounted by a broad but shallow plateau or 
basin. The top varied in size or depth, as in 
was used for a lamp-stand, or designed for a 
brasier, on. which incense was offered and 
perfumes were burnt. If the candelabrum 
was made to hold more than one lamp, 
branches, from which the lamps were sus- 
pended, diverged from the top or from the 
side of the stem. The stem or shaft was 
sometimes formed of several pieces, each 
portion terminating with a flat top. When 
thus constructed, they were made of marble, 
and used in their taller or shorter form, as 
suited the purposes of convenience or orna- 
ment. Candelabra were made of gold and 
silver, of bronze and iron, and marble, and 
were adorned with the richest workmanship, 
as suited the circumstances of the individ- 
uals, or the occasion for which they were 
designed. The most magnificent and splen- 
did were placed in the temples of the gods. 
The figures and ornaments which graced 
them had always an allusion to the worship 
or history of the deity to whom they were 
consecrated. In Cicero, we have an account 
of a candelabrum designed for the temple of 
Jupiter Capitolinus at Rome, which was of 
immense magnitude, executed by the most 
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skilful artists, and profusely decorated with 
the most brilliant gems. The candelabra 
which illuminated the palaces, the public 
baths, and the spacious halls of the ancients 
were frequently not less magnificent and ex- 
pensive than those which were destined to 
sacred purposes. Homer, in his description 
of the palace of Alcinous, King of Corcyra, 
speaks of candelabra of sculptured gold, 
representing youths standing upon altars, 
and holding in their hands flaming torches. 
Athenzus, in describing the furniture of a 
splendid apartment, mentions candelabra of 
corresponding magnificence; and Cicero as- 
serts that not a house in Sicily was without 
these utensils made in silver. * * * 


Candelabra were not entirely confined to 
the purpose of bearing lamps. In the tem- 
ples they stood, in some instances, as em- 
blems of that glorious luminary which is the 
source of light and heat. In the public and 
domestic sacrifices they were frequently used 
for holding the incense which fumed before 
the statutes of the gods. They have been 
found deposited in the dark chambers of the 
tomb, and their appropriate place there 
seems to have been at the head of the ce- 
ceased; they appear on the types of many 
medals, and have sometimes been sculptured 
in bas-relief on the outside of temples, where 
they were introduced to show that the build- 
ing was consecrated to the gods. 

The inhabitants of Tarentum, and the Isle 
of ‘gina, were considered by the Romans 
as the most celebrated manufacturers of can- 
delabra. Those made at the former place 
were esteemed for the elegance of their sym- 
metrical form, and those at the latter for 
their finished workmanship. Candelabra 
which combined these excellences were of 
the most expensive kind: and it is recorded 
by Pliny, to the reproach of Gegania,: an 
opulent Roman lady, that she had given 50,- 
000 sesterces for a candelabrum which was 
the joint production of both those celebrated 
manu factories. 





There was a very large display of exhibits 
at the Pacific Coast Gift and Art Show, 
held in the Palace Hotel, July 7 to 14, and 
quite a few of the goods were of interest 
to jewelers who carry gift lines. Among 
the exhibitors were: W. Reichert & Co., 
New York; Harper J. Ransburg Co., Indian- 
apolis, Ind.; Cliftwood Potteries, Morton, 
Ill.; Mulvaney Art Studios, Chicago; Henry 
C. Hubley, Los Angeles, Cal.; Barnard 
Hirsch Co., San Francisco; Ernest G. Bros- 
trom, San Francisco; L. D. Bloch & Co., 
New York; F. C. Dilberger and F. C. 
Ingram, San Francisco; Gardiner Bros., 
San Francisco; Albert Kessler & Co., San 
Francisco; L. R. Markell, San Francisco; 
Melvin J. Lattie, San Francisco. The Oscar 
O. Friedlander Co., New ‘York city, was 
represented by Peter. J. ©’Neill & Sons, 
Los Angeles. J. H. Payne, of San Fran- 
cisco, had among his lines the goods of the 
Plaza Studios, New York, Simondetti & 
Co., New York, and M. Wille, New York. 
I. Shainin & Co., importers, of San Fran- 
cisco & New York, was another exhibitor ; 
William F. Sprague & Co., Inc., New York; 
Tyre Bros. Glass Co.,,San Francisco; the 
P. F. Volland'Co., Joliet, Ill., made displays, 
and there were also many other exhibits, 
many of them quite suitable for jewelry 
stores. 
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A represen- 
tative _selec- 
tion will be 
on display at 
the Chicago 
Gift Show, 
Rooms 1181- 
1182, Hotel 
Sherman, 
Chicago, 
week August 
2nd-8th 























No. 1042—Pottery book ends fastened 
securely on solid brass stands—$4.00 pr. 


An Unusual Showing of 
Recent Importations 


Illustrated leaflet on request 


RENA ROSENTHAL 


520 Madison Avenue 
(Near 53rd Street) 


New York City 


Middle West Representative: E. D. LEAVITT, 
Manufacturers’ Sales Service, 17 North Wabash Ave., Chicago, Il. 
Central and Southern Representative: GILLMAN & YOUNG, 
2117 Railway Exchange Building, St. Louis, Mo. 

New England Representative: HUNT, Boston, Mass. 





































Mignon—the line complete 
consisting of Perfume Sprays, 
Perfume Droppers, Powder 
Boxes. Designed and created to 
appeal as containers for the pre- 
cious perfumes and toiletries of 
those who command the best— 
and those who are pleased to 
have the finest to offer. Mignon 
Perfume Sprays are designed to 
preserve and avoid waste by 
evaporation. 


5th 
Annual 


CHICAGO 
GIFT SHOW 


HOTEL SHERMAN 
August 2nd To7th 1926 









Delightful for gifts—small and 
inexpensive styles for favors— 
more costly styles for treasured 
gifts, including satin boxed sets. 


Everything for the Gift 
Trade in widest pro- 
fusion shown in two 
hundred fifty rooms on 
three floors. Attend 
for economy and for 
service to your trade 


{ and business. yo 





















THE MIGNON a 
CORPORATION 


29 West 35th Street, New Yerk City 
LONDON ; PARIS 


GIFTS, ART WARES @ NOVELTIES ASSOCIATION iC S LA SALLE STREET CHICAGO 








* mark the dates on your calendar now. 
nian 
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Mottoes As 


Gift Stock 





Hints to Help the Jeweler in 
Meet With 





Making Selections That Will 
Approval oe 


wire? 








gence are many jewelers who do not 
realize the amount of business which 
the gift department can bring into their 
stores. [here are many more jewelers who 
have gift departments, but because of the 
type of merchandise in those departments 
do not fully realize the returns which can 
pe gained from a more varied gift depart- 
ment stock. Greeting cards are looked 
down upon by many jewelers, but this should 
not be so. The greeting card business in 
the jewelry store is not a “joke” nor is it 
to be scorned and given over entirely to 
stationery store. 

Jewelers carry stationery, and they carry 
gifts, and the greeting card goes along with 
this class of merchandise far better than the 
jeweler can imagine until he has stocked 
and sold greeting cards. Some jewelers sell 
fine pictures while others carry picture 
frames in leather, silver, etc., and still others 
carry mirrors. Along with this merchandise 
comes the framed and the unframed mottoes. 
Framed they are far more appealing to most 
customers, although there are always some 
who wish them unframed. 

The greeting card and the motto walk 
hand in hand in attracting more customers 
to the jewelry store and jewelers who have 
come to this realization are stocking mottoes. 

There are jewelers who will say, “But I 
wouldn’t have one of those things in my 
house.” Maybe the jeweler wouldn’t but the 
framed motto is a very pretty gift, and an 
inexpensive one in many instances, and bears 
a lot of sentiment. 

Like the greeting card, the motto field 
is very broad, and covers such a number of 
occasions that always one or more styles or 
types are not only in demand but in season 
for display. 

The size of mottoes runs from a little 
smaller than postal card. size to the large 
ones running’in the neighborhood of eight 
inches by 12 inches. They are framed and 
unframed, and the jeweler is wise to carry 
a’small stock of each. If he finds that 
framed mottoes are more popular he should 
still continue to carry a very small stock 
of the unframed ones. They fit into the 
window display, into the counter display 
and into the stationery display and are a 
reminder to customers that mottoes are also 
to be purchased in the store. There are 
customers who cannot be pleased with the 
frames in which the mottoes will be placed, 
who will want to put them in a leather 
frame, or a silver frame, etc. To meet the 
demand of these few and far between cus- 
tomers the jeweler should be prepared with 
unframed mottoes. They can always be 
framed by one of the clerks in the jewelry 
store if the jeweler at any time feels that 
he wishes to dispose of them so that different 
styles may be selected in their place. 

Most mottoes are framed in wood in at- 
tractive colorings, or gold, or in polychrome 
frames. The smaller mottoes which can be 
used on the désk and small table are usually 
of composition frames colored, and in either 


a lacquered or rcugh finish. Some are made 
in plain wood, and jewelers can put them 
in small leather frames and in silver ones. 

Some of the mottoes are just simply in- 
serted into the frame while others are more 
expensively framed, the motto being placed 
in an opening in an appropriately decorated 
mat. These decorated mats are lithograph 
jobs, a four-color process or printed, or 
water color tinted or hand painted. There 
are some mottoes decorated with engraving 
and printing effects in black and white which 
are very attractive and appear very ex- 
pensive. 

In selecting mottoes the jeweler must take 
into consideration the motto itself. The 
motto itself must be considered first. Then 
the decoration of the motto should be con- 
sidered. Hand painted, hand-tinted, and 
etchings are for the more expensive trade. 
But the jeweler who selects that class of 
merchandise should also select some well 
done lithographed or four-color mottoes. 
But he must take the ones which are the 
best decorated ones ‘of that class of work. 
The jeweler must also consider the method 
of framing and the frame itself. He can 
do this only from seeing the merchandise 
and using his natural taste for attractive 
merchandise. No article can tell the 
jeweler what to select. If he is at all hesi- 
tant about the frames and mountings let 
him ask the advice of a woman sales person 
in his store. 

Another interesting thing about framed 
mottoes is that they can hang on the wall as 
a picture, or can stand with the aid of a 
heavy paste board easel. Some mottoes have 
a mottograph on the back with spaces for 
the name of the giver, name of the receiver 
and the date, making a permanent record 
on a permanent gift. These same mottoes 
are each packed in a gift box decorated with 
a beautiful verse addressed to the recipient. 

Irom these few points it will be apparent 
to jewelers what a broad field the motto, 
framed and unframed, offers when added to 
the stock of their gift departments. 





Two Attractive Windows Dis- 
playing Chinese Gift 
Merchandise 


THE display of Chinese merchandise is 

always attractive to passersby. The 
attention of the writer was caught and the 
contents of the two windows noted. The 
displays are described as they may offer 
suggestions to jewelers who have Chinese 
merchandise in stock and need but an in- 
spiration to make a window display of these 
articles. 

A small window is best for this kind of 
a display. There was a small taborette in 
the back of one window with a lamp on it. 
The lamp was made of a Chinese porcelain 
vase base with a Chinese silk shade. The 
rest of the window display consisted of only 
four items, two covered jars of Chinese 
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porcelain and two vases. The jars were 
at the sides because of their size and heavy 
appearance and the vases in the center of 
the window. The ground was velvet. The 
window was very plain in many people’s 
estimation, ,but the,,Chinese| porcelains in 


’ themselves are so rich and colorful ‘that they 


need nothing added to their beauty. 

Another Chinese window had a small 
Chinese screen in the back with a low table 
before it on which was a Chinese lamp and 
two art figures, one on the right and one on 
the left of the lamp. On the right of the 
table is a cloisonné’ bowl or vase. Still on 
the right but coming toward the front of 
the window are two pairs of Chinese bronze 
book ends and still further front another 
cloisonné bowl. On the left of the table 
was a pair of book ends, and further for- 
ward toward the. front of the window two 
Chinese paper cutters. Across the front of 
the window were a pair of bookends with a 
book on Chinese art between them, and a 
couple of very dainty paper cutters. Again 
the ground was dark velvet. 





Colored Glassware as Gifts 





ARICOLORED effects are now the 
style in household furnishings and, as 
accompaniment to the polychrome draperies, 
the lady of the house has taken to the lovely 
colors in glassware that prevailed in former 
generations. The plain crystal finds rose, 
amber, pink, blue and other palette effects 
to brighten up the glittering white of pieces 
of our past few years. Colored glassware 
is now decorating the dining table, the tea 
table and the lunch layout. There are sets 
of such pretty ware fashioned to suit each 
of the three mentioned repasts. True artists 
in glass enamel decoration are being called 
in to grace the glass manufacturers’ pieces. 
And ornaments in artistic form and color 
in glass are being brought into competition 
with those of china, pottery and metal. As 
gifts they should decorate the jewelry store 
on shelf, in showcase and stand. The 
range of prices precludes none from sending 
such presentations to friends.. Full table 
sets that, in their beauty, are costly; small 
artistic vases or goblets. to recall the 
donor’s kindly but simple act and memory. 
In the stock of the manufacturer we find 
lovely plates and bowls, vases, candlesticks, 
lampstands, powder boxes, etc. For the din- 
ing table is a goodly selection in captivat- 
ing tones of amethyst, jade and the most 
delicate of blues. And for the patroness of 
the American arts there is the enhanced 
pleasure of knowing that many of the most 
charming glass pieces are from the hands 
of native artists in their own original de- 
signs. -But there is no lack of reproduction 
of the old pieces so coveted by the con- 
noisseur. Here are Venetian (Murano) 
glass productions in their multiplicity of 
forms and effects. Our own Colonial glass 
finds imitations in quaint forms often, but 
frequently of more sober beauty. They re- 
call the “Baron” Stiegel product of Man- 
heim, Pa., and the romance attached to it. 
Old South Jersey’s glassware from the 
Colonial Caspar Wistar factory is being 
brought to life again in its fine combina- 
tions of clear glass and one or more colors: 
in combination. 
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NOVELTY FURNITURE and BELGIAN BRASSES 


Write for Catalogues 





D2078 Ink Stand 


5/252 Marble top Coffee Table 


Gudeman & Company 


5/260 Telephone Booth 30 Irving Place, New York, N. Y. 5227 Book Shelf 
Pacific Coast representative—Mr. Sam Siegel, 127 East 9th Street, Los Angeles, Calif. 

















atte QUAN BED 22 


Profitable—Quick-Selling Novelties ! 


Women can’t resist these unique, fascinating 
Imported French Perfume Novelties. Jewelers 
everywhere are selling them in increased numbers 
with a good margin of profit. As Gifts, Dinner 
Favors and Party Prizes they will build up a repeat 














No. 485. Basket of Flowers — Beautiful 


547. Perles de France—Three lustrous cy ; ’ . 4 ‘ f 
Met ouken Gas eaten 4 business in a short time to continue thruout the year. flowers exquisitely hand. decorated. Filled 
exquisite assorted Nissery odeurs. $8.00 Send for iustrased catalogue B.7 } el fragrant Fren h Perfume. $12 per 


per doz. boxes. 


ROCHAMBEAU IMPORT & EXPORT CO., INC., 105 W. 40th Street, New York 














The MOHR ART CO. 
16" Full Ship Models 


MAYFLOWER 
SANTA MARIA | 6 Assorted 16 inch Full 
FRIGATE Ship Models - $48.00 


HALF MOON 


VENETIAN ARGOSY { Single Model - $9.00 
SPANISH GALLEON 


The Best of Design and Workmanship. [Illustrated Catalog on Request. 
1475 Buckeye Street, TOLEDO, OHIO 
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Gift Suggestions Seen in 
H#etropolitan Salesrooms 






































J. 285—Pheasant made of porcelain and 
decorated in natural colorings of the bird. 





J. 290—Imported black glass bowl deco- 
rated with sterling silver flowers. It is 
guaranteed not to tarnish, 





J. 284—Parrot on a perch. This offering 
ts made of Italian pottery and is highly 


— J. 28i1—Flower bowl, made of Italian 
pottery, 12 inches in diameter. The inside 
of the bowl is painted yellow and the out- 
side a blue background with green leaves 
and a brown vine. In addition there is a 
flower holder containing an assortment of 
flowers including anemones in assorted color- 
ings, rose-marie, heather and ferns. 
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J. 283—Jardiniere of Holland 
pottery, 12 inches long, filled with 
fine French asters in assorted color- 
ings or any other flowers desired. 
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high. 
J. 286—Jardiniere made of Italian 

pottery, oval in shape and 12 inches J. 288—Candlestick of 
long. Italian pottery. 


J. 291—Vase of Hol- 
land pottery 10 inches 





J. 289--Lily fllower holder with holes in 
block. It is made of pcrcelain with petals 
tinted green, pink, lavender, coral or 


yellow, 





J. 287—Lily girl, made of highly polished 
porcelain, 634 imches high with the base of 
the lily 5 inches. The figure is in white and 
the petals of the lily in which the fizure 
rests are tinted yellow, pink, lavender, coral, 
or green. 





J. 282—Ornament of Fayennceware. 
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THE BALTIC AMBER Co. 


Finest Genuine Amber 


Necklaces 
and 
Chokers 


105 WEST 40th STREET ; NEW YORK 
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Largest Line 
of 


Cigarette Holders 
Handsomely Boxed 


Finest Faceted Amberlite 











MOUNTAIN 
COMMUNITY 




















seen ome : Tt 





TheWellesleysnaThe Adelphi | |<) pooted and Illuminated 


Two of the latest productions in “Crescent” Nh Leather 
English Bone China from George Jones & Sons 
These two patterns will 
be featured in our display at the Eastern Manu- A selection of toned and contrasted beauty 


Ltd., Stoke-on-Trent. 


facturers and Importers Exhibit at the Palmer tasteful designs—shadowed tints embody- 
; ing the spirit of centuries past, revealing 
House, Chicago, July 26th to August 7th. quality worthy only of a connoiseur. 
Specially assembled for the Jewelry trade. : A variety to harmonize with the most charm- 
° ing interiors and a price range permitted by 
HLS our own manufacturing and importations will 
Write f ' d s be found at the Eastern Manufacturers & 
rite for prices and particulars b Importers Exhibit July 26 to August 7, at 
’ the Palmer House, Chicago. 
.@) 
: 
Percy N. Leyland, Inc. (i ee reese 
° ¢ o ) 
184 Fifth Avenue New York | Ja st / ( 
we!) 159 EAST- 51° STREET NY ie 











in Wonderful Colorings 































































The Queen of Cigarette Holders 


PAT. & REG 






‘Le opatra 
ASP 


Order now—a trial assortment of 2 dozen 


Subject to ‘Return Within 30 Days If Not Sold. 
We Ship Only to Dealers with Favorable Rating in Duns. To Others C. O. D. or C. W. O. 


CARDINELL SALES CO., Montclair, N. J. 


Extra Fancy Hand Decorated .$10.80 Doz. 
Extra Fancy in Plush and 


Satin Boxes ..........-+++: 21.60 Doz. 
Grade B Single Stripe Deco- 

Rit ccvsbasaghawssdeueus's 7.20 Doz. 
Grade B in Plush and Satin 

REE Ch ola badas sense see 14.40 Doz. 
Grade C Plain with Rhinestone 


NE < ccpidereasidenseseees 3.60 Doz. 


All Cleos Are Packed in Individual Boxes and 
Display Cartons with Display Materials. 


THOUSANDS ARE BEING SOLD 
We Were Unable to Supply the Demand During 
November and December 





























A few Cleos in your window brings dollars 
to your till. 
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EIGHT NEW 1926 COPYRIGHTED BR°XZ"ET BOOKENDS 


14 WEST 23rd STREET THE GIFT 


Visit Our Display 


at CHICAGO GIFT SHOW D.36 
Hotel Sherman, D.37 
Chicago, IIl D.38 ——— $ 50 
August 2nd to 7th D.39 Pair 
Room 1252 


HOUSE, Inc. 


SPECIALLY PRICED 


NEW YORK 





Visit Our Display 
at NATIONAL GIFT SHOW 


en $ 50 Hotel Adelphia, 

D.30 —_— Reval Philadelphia, Penna. 

D.31 | Pair August 29th to Sept. 4th 
Room 816 

















A Big Imported Value 

















BELGIAN POTTERY 


Exceptional Design and Coloring 
$13.50 F. O. B., Chicago, For 12 Pieces 


The Chicago Importers 


IMPORTING DIVISION OF 


W. C. OWEN, INC. 
17 N. Wabash Ave. Chicago 


The Most Complete Showing of Gifts, Artwares and 
Novelties in the Middle West—Imported and Domestic. 


Write for Our Portfolio of Gifts 














The Masterlite de luxe 
Pocket a a 


cane sable to Smokers) 









FLINT 
NO Friction 


___ Trouble 


Mathieu on a 
New Scientific 
Principle 


| 
| Guaranteed § 
| forever 


Greatest Gift Seller in Years 


In handsome Red Leather Case 





| Gold plated jeweled with Birthstones................ $1.50 
Heavily nickel plated, jeweled with Birthstones....... $1.25 
Gold plated without jewels.................002eec00: $1.25 


Can of fuel with each lighter FREE 
Retails $3.00 to $5.00 each 


Write on your letter head for a sample 
of each style (3 in all) 


See Mfg. Co. 


110A E. 23rd St., New York 
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Gift Buyers Information Bureau 


THE JEWELERS’ CIRCULAR Announces a Buyers 
Information Bureau for All Jewelers 
Interested in Gift Wares. 


and unbiased advice to all jewelers on all gift merchandise 


( department now offers a reliable source of information 
that is suitable for a jewelry store. 


Perhaps you are one of the hundreds of jewelers already interested 
in the really great opportunities in gift wares, but hesitant about 
purchasing through lack of absolutely responsible, reliable informa- 
tion—information on the different classes of merchandise, on exactly 
what to buy and where to buy it. 


Or you may already have a gift department in your store and would 
like to know how the chain store in your town can under-sell you 
on certain merchandise, or where they purchase such goods. 


For a long time the need has been felt for a reliable information 
bureau. Not to promote any particular class of merchandise but to 
furnish a broad merchandise view of all classes of goods that may 
be of interest to the retail jeweler. An organization of unquestioned 
integrity and reliability, with but one single thought in mind, that 
of finding such merchandise as is requested and getting the lowest 
possible prices. 


It is not the purpose of this Gift Information Bureau to place any 
orders with any manufacturer, but simply to get you information 
about any goods you may be interested in. 

THE JEWELERS’ CIRCULAR has opened this department that you may 


secure, without obligation, not merely data on any merchandise you 
may be interested in, but to keep you posted on the market conditions, 
and to be of such service to you as only an experienced merchandising 
department can be. 


The Jewelers’ Circular Pub. Co. 












































Why Not Now? Assortment No. 6 J. R. KITTLER 

6 E d F; Chi i 

A $25.00 Special! = jj Gotd"and Piatisum Finish 

\ NUM of Gold and Platinum China Wholesale _Only 
pLAt CHINA 5 pute Bete & Peppers 2116 Hudson Ave. 
Reg. U. S. Pat. Office Z ee das tation Dees CHICAGO 
1 4-piece Condiment Set 
1 6” Vase 
. . Ask f ion. 
Try It! You Will Call Again. | \“s* iat eee 























The Latest 
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Silver-Plated Importations 
of Extreme Charm and Quality 





No. 768—Cigarette Box. .Cedar 
lined. Capacity, 50 Cigarettes. 
Size, 4x3x1%” 

Price, $1.20 ea. 


No, 1918—Inkstand. 
Size, 4% x 4%” 
Price, $1.50 ea. 






a a = 


No. 1700—Cigarette Box and Tray. 
Capacity, 50 Cigarettes. Box full 
gold lined. Size, 3x4x1” 
Price, $1.75 Set. ° 


Hemill Products, Ince. 
- Dept. R—103 Mott St., New York City 


Manufacturers and Importers 


Silver, Copper, Nickel, Brass, Hollow-ware and Novelties 
Aristo Decorative Glass Candles 
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While you are at the com- 
ing GIFT SHOWS we earn- 


estly solicit that you visit our 


Showrooms 1291-1292 
at Sherman Hotel, Chicago 
also 
Room 1017 
at Adelphia Hotel, 
Philadelphia 


and see our comprehensive 


selection of JAPANESE 
ART & GIFT WARES re- 


plete with new items. 


Taiyo Tiading, Ep, Inc. 


IMPORTERS OF 
(Ot rier vonn Wepanese Geedss *’"iiicaca 
NEW YORK J CHICAGO 


New England Rep.—N. Masuda Co., 99 Bedford St., Boston. 
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Something Really New 


Josephine Pottery from the 
Island of Martinique. Terra 
Cotta objects shown in this 
country for the first time. 
Their construction and mate- 
rial make them invaluable for 
cold drinks and flower contain- 
ers due to the fact that water 
put in them remains at a very low tempera- 
ture no matter how hot the weather. These 
objects range in price from $2.40 a dozen 
to $8.40 a dozen. 


REED SALES CO. 


225 Fifth Ave., New York 











Do as Coolidge does—SAVE 


This motto is lettered on the Bank 


The 


“Coolidge” Bank 


Approved by the President himself 


Large Size $4.00 
Small Size orf; DOZEN 
Bronze and Green Finishes 
Enclose Check with mail-orders. Mini- 
mum, 1 Dozen. GROSS PRICES: 
Large: $40.00; Small: $20.00. 


Miss E. D. Sanford THE GIFTS-BAZAAR Aune C. Wilmerding 


225 FIFTH AVENUE, NEW YORK 




















free GIFTWARES 


The Monthly Magazine 
for the Gift Trade and 
for the JEWELER 
alive to the growing necessity 
for a GIFT DEPARTMENT. 


GIFTWARES is the Picture Book 
of the Gift Trade—every issue 
crammed full of illustrations show- 
ing the latest domestic creations 
and foreign importations of clever 
rovelties, feature articles and stim- 
ulating sales ideas to help you build 
up a profitable GIFT DEPART- 
MENT. 


You Need This Magazine 
Send $2.00 today for a year’s subscription 


GIFTWARES PUBLISHING CO. 


1181 Broadway New York, N. Y. 











Sole Manufueturers for the UcLA. 


ofnite 


[avinité, 


PRODUCTS 


“The Pottery Metallique” 


Redically distinctive— 
Beautiful Reproductions 














e Room 1408 
Art Industries, Inc. Hotel Sherman 
225 Fifth Ave., N. Y. C. Aug. 2-7th 
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She said it for a lifetime! 


A PURCHASE FROM YOUR 
JEWELER IS AN INVESTMENT 
IN PERMANENT VALUES 


Ar ai mm 


IS twenty-first birthday. The thresh- 
old of young manhood. 

To mother, the occasion calls for some- 
thing more than short-lived recognition— 
the celebration of a day. It calls for a com- 
memoration of her affection that shall live 
with him all through his life. 

Her birthday gift must say, not merely 
“T love you,” but, “I love you forever and 
aye!” 

There’s a wealth of such gifts to be had 
at your jeweler’s. Practical gifts and daily 
useful, enduring gifts and good to look upon. 


For instance, a gold or silver pocket knife 
or signet ring, to be engraved with his own 
initials. Cuff-links for his first stiff shirt! A 
scarf pin with the talisman stone of his 
birth-month. Or a toilette set in sterling 
or plate. 

Or there’s a real Elgin Watch! Even at a 
small price! An Elgin that will keep the 
time for him faithfully until he is ready to 
deed it to his own son, to make room for a 
costlier and handsomer Elgin. 

If you’ve a gift problem, drop in and talk 
it over with Dr. Jeweler. 

Consultation’s free! 


ELGIN 


THE WATCH WORD FOR ELEGANCE AND EFFICIENCY 


July 21, 1926 


NAME ADDRESS 


Send for the TINY TREASURE BOOK, a delightful little brochure of Gift Facts and Gift Suggestions. Sent free - Elgin National Watch Company, Dept. 7, Elgin, Ill. 


Tris advertisement appeared in four colors in The Saturday Evening Post, July 17th, Ladies’ Home Journal, June, and Nast Group, June 
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That this’ department shall. prove mutually bene- 
ficial’ to dur readers, it is desirable that the mem- 
bers’ of the trade generally communicate with THE 
Jeweters’ Crrcutar regatding’ any advantageous 

























device or plan which they are utilizing in con- 
nection with their business, 














Old-Timers and New Blood 





Written Expressly for THE JEwELERs’ CIRCULAR 
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HY do so many prospects leave the 
jewelry store without buying? Why 
do so many customers return no more? 
Why do so many prospects, obviously inter- 
ested in certain jewelry, hesitate and, when 
finally do buying, seém doubtful of their 
purchases? Why do many people place lit- 
tle, if any, credence in what the salesman 
says? And, the jewelry merchant further 
may pursue, does not this lack of confidence 
disturb the success possibilities of the store? 
We should think it would. The lack, far 
too often, is due to lack of experience. And 
that brings up an important question. One 
jewelry merchant, keen on maintaining the 
best possible establishment, wants to know 
whether to favor younger men, displacing 
the “old-timers,” as he called them, as they 
take on the years. His, indeed, was an up- 
shooting prejudice in favor of the younger 
men, believing particularly that most cus- 
tomers, especially women, preferred service 
from them. 

There are many angles to this subject. 
Ask one jeweler and he will put hand aloft 
every time for the salesman long in the busi- 
ness. The younger men, too, will have their 
proponents. Some jewelry merchants may 
be disposed to dismiss old jewelry salesmen 
because of the thought they can no longer 
keep up with the business. They are behind 
the times, it is assumed. Ofttimes the ques- 
tion of salary enters. Then there is that 
penchant nurtured for the newcomer, per- 
haps because he contributes a certain hitherto 
missing freshness to the business; good in 
looks he may be; and hé may possess also 
that personality which so appeals to pros- 
pects and which the staid old-timer cared lit- 
tle about, or likely forgot all its importance. 

Your new salesman, moreover, aside from 
having a young ideal, so to speak, to foster, 
must uphold his employer’s faith; he must 
warrant his place—so he is likely to put 
forth special efforts, inasmuch as he is no 
fixture. He is ambitious; he wants to make 
a good impression; probably he will unload 
Many new ideas. These ideas, however, as 
some jewelry merchants, lamenting, have 


learned, do not always develop as desired. 
Out of place they may be, for one reason, 


because the man taken on probably had little, 
if any, experience in’ the jewelry business. 
This was so in the case of the jewelry mer- 
chant who had engaged a man previously 
selling other lines. The knowledge that he 
sadly acquired was that you could not easily 
take an individual; even though he had been 
selling other merchandise for many years, 
install him in the jewelry store and expect 
him to fill a miche as though he were the 
missing fragment from the chipped vase. 
To the contrary! There was a new field, 
utterly unfamiliar, to hoe. 

Some jewelers may have a leaning toward 
the younger men because they provide that 
new blood that they believe their business 
so craves. Constantly are they hiring—and 
firing. This is particularly so when the man 
at the head of the business himself is always 
desirous of change. A new salesman is 
chosen, but in time he palls; soon there is a 
displacement. And the same policy pro- 
ceeds. If we probe for a reason we learn 
that experimenting is being done. And cost- 
ly experimenting it is. The merchant is dis- 
satisfied with jewelry sales, so he tries out 
new men. Change going on all the time; 
new faces; customers ask for a certain sales- 
man, but they find out, many time to their 
disappointment, that he is here no more. 
That is one thing the jewelry merchant may 
well bear in mind. 

Change is desirable in itself, but the 
jeweler must have a definite idea of what he 
is striving for, and when a new salesman is 
added to the force the object particularly 
should not be to hold him only until another 
man crops up, who probably is better, but 
oftentimes is not, and leaves the jeweler as 
far from his point as ever; the aim should 
really be to develop the material available. 
The salesmen should be encouraged to grow 
with the business. 

Customers favor certain jewelry salesmen, 
as can easily be determined by their interest 
manifested when they are making new pur- 
chases. They ask for Mr. Golding, but when 
he is no longer in attendance, and the suc- 
cessor does not come up to what they ex- 
pect or wish him to be, and when his serv- 
ices and his lack of savoir faire indicate he 


couldn’t reach Mr. Golding’s abilities with a 
10-foot pole, then the result is decidedly dis- 
pleasing. 

Many’ times customers stay away from the 
jewelry store because there are always new- 
coming salesmen. It is well not to overlook 
here that the shop that makes frequent 
changes in its selling force is not creating 
favorable opinions in the minds of customers. 
No more than it is building a compact, ex- 
perience-acquiring selling force. People nat- 
urally will reason that since the store is 
making so many changes, the owner is not a 
good man to work for. Right or wrong, it 
is detrimental to the jeweler’s business. The 
jewelry merchant rather should resolve on a 
steady selling force, one that grows with the 
business and that grows in experience.: 

Do not, by any means, undervalue the 
salesman long in the business. He may have 
set ideas, but they have their value, par- 
ticularly so far as your own business is con- 
cerned. And that consideration should be 
uppermost in your mind. After all, the ex- 
perience, when acquired in one shop over a 
long term of years, is outstandingly valuable 
to the owner of that shop. Take that sales- 
man and place him in another jewelry store, 
in a different part of the city, to work under 
new and unfamiliar conditions and circum- 
stances, to meet a different class of patron- 
age, then you will find that he is many times 
out of place, much of his experience here 
availing him little. He truly has to start all 
over again, so far as this strange jewelry 
store is concerned. The veteran, moreover, 
with all his experience, cannot easily mold 
himself to fit his new employer’s ideals. He 
has his prejudices and his preferences. He 
is not so on the outlook for newer ideas as 
he is ready to apply his own particular abili- 
ties. 

So far as the old salesman’s knowledge of 
jewelry is concerned, his importance is not 
to be questioned. And so far as his peculiar 
experience is concerned, we have an asset 
here that should not likely be considered by 
the jewelry merchant who suddenly may feel 
the need for new blood in his selling. force. 

Your old-timer, bear in mind, possesses a 
knowledge of your business that took years 
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ECLIPSE 


Attractively-priced pens 
mean greater profits ! 











Other merchants are 
cashing in on the quick 
turn-over of. Eclipse 
pens and pencils — 
especially from school 
and Xmas business. 
You can too, because 
we show you how 
others do it. 


Make Us Prove This! 


CARDINAL 
as 





ECLIPSE PENS— 


—All fine writers 
—All good looking 
—All guaranteed 
—All reasonably priced 











An assortment to please every customer. Every pen . ne oa 
made of unbreakable Pyralin. 14 Kt. iridium tipped [amma  t Dpew sons ronawio. ont 


iT RE Ae 





point; superior patented clip and filler lever. We guar- 
antee all pens to be fine writers and you can sell them 
quickly from $1.00 to $3.50 at a good profit. Gift sets 


(Pen & Pencil) slightly higher. Attractive window and 

counter displays to make selling easy. Eclipse has 

made good pens for 20 years. <e> 

V TR IT For this booklet showing Wee 
prices, colors and styles. 


ASK FOR NEAREST JOBBER’S NAME 


ECLIPSE Fountain Pen and Pencil Corp. (ine Teron: Cane 
ty 
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to accumulate. What chance, indeed, does 
the novice stand in comparison? Breaking- 
in new men brings in a responsibility entail- 
ing time, patience, worry, effort, and often- 
times disappointment. It is consuming in 
various ways to experiment with jewelry 
salesmen. The saving effected in the differ- 
ence in salary alone is far offset by the loss 
of experimenting. You don’t have to ex- 
periment with the men who are so-called fix- 
tures of the force. They have long since 
attested certain abilities. They have grown 
with the store. They know their customers; 
their customers know them. The pleasant 
contact here alone represents a value to the 
jewelry merchant that must not be lost sight 
of. 

Many people patronize certain stores, not 
so much because of the owners as because of 
the salesmen. When a salesman who has 
proved popular changes to another store, he 
usually brings along a following. The peo- 
ple are with him. In many stores the owner 
is never in attendance; success depends 
largely upon the salesmen—either they make 
or break the business. The unwisdom of re- 
peated changes and promiscuous experiment- 
ing looms outstandingly here. 

It is well for the jewelry merchant not to 
overlook either that people regard the old, 
well-seasoned salesman with more confidence 
than is true of the newcomer, whom they do 
not know, and whose jewelry values they 
question. Does the lack here not staid out 
as a disadvantage, decidedly so, in fact? 

The old jewelry salesman who has gained 
much of his experience in one shop has just 
the desirable requisites for that shop. He is 
best fitted to wait upon its trade because he 
understands its requirements; he is familiar 
with the conditions surrounding that par- 
ticular business, and his own individual phi- 
losophy that he has acquired with the years 
stands him in good stead. The jewelry mer- 
chant who is employing him should not light- 
ly cast him aside. Rather he should view 
him as a part of the business. 

The old jewelry salesman, if he is wise, 
will of course play his part in keeping up 
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Cornish Beck Succeeds Cady & 
Olmstead Jewelry Co. 








a 








CORNISH BECK, Sioux City, Ia., the 

scion ot a well-known family of the mid- 
west who have been in the jewelry business 
fcr three generations, entered into a new ven- 
ture in the retail phase of the business, and 
the old firm of Cady & Olmstead, founded in 
Kansas City, Mo., in 1870, was reincarnated 
when the new store of Cornish Beck, Inc., 
was opened in the old Cady & Olmstead loca- 
tion, 1019 Walnut St., Kansas City, on 
Saturday, May 22. The new firm will carry 
on its business somewhat after the manner 


followed for many years by its historic 
predecessor, whose large clientele it will 
endeavor to retain, in addition to its own 


augmentation to the list. 

Thousands of Kansas Citians accepted the 
invitation of the newly organized jewelry 
firm to attend the formal opening of the re- 
habilitated store ; but not all of the visitors 
were Kansas Citians, for a score or more of 
Mr. Beck’s personal and trade friends came 
from other cities in the middle west and the 
cast for the occasion. The store was filled 
with great baskets of flowers. 


Although the operating firm is but newly 
organized, one instinctively feels that, be- 
cause of Mr. Beck’s and Mr. Simon’s long 
association with the trade, and with the ro- 
mantic: background afforded the _ store 
through the history of Cady & Olmstead, 
Cornish Beck, Inc., is starting out with the 
advantage of being already an established 
concern at the opening. Mr. Beck’s father 
and grandfather, before him, were in the 
retail business and Cornish Beck remained 
in the trade as head of the firm of Will H. 
Beck, Inc., Sioux City, Ia., until a little 
over a year ago, when the control of that 
establishment was disposed of. 

Mr. Beck was also fortunate in acquiring 
such an associate as Clem J. Simon of Chat- 
tanooga, Tenn., and, more recently, of New 
York City. Mr. Simon is well known 


among the younger diamond experts of the 
country, having been for several years man- 
ager of the diamond department of George 
T. Brodnax, Inc., at Chattanooga, and until 
recently holding the same position with 
Stern Bros. & Co., New York city. 

The firm of Cady & Olmstead was at one 
time among the widest known western retail 
establishments, having been the largest, as 
well as the oldest company in this section 
of the country through several generations. 
The business, despite the years-of trouble, 
gained international prestige under. the pilot- 
age of Charles P. “Tod” Woodbury, -who 
took over the management of the business 
early in 1919, when the existence of the 
company was considered virtually a thing of 
the past. Mr. Woodbury worked~ strenu- 
ously throughout his connection there in put- 
ting the name of the firm before the public 
throughout the American continent . and 
many other sections of the world through his 
activities in building up a unique business in 
special and international trophies. Although 
this phase of the business was considered 
auxiliary to the regular retail end, it was 
largely responsible for Mr. Woodbury’s suc- 
cess in eliminating some $220,000 of. the 
firm’s old indebtedness. 

Cornish Beck, Inc., will attermpt to oper- 
ate a retail establishment of the highest or- 
der and will doubtless successfully retain the 
former clientele of the old firm as a part of 
its own. 

Monsieur: After this, keep your hands off 
my girl, see? 

Masseur: But I just can’t resist the de- 
sire to give her my massage of love!— 
WViliams Purtle Cow. 

* * * 





First Tramp—TI see youse wuz arrested. 
Second Tramp—Yeah, for fragrancy.— 
FHlarvard Lampoon. 
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CCRNISH BECK NOW OWNER OF CADY & 





OLMSTFAD JEWELRY CO., KANSAS CITY, MO. 
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GOTHIC BOUDOIR 


HEIGHT, 734: inches. WIDTH, 7% inches. 
Case, Antique Mahogany with Dark Panels. 


12 Day Jeweled and Raised Gold Numerals. 
Ea Sean 24.00 
WER BUNCE. 05k so i cdcccce 


QUALITY 
HEIGHT, 5% inches 
WIDTH, 53 inches 
3%-inch Square Dial, 
Raised Gold Numerals 

12 Day Jeweled Movement 
Inlaid Antique Mahogany 
Skeleton Hands 


Q 
List Price : HEIGHT, 6% inches WIDTH, 9% inches 
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The Gift 
Most 
Thoughtful! 


EDDINGS, birthdays, anniver- 
saries call for lasting gifts like 
these .. . thoughtful reminders of 
sincere wish that bride, wife or mother 
will enjoy to the full charm of home. 


QUEST 
HEIGHT, 6% inches 
WIDTH, 5 inches 
3%-inch Gothic Dial, 
UAINT Raised Gold Numerals 
12 Day Jeweled Movement 


3% inch Oval Dial, Antique Mahogany with 


Resale Pri : 
oe Raised Gold Numerals 

12 Day Jeweled Movement 
Antique Mahogany with Dark Panels 


. Gold Stripe 
ER eae $ 





DE soo eee $ 
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ANDOVER * WESTMINSTER CHIME 
HEIGHT, 18 inches. WIDTH, 10 inches. 
DIAL, 6 inches. CASE, Solid Mahogany 
Antique Finish, Black Columns and Base, 

Cast Sash, Bevel Convex Glass, Silver 
Dial, Raised Gold Numerals. 
MOVEMENT, New 8 Day Pendulum, 
Rod Chime and Strike. 
RO, osc n.ss sudan 6 0ds06 6s 
EERE. cis bacco ensessws eee 


VERNON . 
HEIGHT, 13% inches 
WIDTH, 9 inches __ 
5%4 inch Octagon Gold Dial 
Movement, 8 Day Pendulum 
Rod Strike. | 
Case, Mahogany Finish 
Glass Panel, Skeleton Hands 
Raat POE: 5. <c000%es $18.20 
Resale Price......... 


THe NEw HAVEN GLOCK Go. 


NEW HAVEN, CONN 


Sane eeieooeaeaneee eee ————— 
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Hints for Watch Owners 





GROUP of helpful hints for watch 

owners which shows in a simple form 
how to care for timepieces is being dis- 
tributed by Hansen & Co., of Seattle, Wash., 
to assist in building good-will. This lead- 
ing jewelry store on Second Ave, the suc- 
cessor to Albert Hansen, which guarantees 
every watch sold to give satisfaction, not 
only assists the public with the little leaflet, 
but assists its watches and its watch repair 
service by demonstrating the exact care 
which a watch should have. 

Only three inches by one and a_ half 
inches, the leaflet is a nugget of informa- 
tion, and advises: 

“Almost any watch will run for months 
after the last particle of oil on the bearings 
has disappeared. And it goes without say- 
ing that injury will follow as surely as 
night follows day. It must be overhauled 
periodically (see reverse side)—taken apart 
entirely—removing old dried-up oil and dirt; 
repolishing parts to prevent them being 
spoiled for good timekeeping. Oil in a lady’s 
small watch will last’ about six or eight 
months. It takes a grain of dirt the size 
of a needle point to stop the watch. Dirt 
will get inside. When you buy an auto- 
mobile, you are instructed how the machine 
must be looked after constantly, for which 
work you pay a service station or chauffeur. 
Your tiny watch is a thousand times finer 
machine running constantly, so isn’t it 
reasonable to have it attended to occasionally 
for a small service charge. 

U. S. Government Time Specifications for 
military strap wrist watches are: 

The watch must run without more than 
2 minutes variation in each 24 hours. 
Therefore, as an example of the remarkable 
accuracy of small ladies’ watches—1 minute’s 
variation per day means only one beat’s 
variation out of 1440. 

Be sure to wind your watch up fully 
(preferably in the morning). Do not be 
afraid of overwinding. This is particularly 
true with the small watch as it will not run 
24 hours unless it is wound tightly. 


In washing hands, avoid getting water on 
‘the watch. A severe jar or dropping the 
watch will bend the balance pivots (axle), 
causing it to run irregularly. Such damage 
does not always show its effect immediately. 

How long a watch can give service and 
perform properly, providing it is given the 
proper care and is not injured. 

Men’s watches should be cleaned and oiled 
at least every 12 to 18 months. 

We do not recommend cleanir™ wrist 
watches until they, run irregular: stop. 

A small watch will give its own waruing 
and stop as soon as the oil thickens, because 
of the little power required to run it— 
while a large watch, on account of its 
greater power, will keep on running, after 
all lubrication has disappeared, frequently 
doing. considerable damage. 

The labor of a watch: 

Balance wheel turns or ticks 5 times each 
second. 

Balance wheel turns or ticks 300 times 
each minute. 
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Balance wheel turns or ticks 18,000 times 
each hour. 

Balance wheel turns or ticks 432,000 times 
each day. 

Balance wheel turns or ticks 157,680,000 
times each year, or about 3,186 miles, same 
as traveling a distance from New York to 
San Francisco. 

How far would your auto run without 
attention ? 

Do you not think this machine ought to 
be cleaned and reoiled once in a whiie? Is 


there any other mechanism more abused 
than a watch? 
The most wonderful machine in the 


World.” 
The little leaflets that are handy for the 
vest pocket are made available in little con- 
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Attractive Jewelry Store of J. Riley, 
Tupelo, Miss. 


AY down in Tupelo, Miss., J. Riley 

keeps his ‘patrons interested by attract-- 
ive window displays which he changes twice | 
every week. He features in the window one 
line at a time. »Mr. Riley carries no side 
ines but stresses diamonds, watches, 
jewelry and silverware. The remodeling of 
jewelry is featured with much success. All . 
ihe work is done by trade shops. 

The jewelry store measures 24 by 100 
feet. The fixtures are of walnut. All the 
cases are eight feet long. Mr. Riley uses 
rewspaper space of four inches, double col- 
umn, every week in about five county week- 
ly papers. Direct-by-mail matter is sent 





ey 








INTERIOR VIEW OF STORE OF J. RILEY, TUPELO, MISS. 


tainers for the customers of the store. They 
have a universal appeal through the valu- 
able information they contain, written in an 
interesting way.—C. M. L. 





Old-Timers and New Blood 





(Continued from page 143) 








with the times. He should be receptive to 
new ideas, and not too set on his pet prefer- 
ences. When he is thus open to newer 
thoughts he will all the time acquire a fresh- 
ness that will more than ever enable him to 
hold his own with the younger men. It is 
indeed by keeping abreast of the times and 
by considering the jewelry problems as they 
exist today, and by befitting oneself always 
for the future, that the seasoned salesman 
makes himself still more of an asset. The 
old, experienced jewelry salesman on the 
whole is worth more money to the merchant 
hecause of his greater knowledge. It is that 
knowledge that enables him tp earn the re- 
spect of, and to hold the steady business of, 
customers. ~Many times he deserves more 
money because he really is making more 
money for the boss. 


out three times per year.. Mr. Riley states 
that manufacturers who supply window dis- 
plays render a needed and profitable service 
to retail jewelers. He says he uses all the 
manufacturers’ literature he can get. Both 
Swiss and American watches are carried, the 
jeweler making a special feature of one 
American and one Swiss watch. In order to 
stimulate business, specials are advertised 
at low prices. He has been engaged in busi- 
ness about three years, his predecessor hav- 
ing had the business for about 12 years. The 
lighting system consists of 12 ceiling lights 
of 200 watts each. 





Prof.: Name something necessary for life. 
Stude.: Er— 


Prof.: Correct, now name a food rich in 
fats. 

Stude.: But—er— 

Prof.: Very good—Washington Dirge. 


* * * 


First Critic: The show was bad, wasn’t 
it? 

Second Ditto: 
Pitt Panther. 


Yes, positively decent !— 
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inond § i} AN OPTICAL 
oe PRIMER 


Increase Sales and Profits By C. H. Pixley and collaborators 


with Chime Hall Clocks 


Hall Clocks are SELLING! 


More Hall Clocks will be sold in 
the next six months by enterprising, 
aggressive Jewelers than have been 
sold in any previous twelve. 


Art and Service ice 2 




















A primer invaluable to all beginners 
in their early studies and contains a 
vast amount of material of value to 
every practicing refractionist. 


Herschede has uncovered the most 
amazing business opportunity in a 
decade for the retail jeweler. 


DOUBLE YOUR SALES! Pat- 
tern your sales plans after the elec- 
tric refrigeration people. Make a 
survey of your community. Get a 
line on the Hall Clock prospects. 
Purpose to put a Hall Clock in every 

modern home. 


Three hundred pages; cloth; illus- 
trated. 





Price, $1.50 





THE OPTICAL PUBLISHING CO. 


Herschede 11 John Street es :: ot: New York 
gives you the 
GREATEST 
line of Hall 
Clocks in the 


country— 








THE MOST CONVENIENT MAGNIFIER 
THE MILWAUKEE LOUPE 


For Engravers, Watch 

Makers, Fine Tool Makers, 

Die Makers, or for any- 

one a quick access 
Sf 


Greatest va- 
riety, finest 
quality, lowest 








price. to a magnifying glass. | 
: If you are wearing 
a No. 252 glasses, you can now 
Each case have a _ convenient and 


3 Height 80% inches 
fashioned of the Ornament, 5% inches 
. Width, 21 inches 
finest mahogany Senth. 15 tnetes 
and a master- Burl Redwocd Panels 


practical loupe (either 
single or double), fitted 
to your spectacle frame. 
The hinged joint of the 
loupe arm is _ fastened 
securely to any spectacle 
frame, nose bridge, or at 
: eis the temple end piece. 
Dependable timekeepers and finished When needed, it is ready to be conveniently brought down into position 


to a degree of accuracy that is only ready = using. In ordering oy a power od — Stan toe 


possible because Herschede Clocks are THE MILWAUKEE. ( OPTICAL. MFG. CO. 


built completely in our big, modern Milwaukee Optical Mfg. Co. Building 
plant under our own supervision. 424 Jackson Street, Milwaukee, Wis. 











piece in design. 











List prices from $162 to $1710. 


me, Oo Order thru an Accredited Herschede F airchild & Company, Inc. 





Height, 80 inches * . 
Width, 22 inches jobber or direct from the factory. 49 EAST 21st STREET 
Depth, 15 inches 
NEW YORK CITY 
New York Salesroom: 586 Fifth Avenue. We Are Manufacturing 
Robt. E. Wilkes, Manager. 
Pacific Coast Representatives: Pencils and Kindred Articles in Gold and Silver in New and 
A. I. Hall & Son, Inc., San Francisco, Calif. Exclusive Designs, and the “Fairchild’’ Gold Pens 





Prices on Pacific Coast Approximately 10% Higher 


The HERSCHEDE 
HALL CLOCK COMP ANY to our regular sizes. 
The Lion Safety Pin Clutch Co. 


CINCINNATI, OHIO Pat. Feb. 20,1917 20 W. 22nd St., New York p,, ba 2, 1920 





the Protection Ring Guard 


For thin rings get our num- 
ber 0. It is a new addition 
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‘**How I Get Results from Window 
Displays ’”’ 





Written Expressly for The Jewelers’ Circular 




















M* merchandising experience has been 
that price cards have more to do with 
the pulling power of the window display 
than any other single element in the display. 
I have experienced the transformation of 
an otherwise inactive display into a real 
“selling” display through the use of simple 
price cards. 

Not long ago I was in a Nerthern Ohio 
city and was sauntering around the busi- 
ness section peering into the window dis- 
plays of the retail establishments in the 
hopes of locating some small inexpensive 
gifts which I could take home to my two 
youngsters, as they always look forward to a 
souvenir upon my arrival. As I passed 
from one display to another I chanced upon 
the display of a sporting goods store in 
which was a very elaborate and attractive 
display of basket-ball players’ toggery. In- 
stantly the thought occurred to me that here 
was something that I could take home to my 
small son who right then was very much 
absorbed in the sport of playing basket- 
ball and was continually nagging the life 
out of his mother for various articles of 
equipment. In this display were several 
pretty uniforms which struck my fancy very 
strong. I was “sold” on them and was right 
in the mood of buying one, but nowhere 
in the display could I see a price card— 
nothing that would even give me a faint 
idea of the cost. My ready cash-in-pocket 
was rather at a low ebb and I could not go 
over a certain amount in my purchases or I 
was likely to find myself stranded and with- 
out funds before I could get home. My ac- 
quaintance with sporting goods was such 
that I could have more nearly guessed the 
number of fishes in the Atlantic Ocean than 
I could have guessed the probable cost of 
any one of those uniforms. Now if there 
is any thing I hate to do it is to enter a 
store and inquire the price of merchandise 
and find that it is beyond my reach. In fact, 
it is embarrassing to me and I absolutely 
refuse to do it. Needless to say I came 
home without one of the uniforms, but since 
arriving home, just to satisfy my curiosity, 
I inquired of a local sporting goods dealer 
the probable cost of such uniforms and 
found to my surprise that the price was 
much lower than I had anticipated. Had I 
ever dreamed that one of those uniforms 
could have been purchased at any thing like 
the price suggested by the local dealer I 
would have brought one of them home with 
me. Here was an instance in which the ab- 
sence of a price card lost that store a sale 
and I would be willing to bet dollars to 
doughnuts that I was not the only father 
who stopped to admire those uniforms but 
who passed on simply because the display 
failed to give him that deciding factor— 
the price. 

I have inquired of literally hundreds of 
people regarding this phase of window shop- 


ping and have found that the vast majority 
of them have the same aversion of going 
into a store to inquire the price of mer- 
chandise on display in the show window. 

Price is the deciding factor in almost 
everything bought and sold and this is the 
fundamental difference between the display 
that merely attracts attention and the one 
that actually sells merchandise. 

Upon one occasion I had purchased a 
certain item of merchandise which was to 
retail at $1.50 each. At the time of pur- 
chasing this item I thought I saw in it 
wonderful sales possibilities but by the time 
the merchandise was received I had gotten 
cold feet. I was somewhat hesitant of 
placing a price of $1.50 on it. I felt sure 
that I had made a bad buy and was in for 
a nice loss. However, I thought I would 
give it a whirl at $1.50 and if I found that 
it would not move then I could cut the price 
and take my medicine. 

I made a nice display of this item in the 
display window. It was a rather attractive 
appearing piece of merchandise and the dis- 
play received much attention from passers- 
by but the store received darn few sales. 
Because I was sceptical of its selling ability 
at $1.50 I did not place any price cards in 
connection with the display. I was. afraid 
that if folks knew the price they would not 
come in. I felt that it would be necessary 
for me to “sell” the customer upon the 
worth of this item. The display was in for 
one week during which time only five per- 
sons actually came in to examine and price 
this merchandise. Of course, more than 
five were sold during the week because we 
called the attention of customers to this 
item but only five were sold as a direct 
result of this display. But during the week 
I discovered that folks would buy it at $1.50 
and instead cf considering it an exorbitant 
price they were surprised that it could be 
purchased at $1.50. I immediately rear- 
ranged the display and accompanied it with 
two well prepared price cards, not only 
giving the price but a detail description of 
the materials, stressing the high quality. 
During the next 10 days we sold as a direct 
result of that display more than 100 of 
these items. The price cards turned the 
trick. 

Upon another occasion I had picked up a 
splendid buy of a certain item which I was 
positive would be a wonderful seller. I 
arranged a very attractive display of this 
item and accompanied the display with sev- 
eral display cards, commenting upon the 
high quality of this merchandise and stress- 
ing the fact that I was offering it at a low 
price, but I did not quote any prices in con- 
nection with the display. I felt that it 
would be necessary to use salesmanship to 
sell this item and if I could get the customer 
to appréciate the bargain this offer repre- 
sented this item would prove a ready seller. 
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I was keenly disappointed. I found it sim- 
ple enough to sell the customer to whom 
I got the opportunity of presenting this 
merchandise but the number was disap- 
pointing. 

I had the merchandise on hand and I 
wanted to move it and decided that I would 
take a chance at pricing it in connection 
with the display. The display cards were 
removed and new ones prepared to which 
were added the price. The display cards 
were no sooner changed than a very notice- 
able increase in sales took place. Prices 
on the cards made the sales. 

Most folks wish to know the price of any 
merchandise they anticipate purchasing. 
The vast majority of people buy on a price 
basis. Only in a rare case will the cus- 
tomer enter the store and ask for a certain 
piece of merchandise which he has seen on 
display in the window without first asking 
the price. Quality, utility and value, no 
doubt, are considered by the customer, but 
in nearly every case the price is the deter- 
mining factor. Very frequently price is the 
influencing factor. I have seen a customer 
hurrying down street, glance quickly at a 
display, not particularly attractive or ap- 
pealing, but the price catches his eye, he 
stops, hastily gives the display the once 
over, enters the store and purchase the mer- 
chandise. The chances are that this partic- 
ular purchase was farthest from the cus- 
tomer’s thoughts. The price attracted him 
—he stopped—he bought. 

I have stood near my windows dozens of 
times just to note what reaction my dis- 
plays might have on the passer-by and I 
am convinced that it was the price card 
that stopped the majority of lookers and I 
am equally certain that it has been the price 
card that brought them into the store. 

I consider the price card the most im- 
portant adjunct to the window display and 
when properly used will convert an other- 
wise dormant display into a real selling 
display. 





Exhibit Stories of Jewelry 





N a New York State jewelry store was 

discovered a popular magazine open to a 
certain page, which was the beginning of an 
interesting story about gems. An inquiry 
wrung the confession from the jeweler that 
he always displayed any stories about 
jewelry which appeared in magazines or 
books. There are a large number of these 
stories, as every jeweler knows, and many 
of them are very fascinating. Asked as to. 
the real value of doing this the jeweler re-. 
plied: “It keeps the public mind in the right: 
place. Every time you get any one to read 
about jewelry they are reading about your 
product and I feel that is well worth while. 
Furthermore, it often helps to get a cus- 
tomer into an interesting and worth while 
conversation.”—-C. T. H. 





“By the way, what are you going to make 
of that bov of youts:’ 

“Well, judging by the time he always gets 
iome, I should think a waiter in a night 
club !”—Goblin. 

* * * 

A sail boat is like a waiter—the more you 
tip them the faster they move.—Annapolis 
Log. 
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Every Day Is a Gain or Loss in 
Money and in Health 


Don’t let your polishing dust richly 
laden with gold, platinum and other 
precious metals continue to float away 
out of your window onto the floors 
and walls or to be carried away on 
the persons-of your workmen and 
customers. 

It’s a crime, absolutely, to polish without a 
dust collector—even an oc- 


Don’t take this risk long. Get the 
only insurance you can buy that will 
prevent this condition—the machine 
we show in the picture. Don’t say 
you have too little work or too little 
dust. Time alone answers this. 

We have been making these outfits these 


many years and the present model far out- 
strips anything we have ever 


casional article creates occa- Leiman Bros. Patented had before—Don’t think be- 


sional dust—all this occa- 
cional dust, laden with 


Polishing 


cause a machine is called a 
dust collector that it is really 
that. Take no chances, get 


metallic particles, is breathed 
into your lungs as you work Dust Collector this, the best known machine 


—what then? 


This continues to accumulate in your lungs. 
The metallic particles are irritating and do 
no good to human flesh and blood. 


Look at any machine, see the accumulation 
of dust—even from the ordinary air—and 
after a time the amount of dust surprises 
you—But if you could look into your lungs 
it would indeed appall you. 


Leiman Dust Collector 


and you will be sure of hav- 


ing the most effective and the most highly devel- 
oped outfit—and for no more than you should pay 
—and just what you can afford to pay. 


This is the outfit that is bought not only for the work it does 
but for the manner in which it does it. First of all it is a 
heavy, rugged machine, built to last for many a year—But 
being strong and rugged does not mean that it is a rough 
and ready product—It is in fact a finely built piece of ma- 
chinery, highly efficient in the work it does and very quiet 
in its manner of doing it. Many are in use in office buildings 
and stores where noise would be unthinkable. 


Makers of Good Machinery for 35 Years 


23 Walker St., BT 
NEW YORK 
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The Making of a Watch Jewel 








Written especially for The Jewelers’ Circular by Wendell F. Foster. 

















aah emggerse were confronted by 
the problem of pivot cutting in the soft 
fire-gilded watch plates of early English 
watches, and having tried various metals in 
the form of bushings for the bearings of the 
train wheels without definite results, com- 
* menced to experiment with the different gem- 
stones. One form of crysolite, a milky, semi- 
transparent stone was an early favorite, not 
on account of its beauty, but because it was 
easily worked, inexpensive and made an ex- 
cellent bearing for the slow train watches 
whose balance vibrations averaged less than 
twelve thousand. The jewels were quite 
Jarge in those heavy full-plate watches; be- 
ing easy to make was their only excuse for 
being large. As the advantages of jeweling 


became more apparent other gem-stones were . 


tried. Garnet from its fine hard texture and 
abundancé came into universal use, particu- 
iarly among the Swiss watchmakers. Garnet 
jewels were smaller in size and of better 
workmanship. Garnets run in color from 
white to the darkest red and vary in hard- 
ness from six and five-tenths to’ seven and 
five-tenths, according to Moh’s Scale, used 
by experts in classifying the hardness of all 
gem-stones. The diamond heading the scale 
at 10, the sapphire at nine, and the ruby at 
eight and five-tenths to nine. The ruby, 
from its hardness, was particularly suited for 
end-stones, or cap-jewels as they were called, 
being used to cap the balance hole jewels to 
receive the end thrust of the hardened pivots 
of the balance staff. After Mudge’s lever 
escapement made its appearance, both garnet 
and ruby were used for roller jewels or 
jewel pins, as well as for the pallet jewels. 
Jewels for watches having become a neces- 
sity, their manufacture in quantity followed. 
The English method of jewel making was 
transferred to America. The Waltham 
Watch Co. equipped an extensive plant and 
for years turned out all the jewels used in 
their millions of watches. Cheap European 
labor has so flooded the miarket with watch 
Jewels that jewel making in America has 
become almost a lost art, but our future 
watchmakers ought to know how to make a 
jewel and what constitutes a perfect one. 

; Many machines besides watches are 
Jeweled to reduce friction. Precision clocks 
must be jeweled, and jewels of odd shapes 





and sizes must be made. Many watch- 
makers have stocks of jewels that only need 
opening up and grading to become useful. 
In the making of a watch jewel it is es- 
sential that one should know how to prepare 
diamond powders, the grinding, precipitating 
and grading of which was fully detailed in 





THE JEWEL WHIRL 


THE Circutar of March 3. The first requi- 
site for jewel making is a true, light-run- 
ning lathe head that will stand up under a 
speed in excess of three thousand turns to 
the minute. For my own small use I prefer 
a “whirl,” which is illustrated on this page 
with this article. It is simply a little lathe in 
itself, it is made on a chuck which fits a 
regular manufacturing size bench lathe. Its 
small spindle has a dead center back bearing 
and a taper front bearing running in hard 
bearings. The small pulley is belted to a 
large driving pulley on the counter-shaft. 
The “whirl” is held in an upright position 
by the index pin at the back of the large 


lathe’s driving cone. The spindle is tapped 
to receive a series of brass plug-chucks, to 
some of which are fastened small laps about 
two inches in diameter and a quarter of an 
inch in thickness. One of soft iron is 
charged with number one diamond powder, 
cne of copper is charged with number two 
diamond powder, one of block tin is charged 
with number three powder, one of boxwood 
(end of grain) for number four diamond 
powder. Two others, ivory and tortoise shell 
are used for special powders like dimantine, 
saphirine, tripoli, or putty-powder. The 
three first mentioned laps are all that will 
concern us on the jewel job. On some of 
these brass plugs or chucks are discs of com- 
mon sheet tin, or any flat soft iron; they are 
skives, or really diamond charged saws, and 
all charged with number one diamond pow- 
der. They are charged by applying the oil- 
saturated powder with a piece of goose quill 
and at the same time holding a piece of any 
kind of agate, onyx or carnelian against the 
edge, which acts as a burnisher, burnishing 
the powder into the cutting edge of the metal. 
All these laps when in use must be kept 
moist with the powder and not allowed to 
run dry, and in transferring work from one 
lap to another care must be taken that the 
work is cleaned in naphtha or alcohol. The 
laps must be kept free from dust of all kinds 
to get perfect results. 

The diamond laps are charged by ham- 
mering the oily powder into the face with a 
small smooth-faced hammer, or it can be 
burnished in with the onyx stone. Some 
three-sixteenths of an inch brass rod will 
make the plug-chucks, after cutting threads 
and beveling a shoulder to fit the lathe spin- 
dle, and also for making the diamond drill 
and turning tools. To make the turning tool, 
take a four-inch piece of brass rod and heat 
the end red hot, and when cold drill into the 
soft end a shallow hole of just the diameter 
to take the oblong piece of bort, or black 
diamond. Select a piece having one end 
larger than the other, with pliers and a small 
punch close the soft brass tightly about the 
lower half of the stone, or if a more per- 
manent job is required, it can be soldered in 
with silver solder without injury, using a 
blow-pipe and spirit-lamp. A smaller turn- 
ing tool for turning out the oil cups, and 
also the diamond drills, are made in the same 
manner, reducing the size of the end of the 
tools for convenience in handling. The piece 
of diamond chip must be long and pointed, 
with as much as possible projecting from the 
brass. .With a couple of turning gravers, a 
number of plug-chucks, and a small metal 
spirit-lamp with its side snout set at an angle, 
some sticks of shellac and half a dozen small 
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Telephone, Whitehall 7240 Cable Address, Matthey, New York 


Johnson Matthey 
& Company, Ine. 


BULLION MERCHANTS 
CHEMISTS AND METALLURGISTS 


DEALERS IN 


PLATINUM 


AND THE PRECIOUS METALS 








JOHNSON MATTHEY & CO., LTD. 
Hatten Garden, London, E. C., Eng. 
Official Assayers and Refiners to the Bank of England 


36th Floor 


Woolworth Building 
New York 

















Refiners 


Gold 
Silver 
Platinum 











HANDY @ HARMAN 


Fulton 2 Gold Sts., Bridgepert, 
New York City Conn. 


425 Richmond St., Providence, R. I. 
SHIP TO ANY ONE OF OUR THREE PLANTS 























A Perfect Lubricant for 
BRACELET WATCHES 


FULCRUM 
BRACELET WATCH 
OIL 


Will not gum, will not evaporate and is 
absolutely free from acids of any kind. 


It does not flow freely, but has such 
viscosity that it stays just where it is 
placed, lubricating in the most perfect 
way. 








The price is 75 cents a bottle 


All material jobbers can supply it 


“If you are not using Fulcrum Oils, 
you are not using the Best Oils.” 


FULCRUM OIL COMPANY 
Franklin, Pa, U. S. A. 





ALLOYS 


FOR 
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CASTING — STAMPING 


WHITE and GREEN COLD 
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(a special grade = oad special purpeee) 
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cylindrical pieces of tin-lead, about half and 
half, which are easily made by melting lead 
and tin in an iron spoon and pouring it into 
small paper tubes of three-sixteenths of an 
inch diameter closed at one end; these grind- 
ers will be two inches long. The tools are 
all simple and inexpensive, including the bort. 


Select a fair-sized garnet in the rough and 
shellac it onto a small stick to hold it by, 
screw the skive or saw into the spindle and 
start up the motor. The garnet can be held 
loose in the fingers or rested on the T-rest 
and presented lightly but firmly to the cut- 
ting edge of the saw, feeding the work oc- 
casionally with No. 1 diamond powder with 
a piece of quill. After cutting through, an- 
other cut can be made parallel with the first, 
and if the stone is large enough several slabs 
of the thickness of the required jewels will 
be the result. These pieces can now be ce- 
mented flatwise on the end of the holder and 
cut into squares of the diameter of the pro- 
posed jewels. These little squares can be 
chipped into a fairly round shape with a pair 
of small cutting pliers. They are now ready 
to be faced on both sides on the No. 1 dia- 
mond lap by holding the stone on the end of 
the finger protected by a finger cot; the 
jaces must be ground perfectly parallel with 
each other and of the right thickness for the 
jewel. Clean thoroughly with naphtha. 
Screw one of the plug-chucks into the lathe 
spindle and with a graver turn off the face 
and slightly concave it to hold the shellac 
better, also turn a broad hollow back of the 
face te present less metal to the flame of the 
lamp. One of the flattened stones is now 
shellacked onto the chuck, truing it fairly 
central with a pointed pegwood from the T- 
rest. When cold set the rest a trifle below 
the center and with the diamond-turning tool 
start at the edge and carefully turn down to 
the diameter required, beveling the outer 
edge slightly as seen in first quality plate 
jewels. Note: that this is to be the face 
of the jewel. The jewel is now ready for 
the drilling, which must be done with ex- 
treme care to avoid breaking drills. The 
drill must be started in the exact center, 
allowing no tit to form, and keep the drill 
oiled with sperm oil. Stop when the drill 
is just half-way through the stone, keeping 
the hole as small as possible. Warm up the 
shellac and reverse the jewel, getting it per- 
fectly true in the flat and the round, for the 
perfection of the finished jewel depends on 
the hole being absolutely central. 


With the large turning tool turn the whole 
face to the proper curve from the bevel edge. 
Note: this is the top side that will be seen 
through the plate. The turning must be done 
with care to produce an even surface. Now 
with the small turning tool turn out the re- 
cess for the oil-cup and drill the other half 
of the hole, allowing the point of the drill 
to just come through. Take one of the tin- 
lead cylinders and concave one end with a 
graver or knife blade roughly, charge with 
No. 1 diamond powder and with a rolling 
motion grind the face to a true oval, free 
from pits and tool marks. Round the end 
ef another cylinder into a small half-ball and 
with the same No. 1 powder grind out the 
oil-cup. Repeat these two grindings with 
new cylinders, only using No. 2 diamond 
powder, and finish the process with a third 
pair of tin-lead cylinders, using No. 3 pow- 
der. Be careful to clean off thoroughly all 
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traces of one powder before using the next 
one, 

Factory jewelers use little “dabs” of oil- 
moistened dough taken from freshly baked 
white bread, a portion of the inside of the 
loaf is moistened with a little sperm oil and 
kneaded into a ball, which is kept in a tight- 
covered glass dish. To observe the work as 
it progresses, little pinches of dough are 
“dabbed” onto the jewel and the work ex- 
amined with the eyeglass, the dough taking 
up all black mud formed by grinding. The 
flat ring at the top, and the face of the jewel 
are flattened and polished on the Nos. 2 and 3 
laps, holding the jewel with the point of a 
piece of pegwood. A still higher polish can 
be had by using the No. 4 diamond powder 
on the boxwood lap (end of grain). The 
jewel is now ready for the opening process. 
One of the chucks is faced, slightly concaved, 
and a small hole drilled in for half an inch. 
The jewel to be opened is cemented to the 
chuck and truly centered with a pegyood 
point. 

The opener is a piece of stiffly bur- 
nished copper wire of small size held in a 
small sized pin-vice and is filed with a No. 3 
file to a thin straight taper. For a small 
number of jewels the opening can be done 
by resting the hand on the lathe bed, or it 
can be held in a small chuck fitting the tail 
stock spindle of the big lathe. The factory 
method is to use a “whirl” in the tail stock 
spindle, whose spindle carrying the opener 
travels in an opposite direction to the re- 
volving jewel, thus insuring a perfectly true 
hole with slight effort or loss of time, but 
the hand method has made millions of per- 
fect jewels. This copper opener is charged 
with No. 2 diamond powder finishing the 
hole with a soft steel opener charged with 
No. 3 powder. The best results are obtained 
by short motions in and out, not allowing 
the opener to fill the hole and crack the 
jewel. 

The sides of the hole can be ground per- 
fectly straight or slightly ovaled, which 
makes what is really an ogival-hole, not 
olive-hole, as the glib-tongued salesman 
would have us believe. After the hole is 
opened to size, a rough edge will be left 
where the edges of the hole meet the surface 
on each side; this can be removed by a few 
touches: of No. 2 powder on a blunt-pointed 
copper wire. 

The foregoing description applies to all 
hard stones, more especially the sapphire 
and ruby. Many of the softer stones will 
polish after grinding with the No. 1 and 
No. 2 powders by using tripoli and water, 
and the facing, top and bottom can be done 
on ground glass plates. It must not be 
expected that the beginner will produce per- 
fect jewels at once, but by following direc- 
tions carefully, patience and perseverance 
will accomplish good results. 

An apprentice wanted to jewel a pair of 
calipers with V-jewels, and I suggested that 
he make a pair, and after considerable hesi- 
tation he started a pair of garnet jewels, 
selecting a pair of blanks from some of my 
old stock. It took him some time, making 
his own drill and turning tool, but he turned 
out a very handsome pair of jewels, bur- 
nished them into settings, and soldering the 
settings onto the arms of his calipers, and 
he was for some time a very proud young 
man. 
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New Rules Relative to Certification 
of Watchmakers 


ECISIONS reached by the Committee 
on Certification and approved by the 
annual meeting of the Horological Institute 
of America on May 12 and 13, 1926, to be- 
come effective July 1, 1926, are as follows: 
(1) That action regarding the proposed 
examination for the certificate of Certified 
Horologist be deferred until the president 
of the Institute can confer with the Certifi- 
cation Committee, which committee may be 
enlarged by the president if he so desires. 

(2) That the examination for the 
Certified Watchmaker grade be changed as 
follows: 

There shall be required for more efficiency 
work on two watches, one a 16 or 12 
size American or high grade Swiss watch 
of 15 or more jewels, such watch to be 
repaired in first class condition and to have 
a daily rate of not more than 20 seconds 
error in five positions. 

The second watch shall be a bracelet watch 
of a diameter of 634 lignes, rectangular or 
oval, or a 10% lignes round, or smaller. 
This watch is to be put into first class con- 
dition throughout and to show a mean time 
error of not more than 1% seconds in 24 
hours in the three positions, pendant up, 
dial up and dial down. (“Diameter” of a 
rectangular or oval watch is the shorter of 
the two diameters.) 

(3) The work is to be returned within 
30 days. If for any reason the applicant 
wishes an extension of time his application 
must be O. K.’d by the voucher before 
being sent to the Institute. It is understood 
that the actual time spent on a watch should 
not exceed a day’s time. 

(4) Affidavit should be given by the 
voucher as to the actual time taken to put 
the watch in running order. This does not 
mean the full time required to repair and 
regulate the watch, as regulating a watch 
sometimes takes several days; but the time 
required from the start until the watch is 
running again. 








Smiles 





“IT know a girl who changes clothes five 
times a day.” 

“And I know one who changes five times 
an hour.” 

“Aw, get off.” 

“Uh, huh, but she’s only three months 
old.” 

*x* * * 

Storekeeper: “We don’t handle goldfish.” 

Nice Old Lady: “Well I hope you don’t; 
it’s not good for them.” 


* * * 
First Simple Nimrod: “Hey, don’t shoot! 
Your gun isn’t loaded.” 
His Partner: “Can’t help that; the bird 
won’t wait.” 
* * * 


He: “I want to buy a present for my 
wife.” 

Clerk: “Can I interest you in something 
in silk stockings ?” 

He: “Well, let’s see about the present 
first." —Williams Purple Cow. 
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OLD GOLD and SWEEPINGS 











We place at your service our years of experience in refining precious metals. 





Send us your next shipment. You will find our returns prompt and satisfactory. 


THE WILLIAMS GOLD REFINING CO. 


2978 Main St., BUFFALO, N. Y. BRIDGEBURG, ONTARIO. 














use DEE REFINING seavice 


Every lot is handled with exacting care with a view to your continued patronage. 


SHIP US YOUR NEXT ACCUMULATION 


DEENAME DEENOTES DEEPENDABILITY 


THOMAS J. 


DEE & COQ. 


. Sales Office Refiners Manufacturers Refining Plant 
5 So. Wabash Ave. Loy eC ey-Vele) 317-319 E, Ontario St. 











FRANCO AMERICAN 
PRECIOUS METALS CORPORATION 


DEALERS AND REFINERS 


GOLD, SILVER AND PLATINUM METALS 


Works: General Office 
NEWARK, N. J. 42 West 51st Street, New York City 














Combination 
Watchmaker’s 
and Polishing 

Motor, $20.00 


Will Run on 110 
Volts A. C. 
or D: ©. 


NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 





Fidelity Ta- 
pered Frame 
Polishing Motor 

dt Illustrated. 
Polishing Motors 
from $16 to $55 


FIDELITY 
ELECTRICCO. 


Lancaster, Pa. 
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[Patents Granted by the United States and 
the Registered Trade-Marks.] 








UNITED STATES PATENTS 





Issue of July 13, 1926 


1,592,136. VANITY CASE. Georce E. Davis, Des 
Moines, Iowa, assignor to F. W. Fitch Co., 
Des Moines, Iowa. Filed Dec. 9, 1925. Serial 
74,325. 17 Claims. 

A vanity case comprising a-top and a bottom 
member, a loose powder container mounted in 
said bottom member covering a portion of the bot- 





tom, said bottom having a puff receiving pocket 
formed adjacent to the container, said container 
having an opening in its side for permitting 
powder to be dispensed therethrough into the puff 
receiving pocket where the puff may have an ap- 
plication of powder. 

1,592,141. CHAIN LINK. Witty Jarcer, Provi- 
dence, R. I., assignor to Speidel Chain Co., 
Providence, R. I. Filed April 29, 1925. Serial 
26,658. 3 Claims. 

A chain link comprising an outer loop portion 
with internal projections extending toward each 
other from the side arms thereof and having re- 





cesses in said arms adjacent said projections, an 
ornamental inner band loop having its end portions 
mounted in said recesses, the arms of said outer 
loop being bent inwardly to cause said projections 
to abut and to lock said ornamental loop in its 
assembled position. 

1,592,184. VANITY CASE. Carrott E. Dopson, 
Kansas City, Mo. Filed April 13, 1925. Serial 
22,706. 8 Claims. 

A vanity case comprising a hollow bottom, a 





pan mounted tor follower movement in the hollow 
bottom, a hinged cover having a screen portion 
normally overlying the pan, and a hinged lid for the 
case. 


1,592,599. ELECTRIC CLOCK. Luvic1 Zoppt, 
Nicasio, Calif. Filed May 26, 1924. Serial 
°715,790. 4 Claims. 

In an electrically controlled clock, hour and 





minute hands, a pair of electro-magnets, and means 
through which the said electro-magnets are caused 
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to operate the respective hour and minute’ hands, 
including a pair of opposed ratchet wheels, an 
oscillatory arm having the armatures of the said 
magnets mounted thereon, a pair of pawls on said 
arm engaging the respective ratchet wheels, and 
operative connections between the ‘said ratchet 
wheels and the said hands. 
1,592,622.. VANITY BOX OF WATCHCASE 
TYPE. Curistran A. Buscuam, Irvington, 
N. J., assignor to C. A. Buscham Mfg. Co., 
Irvington, N. J. Filed Sept. 21, 1925. Serial 
57,641. 3 Claims. 

In a kox of the class described, a box body 
having a peripheral wall provided with a groove 
on the interior extending around the wall parallel 
to the edge, a rouge receptacle having an annular 





outer wall fitting against the peripheral. wall of the 
box body and provided with upwardly extending 
portions having their ends engaged in said groove 
to retain the rouge receptacle in place, said rouge 
receptacle having an inner annular wall forming a 
substantially cylindrical rouge pocket. 
1,592,623. VANITY CASE OF -'WATCHCASE 
TYPE. Curistran A. Buscnam, Irvington, 
N. J., assignor to C. A. Buscham Mfg. Co., 
Irvington, N. J. Filed Sept. 21, 1925. Serial 
57,642. 6 Claims. 
In a compact, an outer case, a ring having an 
annular portion forming a partial cover for the 
outer case and having a short cylindrical portion 








forming an inner case and having a bottom form- 

ing the remainder of the cover for the outer case, 

a hinge connection between the outer periphery of 

the ring and the outer case, a cover for the inner 

case nesting within the same, and a hinge connec- 
tion between said cover and the inner periphery 
of the ring. 

1,592,624. VANITY COMPACT. Cnuristian A. 
BuscuamM, Irvington, N. J., assignor to C. A. 
Buscham Mfg. Co., Irvington, N. J. Filed 
Feb. 10. 1926. Serial 87,439. 3 Claims. 

In a compact, a main bottom portion having a 
shallow segmento-spherical form, an annular band 
seated concentrically in the main bottom portion to 





form a shallow well, a flange extending outwardly 
from the band and curved in the form of a spher- 
ical zone, saiJ flange engaging the periphery of the 
main bottom portion and having its outer edge 
extending under the outer edge of the main portion 


in contact therewith, and a top hinged to said 
flange to cover said well. 
1,592,663. CUFF LINK. Joun J. HAttinan, 


Chartley, Mass., assignor to Freeman-Daugha- 

day Co., Chartley, Mass. Filed Nov. 1, 1924. 
Serial 747,189. 2 Claims. 

A cuff link comprising two spaced apart bases, 

each of said bases having an integral continuous 
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tubular shank of relatively small diameter extend- 
ing a substantial distance from one of its faces, a 
spherical enlargement at the end of one of said 
shanks and the other of the shanks terminating in 
a partially spherical socket permanently inclosing 
said enlargement. 


153 


1,592,677. CLOCK FOR’ MOTOR ‘CARS AND 
OTHER ‘VEHICLES. Avsret Szente, 
Vienna, Austria. Filed Dec. 4, 1924, Serial 
753,881, and in Austria Dec. 10, 1923. 4 
Claims. 

The cumbination with a clock having a winding 
mechanism including a manually operated winding 











arbor; of a ratchet wheel secured on said arbor, 
an electro-magnet, a  spring-retracted armature 
therefor pivoted on said arbor, a pivoted, spring- 
urged driving pawl on said armature co-operating 
with said wheel, a parallel contact arm carried by 
said pawl and a contact engaged by said arm. 


Designs 
70,556. FINGER RING. Samvuer Grossman, New 
York, assignor to David Klebanoff and Samuel 
Gressman, copartners trading under the firm 
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name of Klebanoff .& Grossman, New York. 
Filed May 22, 1926. Serial 17,809. Term of 
patent 3% years. 

70,583. BADGE. Joun- J. Sommer, North Attle- 
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A. Bay 









boro, Mass. Filed April 4, 1925. Serial 13,024. 
Term of patent 3% years. 





UNITED STATES TRADE-MARKS 


[The following trade marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1905, and are published in compliance with Section 
6 of said Act.] 





Issue of July 6, 1926 (Continued) 

Ser. 231,623. (CLASS 33. GLASSWARE.) C. 
& E. Marsuatt Co., Chicago. Filed May 14, 
1926. 

No claim is made to the words “Quality” and 

“Trade Mark’? apart from the mark shown in the 


drawing. 


TRADE 


MARKS 





Particular description of goods.—Watch Crystals. 
Claims use since March 23, 1926. 
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rade-Marks Published July 13, 1926 


Ser. 225,877. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Jack J. FEet- 
SENFELD, New York. Filed Jan. 13, 1926. 


Sealect 


Particular description of goods.—Bead-Stringing 
Thread. 
Claims use since Feb. 1, 1925. 
Ser. 227,951. (CLASS 28. JEWELRY AND 
FRECIOUS-METAL WARE.) M. Krupp, 
Seattle, Wash. Filed March 1, 1926. 


Particular 

Necklaces. 

Claims use since Jan. 15, 1924. 

Ser. 231,332. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Ss. & B. 
LreperER Co., Providence, R. I. Filed May 8, 
1926. 

The representation of the goods is disclaimed 
apart frem the mark as shown. 


description of goods.—Pearl-Bead 


Particular description of goods.—Complete Watch 
Bracelets. 
Claims use since April 1, 1926. 
Ser. 231,607. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) Ixutrnors Watcu Case Co., 
Elgin, Ill. Filed May 14, 1926. 


CIVIC 


Particular description of goods.—Watch Move- 
ments and Watchcases. 
Claims use since Sept. 10, 1925. 
Ser. 231,608. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) Ititinors Watcu Case Co., 
Elgin, Ill. Filed May 14, 1926. 


RORIC 


Particular description of goods.—Watch Move- 
ments and Watchcases. 
Claims use since Aug. 28, 1925. 
Ser. 232,522. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Siema Cur 
Fraternity, Chicago. Filed May 29, 1926. 


LX 


deseriftion of goods,—Fraternity 
Badges, Iapel Buttons; Scarf, Lapel, and Breast 
Fins: Cuff Links, Tie Clasps, Charms, Finger 
Rings, Belt Buckles, and Ornamental Shields, all 
of Precious-Metal Ware. 

Claims use since on or about June, 1917. 


Paviicular 


THE JEWELERS’ CIRCULAR 


Trade-Mark Registrations Granted 
Issue of July 13, 1926 


215,162. CLOCK CASES AND WATCHCASES. 
BakELITE Corpr., New York. 

Filed October 28, 1925. Serial 222,428. 
LISHED APRIL 13, 1926. 

215,163. COLLAR BUTTONS, CUFF LINKS; 
WATCH, NECK, AND BELT CHAINS; 
FINS, COLLAR PINS, BELT BUCKLES, 
WATCH FOBS,. TABLE AND POCKET 
KNIVES, FLASKS, IDENTIFYING PINS 
OF SEVERAL BENEVOLENT ORDERS, 
LINGERIE CLASPS, EARRINGS, SCARF 
PINS, FINGER AND NAPKIN RINGS, 
BRACELETS, INITIALED BELTS, AND 
DRESS STUDS, ALL MADE OF OR 
PLATED WITH PRECIOUS METAL 
WHOLLY OR IN PART. Vocet Bros. Co., 
Inc., New York. 

Filed Dec. 15, 1925. 
LISHED APRIL 13, 1926. 
215,165. ARTIFICIAL PEARLS. Tue HENSHEL 

Co., Inc., New York. 

Filed Jan. 27, 1926. Serial 226,486. 
LISHED APRIL 13, 1926. 
215,176. FINGER RINGS. 

Co., New York. 

Filed Feb. 11, 1926. Serial 
LISHED APRIL 13, 1926. 
215,180. WRIST-WATCH BRACELETS AND 

SAUTOIRS. L. Herrer & Son, Inc., New 
York. 

Filed Feb. 18, 1926. 
LISHED APRIL 13, 1926. 
215,182. WATCHES. Sears, RoEsuck & Co., Chi- 

cago. 

Filed March 11, 1926. 
LISHED APRIL 20, 1926. 
215,257. WATCHES, WATCH MOVEMENTS, 

WATCH CASES, AND PARTS FOR 
WATCHES. Cross & BeGuetin, New York. 

Filed Feb. 25, 1926. Serial 227,778. PUB- 
LISHED APRIL. 20, 1926. 

215,268. WATCHES, CLOCKS, WATCH MOVE- 
MENTS AND FARTS THEREOF, AND 
WATCHCASES. Stepnen R. HorrMan, do- 
ing business as Hoftman Watch Co., New York. 

Filed March 16, 1926. Serial 228,699. PUB- 
LISHED APRIL 20, 1926. 


PUB- 


Serial 224,736. PUB- 


PUB- 


Josepu L. Herzoc & 


PUB- 


227,177. 


Serial 227,453. PUB- 


Serial 228,499. PUB- 








Brainerd Lemon, Lemon & 

Lemon, have returned from a trip to Europe, 
having gone over to pick up a collection of 
antiques, purchased by his regular buyers 
abroad. 

William Kendrick’s Sons have moved half 
their fixtures to their new store, and ex- 
pected to be completely moved by July 25, if 
not sooner. They have to be out by Aug. 1, 
at the latest. 

Matt Irion & Sons, Dixie Jewelry Co., 
Vic Lorch & Sons, David Roth’s Sons, Ed- 
ward A. Krekel, W. P. Brandenburg, and a 
number of other jewelers, or concerns han- 
dling jewelry with other lines on Market 
St., donated fine merchandise prizes to the 
annual outing of the Market Street Mer- 
chants’ Association, at Fontaine Ferry Park, 
July 15, the event having been postponed two 
days on account of rain. The outing is for 
merchants and their employes and friends, 
but they send out tickets broadcast to their 
customers, making it a big free outing, open 
to the public. 

At Nashville, Tenn., on July 11, Elias 
Miller, 60 years of age, formerly of San 
Antonio, Tex., who had been with the M. I. 
Lusky Jewelry Co., of Nashville, since last 
Fall, was found dead on the shop floor by 
an employe, he having been dead probably 
since the previous afternoon, when he was 
seen in a nearby restaurant, where he left 


July 21, 1926 


his coat and hat, when he returned to the 
shop, indicating that he was excited. On 
the Thursday before his death Miller was 
arrested by Federal officers, who had been 
making and investigation, and who charged 
him with smuggling 18 karats of uncut dia- 
monds into this country from France with- 
out paying the duty, a complaint having 
been filed and warrant issue through A. VY, 
McLane, United States District Attorney, 
after some weeks work on the part of Fed- 
eral agents. Little was known of Miller 
other than he came from Texas, was a fine 
workman, had little to say, and stayed at 
his bench a lot, even at night. 








Atlanta, Ga. 


C. E. Lind, Elgin, Ill., spent several days 
in Atlanta during the week visiting rela- 
tives and friends in the jewelry trade. 

Charles Campbell has just returned from 
a short vacation with his parents in Ten- 
nessee. Mr. Campbell made the trip by 
motor, going also to Asheville and other 
points in North Carolina. 

Jack Glazier, representing the K. K. Im- 
porting Co., of New York city, spent a 
day or two this week in Atlanta calling on 
the local trade. He reports business condi- 
tions as generally satisfactory in his terri- 
tory. 

E. B. Freeman, Jr., with Myron E. Free- 
man & Bro., Atlanta, is staging a remark- 
able display of old watches in the show 
window of the store this week. In the dis- 
play is a Verge watch made in 1668 and 
still running. Every watch in the display, 
as a matter of fact, is running, and few 
are less than 100 years old. The display is 
taken from the collection owned by Mr. 
Freeman and put on exhibition for the first 
time in Atlanta. 

A post card has been sent by Walter S. 
Sims, Mayor of Atlanta, to every retail 
jeweler in the city, urging them to attend 
the meeting of the Georgia Retail Jewelers’ 
Association on July 19 and 20. A similar 
letter has been sent by Ewing Bros., whole- 
sale jewelers, to every retail jeweler in the 
State. Preparations are being made for 
more than 100 jewelers at the barbecue, 
which will vie with the annual banquet as 
the big social event of the meeting. 

H. P. Bockley, of Thomasville, was 
elected president of the Georgia State Opti- 
cal Society at a recent meeting held in 
Savannah, Ga. Other officers elected were 
O. M. Schomberg, Savannah, first vice- 
president; W. P. Little, Waycross, second 
vice-president, and F. C. Wilson, Valdosta, 
secretary and treasurer. C. A. Milburn, 
Macon, was elected chairman of the execu- 
tive committee, members of which are H. 
B. Clason, Columbus; W. L. Embry, 
Augusta; W. R. Wilson, Douglas, and L. 
L. Plant, Savannah. It was decided to 
divide the State into zones to facilitate the 
work of the association, and a committee, 
consisting of W. W. Parret, Columbus; F. 
C. Vassiere, Savannah; J. H. Spratlin, 
Macon; H. H. Meredith, Augusta;.C. E. 
Folsom, Atlanta, and I. Norris, Savannah, 
Was appointed to handle this work. The 
meeting was one of the most successful 
ever held. 
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